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38 Years devoted to Progress in Oilheating and Airconditioning 














Drivers xs 


earn more 


Sinkler, Inc, System ANNUAL FUELOIL MANAGEMENT 
ECONOMIC ANALYSIS 


pays monthly Bonuses 


Vacuums 


and oil Pumps 


Problems with Pumps, 
suction-line Vacuums 


Springboard 
to Cooling 


Airconditioning fits 
the fueloil Business 


PASS ALONG _ 
Mr. 


Mr. 
— The driver's wage rate is a good index not only 
Mr. to total delivery costs but also to complete 
ar a oe operating costs. In high wage areas, all other 
| Mr. 2a costs are usually high in proportion> 
| Mr. 





How BRODIE METERS and VALVES 
Save money in any size operation 


Four B-72D BiRotors and 510 Valves move heating oils 
in bulk at John S. Turney installation in Drexel Hill, Pa. 





Check the modern, economical 
installation — it’s important in 
any size operation. 





EVERYWHERE — BRODIE is linked with Progress. Here’s another example from PENNSYLVANIA, 


RALPH N. BRODIE COMPANY 


Manpower is saved and paperwork is handled 


in the office—where it belongs. This means more accurate 
records, easier accounting. 

In a suburban installation, as in a high-gallonage oper- 
ation, economy and accuracy of product control is vital. 
In this bulk terminal, the ultimate in product control is 
practiced through the use of four B-72D BiRotors with 
Remote Counter Systems and 3” model 510 solenoid- 
operated valves. Here the driver loads his own truck, 
controlled from the office. 

For any size installation get in touch with your Brodie 
metering specialist. 


REPRESENTATIVES WITH STOCKS AND SERVICE 


San Leandro, California, U.S.A. 
CABLE ADDRESS: “BRODICO” 


MT. VERNON, N.Y., 550 So. Columbus Ave. 

DALLAS 7, TEXAS, 167 Parkhouse St. 

SEATTLE 9, WASH., 221-9th Ave. N. 

CHICAGO OFFICE: 1227 Circle Ave., Forest Park, lil. 
LOS ANGELES 22, CALIF., 5401 Sheila Street 


FACILITIES IN ALL PRINCIPAL CITIES 





Sundstrand 


RELY-ABILITY 


backs America’s 
oil burners 





strand certified serv- 
ice stations across 
the country display 
this sign. Look for 
it, it's your assur- 


SUNDSTRAND 


GENUINE PARTS © 


More than 80 Sund-_ 


Sundstrand service and genuine parts 
assure reliable burner performance, 
fewer service call-backs all winter long 


Sie aa PONE 


You’ll be dollars ahead this fall 
if you have the Sundstrand fuel 
units you service checked and 
overhauled at a Sundstrand cer- 
tified service center. 

Here’s why. Only genuine 
Sundstrand parts are made to 
match the original quality and 


SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


precision built into every Sund- 
strand fuel unit. And, only fac- 
tory-trained service specialists 
using genuine parts restore the 
just-like-new performance and 
reliability of Sundstrand fuel 
units. 

You save in the long run too. 
Costly service call-backs caused 
by inferior parts or a poor repair 
job are eliminated. With Sund- 
strand certified service one call 
does the job. 

For fast, economical mainte- 
nance and increased customer 
satisfaction all winter long, back 
the performance of your Sund- 
strand-equipped burners with 
certified service and genuine 
Sundstrand parts. 






2210 Harrison Ave., Rockford, Ill. - Eastern Sales Office: 89 Summit Ave., Summit, N. J. 
Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; 
in Sweden by Sundstrand Hydraulic AB Stockholm; 
in France by R. S. Stockvis et Fils, S. A. 20-22 Rue Des Petits-Hotels, Paris 








FIRST CHOICE 


FOR TRUE 


Ask the owners, managers, 
installers, engineers 
and architects 


of these and thousands of other 
institutions, apartment buildings, 
warehouses, schools, churches and 
factories which they think is the . 
best burner for true heating 
economy. 


® They will say the SUN-RAY 
‘#4-25 OIL BURNER— 
and for good reason. 


@_ The SUN-RAY #4-45 means 
lower fuel bills because it burns 
inexpensive, high Btu #5 and #4 
oil. It’s the cleanest, quietest, 
most efficient fully automatic 

oil burner sold today. 


®@ Contractors will tell you that 
the SUN-RAY #4-+5 is as easy to 
install as any #2 burner. No 
transfer pump is.required on normal 
jobs. No front plate. No unusual 
pitting. Special patented built-in 
“Thermax” unit converts heavy oil 
to light. There is all-electric ignition 
—no gas lines required. 


@ The SUN-RAY #4-45 Oil Burner 
is fully approved by Underwriters 
Laboratories, Canadian Standards 
Assoc., Bureau of Standards & 
Appeals of City of N. Y., State of 
Conn., Commonwealth of Mass., 
and other leading authorities. 


B® Let the first choice of real estate 
owners, architects, leading engineers 
and contractors be your guide. Install 
a SUN-RAY #4-#5 Oil Burner. 


Get the facts. Get the Sun-Ray sales story. 


HEATING ECONOMY 
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SUN-RAY +4-#5 
OIL BURNER 

3 SIZES 

3 to 25 G.P.H. 


SUN-RAY BURNER MANUFACTURING CORPORATION 


139-22 QUEENS BOULEVARD e JAMAICA 35, NEW YORK 
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Among other things. . . 


This issue is purposely top-heavy with features about 
fueloil dealers and their businesses. “It was a good Sea- 
son,” beginning on page 55, is our annual look at the 
economics of fueloil operations, There’s much valuable 
information about fueloil management, mighty useful 
as general knowledge and also as a check against your 
own company figures. 


Next, “Getting the most from your Trucks” suggests 
some very practical considerations on the efficient and 
profitable use of your rolling stock. 


Two other fine stories highlight the varied facets of 
fueloil dealerships. Beginning on page 67 is a very com- 
plete description of a well thought-out plan to compen- 
sate drivers more when they produce more; on page 78 
begins an interesting account of how C. B. Stone, Inc., 
expanded a successful fueloil business to include air-con- 
ditioning contracting. 











pe ISSUE features among other 
things our once-a-year roundup 
of management figures having to do 
with running a fueloil business. Some 
of them will be useful to you, others 
to others. The significant point is 
that such helpful yardsticks would 
not be possible at all except for the 
big lift given us by a few hundred 
marketers like yourselves from all 
of the principal areas where oilheat- 
ing is popular. We miss the deep 
South and Southwest but there's very 
little furnace oil burned there. 

After the issue has been passed 
around to read, get it back to the 
boss’s desk so he'll have a chance to 
check it for items from time to time. 

Mainly, though, what we're trying 
to say is that we've got a wonderful 
industry when it contains folks like 
you who have helped so much, for 
the benefit of all. 


__ MOST IMPORTANT answer in 
the whole investigation was that 
while margins and profits are off a 
little, they're still mighty favorable 
considering the general trouble of 
the rest of the oil industry. The re- 
finers seem to like us, at least enough 
to let us prosper. 


ge MONTH on this page was an 
item about a gas company rais- 
ing its rates on kitchen uses so it 
could drop them on heating, with an 
opinion that franchised exclusive in- 
stitutions may not always play fair 
in competition. 

Having gotten it off our chest we 
would have dropped it. But it re- 
minded quite a lot of folks around 
the industry that they felt that way 
about it too, so the editor's mail picked 
up a bit on that point. 

An Iowa friend sent an example of 
natural gas just coming to his town 


6 


and the rates posted were $3.90 for 
the first 2,000 cubic feet, or $5.31 
for the first 3,000 per month, while 
to do this they had to build a long 
pipeline extension at high cost. 

The same utility in nearby towns 
of comparable size, where they have 
no new pipeline to pay for, sells the 
same units at $4.74 and $6.76, re- 
spectively. Our oil man is convinced 
in his own mind that the low open- 
ing rates are to fight oil heat. 

An industry leader in Boston wrote 
on this wise: 

“I suggest that your publication go 
all out in encouraging those con- 
cerned to start a general uproar on 
the specific points brought out in 
your remarks. 

“1960 being an election year, what 
better time to organize a campaign 
directed to state officials, governors, 
state senators and_ representatives, 
public service officials, pointing out 
the specific issues and asking point 
blank what steps they are going to 
take to restrain the utilities from in- 
juring small business in this way. 

“May we expect your worthy pub- 
lication to blazen the trail by bring- 
ing into focus the artful machina- 
tions of the gas house boys?” 


pices BACK to the amount of 
work we do on the September 
management statistics, everything else 
has been crowded out of our minds, 
so we'll fill the rest of this page with 
some short paragraphs that have ac- 
cumulated in the right hand drawer 

© Joseph B. Elliott, president of 
York Div., Borg-Warner, says that 
the auto industry is doing better at 
selling airconditioning than the heat- 
ing industry. In 1950 just 3,000 cars 
were airconditioned, this year 750,- 
000. Only 8% of homes are now 
airconditioned and unless a better 
selling job is done on the public the 
year 1975 will see only 20% of the 
houses with cooling. 

® Dick Wright, Iron Fireman ‘vice- 
president for engineering, talking to 
a group in Rochester, illustrated a 
point by saying, “We buy a book 
for $5 and then spend $2,000 to go 
to college to find out what's in the 
book.” 


® Gulf’s vice-president, Charles 
Guzzo, had a new word for it. He 
spoke of the oil industry's “mutton- 
headed addiction to volume.” 


©@ The Virginia Electric & Power 
Co., Richmond, offers an outright 
cash subsidy to builders of $150 a 
house if they install electric heat. A 
smaller Southern utility pays $15 per 
kw of the connected heating load. 


@ President Eisenhower has signed 
the Coal Research and Development 
bill to establish an office of coal re- 
search in the Department of the In- 
terior. This is nice going at the pub- 
lic trough. We have to do it through 
private research organizations like 
Battelle, but we'd rather. 

@ The Housatonic Public Service 
Co. advertises $100 allowance for 
your old furnace or boiler regardless 
of its age, make or condition toward 
the purchase of a new gas heating 
unit. “Don't pay a red cent until 
you've used the new equipment one 
full year, proving to yourself that gas 
is satisfactory.” 

® Don Ward, mastermind of the 
North Carolina Oil Jobbers Assn., 
says it’s going to take some real hard 
selling by the oil industry to hold its 
position in the home heating field, 
now that the Carolina Power and 
Light Co. has a new rate of 1¢ per 
kwh for home heating. 


© Bill Flood, president of Con- 
verse-Carlisle Co., Springfield, Mass., 
will give a customer $15 or 100 gal- 
lons of oil as appreciation for a refer- 
ence that results in a new oil ac- 
count. That's higher than usual, but 
certainly not high when you think 
what it costs to add new customers 
by several other methods. 

@ Someone has asked the question 
and we haven't studied it yet, but it’s 
a good one... “What rate of growth 
is necessary in our fueloil industry 
to maintain steerageway?” In other 
words, how much have we got to keep 
growing each year to hold good feel- 
ing and confidence that will result in 
a continuation of satisfactory profits. 


Think 


You may have some ideas. 


about it. : 
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“We get 6 out of 10 new customers 
through our Yellow Pages advertising!” 


says D. W. Simons, partner, Simons Fuel Oil, Warren, Mich. 














Display ad (shown reduced) runs under 
FUEL OILS. Call the Yellow Pages man 
at your Bell Telephone office for his 
help in planning a program for you. 
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“Some time ago, we asked new customers how they 


“The Yellow Pages pulls in lots of folks for emergency 
found us, and 60% said ‘through the Yellow Pages’!” 


service. Many of them become regular customers!” 






““We’ve been in the Yellow Pages for 
19 years because it really pays!” 


“Our Yellow Pages, billboard and newspaper adver- 
tising combine to make people know and call us!” 


~~ Display this emblem. It builds your business! 


ml 6 7 
oilheat, 





GOVERNMENT 
INFLUENCE 


by James M. Collins 


WASHINGTON — Some big oil issues 
may hit the headlines before Con- 
gress winds up its “special” bob- 
tailed session in September, including 
oil import controls and the coal in- 
dustry’s drive for a “national fuels” 
policy “study”, and some GOP 
strategists would like to see the oil 
and gas depletion issue come up on 
the Senate floor, too, where it could 
be used to show the split between 
Senator Kennedy (D., Mass.), who 
has voted for a cut in this tax allow- 
ance, and his running mate, Senator 
Johnson (D., Texas), who, of course, 
has supported the depletion allow- 
ance vigorously ever since he came 
to Congress in the 1930's. 

Brewing a storm among New Eng- 
landers, particularly, on Capitol Hill, 
is the new October-December resid- 
ual import level—just set by the In- 
terior Department at 415,000 B/D 
(all of it East of the Rockies, since 
none is imported on the West Coast), 
which is only 15,000 B/D more than 
the coal industry had urged. 

Just before the new figure was an- 
nounced, the New England congres- 
sional delegation urgently sought a 
substantial increase in the quarterly 
quota to 560,000 B/D, which was 
the amount, they said, they need to 
forestall shortages and higher prices. 

There is no possibility that any 
- action will be taken in Congress 
either to set tighter controls on oil 
imports, or to loosen them up. But, 
there will be lots of talk and, per- 
haps, some action in the next Con- 
gress, particularly if Kennedy is elect- 
ed President. However, Kennedy 
finds himself in somewhat of a di- 
lemma on this issue—as well as the 
“fuels policy” push by the coal in- 
dustry. In the spring, in West Vir- 
ginia, when Kennedy was fighting 


&: 


for his political life, he made the 
coal industry some promises, and no 
doubt the coal industry will hold him 
to them. The strongest commitment 
Kennedy made then was to promise 
that “one of my first tasks” in the 
White House would be to establish a 
“national fuels policy”. 


Fuels Study is Pushed 


Meantime, although the prospects 
for passage now appear slim, the 
wheels have been moving on the reso- 
lution sponsored by the coal industry 
to set up a joint congressional com- 
mittee to make a “study” regarding 
the “need” for a national fuels policy. 

The chances of this getting through 
the Senate appear to be fairly good 
—but the coal industry will have 
trouble getting action in the House, 
where a companion resolution was 
tabled in the Rules group, by a 6-to-6 
tie vote early in June. The Senate 
Interior Committee has suggested to 
the Senate Rules Committee, that 
changes be made in the original meas- 
ure, drafted by coal men, to eliminate 
some of the most objectionable lan- 
guage—such as the need for the 
proposed committee to study the “op- 
timal allocation” of fuels—in effect 
“end use control” 

A one-year, $150,000 study, along 
the lines of the toned-down resolu- 
tion, has been suggested by Senate 
Interior Chairman Murray (D., Mon- 
tana). At the moment, it is doubtful 
that it will pass Congress. But, this 
is OMe issue on which coal men do 
not intend to give up. 


Oil Price Cut is Studied 


At the same time that coal men 
are going all-out to hold down re- 
sidual fuel oil imports (in order to 
stiffen prices for industrial fuel and 
strengthen their own market for 
coal), foreign oil prices are starting 
to shake down to realistic levels. 
Esso’s cut in the Middle East, aver- 
aging about 12 cents per barrel, is 
creating repercussions throughout the 
oil world. Reason for the price cut 
was apparently twefold: (1) Esso 
has decided that discounting off post- 
ed prices was so deep that the posted 
prices did net reflect the market and 
that these had to be brought in line 


with the market; (2) Complaints by 
consuming countries that Russian oil 
was much cheaper than oil from the 
Middle East. 

Already, the Venezuelan govern- 
ment is sounding the alarm bell, and 
saying that it won't stand for any 
deep price cuts on Venezuelan oil. 
In addition, domestic producers are 
saying that the Middle East price 
cut shows the “need” more than 
ever for oil import controls (in order 
to hold such price cuts beyond the 
water's edge). 

But, if history is any teacher, it 
would appear almost inevitable that 
any further price adjustments out- 
side the U. S., will almost certainly 
affect domestic prices. 


Arab Leaders are Unhappy 


Whether Venezuela and the Arab 
countries can actually do anything to 
prevent price cuts on their oil, how- 
ever. remains to be seen. Dr. Moham- 
mad Salman, Arab League oil direc- 
tor, in a press conference here re- 
cently thought that the price cut by 
Esso in the Middle East was the re- 
sult of a “trap”, built by the Rus- 
He said that if such price 
changes are found to be more “po 
litical” than “economic”, then the 
burden should be shared by all of the 


countries in the West. 


s1ans. 


Venezuela Pushes Oil Compact 


More and more, the political lead- 
ers in both Venezuela and the Mid- 
dle East seem to be seeing eye-to-eye 
on international oil prices and pro- 
duction. They believe that it would 
be better to restrict output and keep 
prices fairly high—but the big prob- 
lem is how to do this without leaving 
the door wide open, competitively, to 
the Russians offering cheap crude. 


Imports May be Cut 


One result of the situation could 
be a further reduction in imports of 
crude oil and unfinished products— 
but this may not come until sometime 
in the fall, if then. But, top govern- 
ment officials are convinced that the 
domestic industry must be kept stable 
for national security, and most of 
them are not satisfied with the con- 
tinuing “recession” in oil. 


September 


1960 

















ECKE 
iA proud te present 


MODEL “S” 


0.65 - 2.0 GPH 





It is a product that reflects the 
years of painstaking research, 
engineering and field experience 
that must be embodied in a 
burner worthy to bear the 
Beckett name. 


The Beckett Model “S” is a 
burner designed to be more 
compact and to incorporate 
many other features of mar- 
ket superiority — features that 
will instantly be recognized by 
experienced oil burner men and 
the trade. 


MEETS ALL APPROVALS 
U/L, CS-75, Conn., Mass., N.Y.C. 








14”. 
OPTIONAL MOUNTINGS FOR 
ANY UNIT OR CONVERSION + 34%” 10%” ———_——+ 
APPLICATION. 























Smooth starting even under certain adverse conditions . . . 
Nozzles remain cooler . . . Easy to adjust . . . No Static 
Plate to change . . . Room to service on pump side . 

Quietness of operation . . . Unexcelled performance . . . 


SIMPLIFIED ADJUSTMENT 
Fixed Air Turbulator 
One Static Disc 


TWO AIR SHUTTERS 
One, Calibrated for precise air setting 
One, for Bulk adjustment at upper range 


The Power House “S” is truly for those 
who aim to excel . . . Inquiries invited. 


To modernize, REPLACE with a 
BECKETT Burner 


Models wee "oC" “ON” “MA” ongse 
(from .65 to 13.0 GPH) 


R a A = 3 £ ¢ x E T T Cc Fe ) a 2? we BURNER MOUNTED CONTROLS 


ELYRIA OHIO OPTIONAL 


eloil 








General 


FILTER 


e Lifetime cast iron and steel con- 
struction protected with rust re- 
sistant plastic coating. 


e Wool felt cartridges (replaceable) 
—trap moisture, dirt, lint; pre- 
vent nozzle clogging, gumming. 


e Wool felt element cleaned and 
bonded to center mesh core. 


e | wo sizes fit all plants— 


Member 
Humidifier 
Association 


PRODUCTS 
V 


N4/ ; 
a. 
““Moisture-Matic”’ 


800 HUMIDIFIER 


e Lifetime neoprene diaphragm. 
e No float to stick, clog, or rust. 
e Corrosion-proof molded pan. 
e Chrome-plated valve. 


e Holds up to 15 “Porous Weave” 
(replaceable) plates. 


e 1 year guarantee on parts. 


e Installs in 30 minutes (average 
time). 


ollar volume that makes your 
orth living! General Filters 
ery heating plant service 
stall new units or renew 

you look at your sparkling 

luets are the best scene 

lar performance every 


c.cams 
Om o# coat 


Stoves amp suamactt 


CLEAN RIGHT 


Soot Remover 


e Saves up to 25% in heating costs in a 
single heating season! 


e Works in every type heating plant— 
oil, coal, gas, wood. 


e Fast acting! Consumes a 4” layer of 
soot in 2 to 5 minutes. 


e Safe! No flash, no flare, no intense heat. 
e Non-corrosive ; won't harm burner parts ! 


e Light, powdery—can be sprayed or 
“spooned”’ into chambers and flues. 


e Use on every call; sell to customers. 


Ask Your Jobber for these GF Products 
GENERAL FILTERS, Inc. 


43800 Grand River Avenue 
NOVI, MICHIGAN 


IN CANADA: Canadian General Filters, Ltd., 39 Crockford Blvd., Scarborough, Ont. 


September 
1960 








PrOrrEPrEPILECTILLLIPETTILi iii iil 


Copyright 1960, Heating Publishers, Inc. All rights reserved 


te cueeus wevedd ‘ 


, No part may be aan in any a ae permission. 


Monthly oilheating Trends 


¢ pe ATING DEALERS installed ap- 
proximately 40,411 domestic 
burners and units in July. This is 
19% below last year’s 49,299 reflect- 
ing principally the sharp drop in new 
home building this year. Total new 
home construction in the country is 
off around 20%, 
oilheating areas 

it is off 35%. 

The July installations were divid- 
ed: new homes, 9,456; replacements 
of old oilheating, 14,386; and con- 
versions from other fuels, 16,569. In 
a few areas of the country the figure 
on conversions includes changing from 
space heaters and stoves to central 
heating where the change would simp- 
ly be from Kerosene to No. 2 fuel- 
oil. This is not a major factor, but 
one worth noting. 


but in the primary 
the northern states 


For the seven months to the end 

July, total installations are esti- 
mated at 286,118 which is 4% below 
last year’s 298,573. The seven 
totals were divided: new 
homes, 92,562 this year against 103,- 
572 last year; replacements show 
105,501 compared with 106,388; con- 
versions from other fuels, 88,055 this 


month’s 


July Minimum Retail Prices 
Key Dealers 


July Avg. June Avg. 
Separate Burners $312 $312 
Boiler Burners + 744 744 
Furnace Burners 625 626 


Price Index: Separate Burners 
1947-49 is 100%, 


WHOLFSALE 
July 94.9 
June 94.6 


RETAIL 
Six months ago 
Year ago 


Six months ago 
Year ago 


July 90.8 
June 90.9 


year, are almost the same as last year’s 
88,613. 

Airconditioning installations by oil- 
heating dealers in July were approxi- 
mately 4,529. These, of course, were 
central systems. Not many oil men 
sell the individual room units since 
they don’t produce any oil business 
and would be useful only as “get 
acquainted” items for future oil sales. 

Water heater installations by the 
oilheating group in July are estimated 
at 2,264—the power burner type. 


Oilheating stocks: At the end of 


IN = 
DOMESTIC OILBURNERS & 
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July, dealers were holding approxi- 
mately 58,643 domestic burners and 
units compared with 50,596 a month 
earlier and with 82,740 on the same 
date last year. 

Factory stocks at the end of May, 
the most recent data, were 71,972 
compared with 53,836 a year earlier. 
Factory stocks were above the pre- 
vious year on a growing scale in each 
of the first five months. 


Tank Stocks: On July 31, dealers 
were holding an estimated 41,816 
customer oil tanks or just a little 
above the 39,537 on June 30 but well 
below the 49,925 at the end of July 
last year. 
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1956 1957 1958 1959 


1960 


Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than those reporting to 
Census Bureau, FueLom & Om Heat's estimates of shipments are: 





— MAY 


1960 
24,797 
2,461 
8,785 
36,043 
3,060 


1959 
33,091 

3,005 
11,455 
47.551 

4,186 


Separate Burners 
Boiler Burners 
Furnace Burners 
All Domestic 
Commercial 
Total 


39,103 51,737 


FIVE MONTHS————— 
Percent 
Change 
—19.1 
— 40 
—30.6 
—20.8 
— 6.4 


Percent 


Change 


—25.1 129,418 
—18.1 13,668 
—23.3 35,339 
—24.2 178,425 
—26.9 14,368 


1960 1959 


159,987 
14,230 
50.932 

225,149 
15,355 

—24.4 192,793 


240,504 —19.8 





SPECIAL STUDY 


THIS MONTH 


How much do automatic deliveries 
rely on straight degree-day Figures? 


pes DEGREE-DAY system for de- 
termining individual fueloil re- 
quirements is basically simple and 
decidedly useful in the heavy con- 
suming months of the year. At the 
same time, quite a percentage of fuel- 
oil distributors have made modifica- 
tions either mechanical or otherwise. 

The study this month gets some 
rather general measurements from 
which later investigations can be un- 
dertaken for greater detail. 

We first asked the reporting group 
if they used a straight degree-day 
system based on 65° without any 
trimmings or side effects. The first 
answer is that 63% of the companies 
do just that. Then we found that 
11% of the companies use a simple 
degree-day system based on 70° rath- 
er than 65°. They feel that it gives 
them more flexibility 
weather situations, 

A third group of 8% uses the 65° 
degree-day system, but they embellish 
it with the help of an instrument that 
provides an adjustment to the straight 
degree-days by compensating effects 
of sun and wind. 


in unusual 


The remaining 18% do not use 
degree-day systems in any form, al- 
though it is entirely possible to 
achieve relatively automatic deliveries 
by another method. 

Next we asked those who use the 
instruments if they find them effec- 
tive and the answer was 100% in the 
affirmative. However, some dealers 
who do not have them made some 
negative comments. 

Typical of the impressions about 
the instruments that compensate for 
sun and wind effect are these: 

“We intend to buy such an instru- 
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ment because we feel that it will fit 
our business.” . . . “The instrument 
is very effective during the heating 
season.” “Our system adjusts 
without use of a machine.” 

“We have given considerable study 
to instruments for adjustments, but as 
yet have seen nothing to change our 
present degree-day operation.” 
“We are thinking of installing one.” 

. “We find that we must make ad- 
ditional adjustments for April, May 
and October.” .. . 

“It has been difficult to determine 
any real improvement through the 
use of the instrument, but in areas 
not having a U. S. Weather Bureau 
the result might well be differ- 
Se 

Some dealers told us about using 
what is essentia!ly a route system, but 
adjusting it to the general weather 
conditions, perhaps using a single 
house in a zone on a degree-day set- 
up to serve as a guide for the route. 

We asked our group what their 
experience has been with this kind 
of system, and it was surprising to 
find that 52% of them have one or 
more zones that they operate this 
way. In general, these are the thin 
areas where they want the truck to 
catch all the houses on each trip. 

Another 6% of the companies say 
that they regularly operate this way 
on kerosene routes for space heaters. 
This is not at all uncommon in the 
Pacific Northwest where so many 
homes use stove oil for heating; it 
also shows up in the Mid-Atlantic 
and Southern states in smaller cities 
or rural sections. 

The remaining 42% of the com- 
panies keep accounts on strict de- 


gree-day operations. 

Again we have a series of typical 
comments on this question: 

“We have two suburban stove oil 
routes which, because of geographical 
conditions, lend themselves well to 
this type of dispatching.” . . . “Zon- 
ing is done automatically with our 
system.” .. . “We have three routes, 
mostly scattered country deliveries 
with the greatest users on degree-day 
to determine the delivery date.” . . . 
“We have a route system on accounts 
. “Each 
area has its leader on a degree-day 
basis.” 

“On country runs (eight to ten 
miles from our plant) we deliver to 


outside our normal range.” . . 


all the accounts in the section.” . . . 
“We find route systems impractical 
except on small kerosene drops.” . . . 
“Kerosene accounts using pot type 
burners are on routes.” . . . 

... We use 


a route system in developments where 


“On kerosene only.” 


we have all the houses on the same 
street.” . . . “We use a combination 
degree-day-milk route system on all 
. “Out of town de- 
liveries are on a route system.” . . . 
“This method saves time, labor, mile- 
age and maintenance; 


outer zones.” . . 


and is neces- 
sary in certain areas.” ... 

“This is necessary on some of our 
... We use 


routes in just a few areas when the 


commercial accounts.” 


account lives too far away for normal 
delivery.” 


Runouts with both Systems 


Automatic delivery systems are de- 
signed to prevent runouts, but they 
do sometimes happen. The reporting 
group as a whole had runouts last 
season affecting 1.67% of their total 
customers. This sounds high on the 
face of it, but the sectional differ- 
ences are not too great. New Eng- 
land scored 2.2%; the Mid-Atlantic 
states, 1.1%: the Midwest had trou- 
ble with 2.5% and the Pacific North- 
west 1.0%. 

Of course, these figures apply to 
all reporting companies, some not us 
ing degree-day systems. When we 
separate the degreeday companies 
from the others, we find the national 
showing that they 
1.46% of customers to run dry; the 


score allowed 


September 


1960 











non-degree-day companies had 1.81% 
of customers with dry tanks. Some- 
times there were reasons for the run- 
outs such as credit. 

Again quite a number of compa- 
nies do give the customer some spe- 
cial favor or bonus if they let the 
tank run dry. Typical comments on 
this point were these: 

“I like this idea and we are going 
to give a bonus this year.” . . . “We 
start the burner free, of course. One 


Oilburner Permits * 


JULY Seven Months 
1960 1959 1960 
2 Albany, N. Y 6 7 
24 Baltimore. Md 142 144 
38 Bridgeport, Conn 210 297 

2 Columbus, Ohio 48 8 


Detroit, Mich 195 153 
Elizabeth, N. J. 199 163 
Freeport, New York 82 87 
Hartford, Conn 463 277 
Irvington, N. J 120 68 


Meriden, Conn 208 91 
M:lwaukee, Wis 147 98 
Minneapolis, Minn 125 és 
Montclair, N. J 57 2 
Morristown, N. J 11 10 


Mt. Vernon, N. Y 201 170 
Newark, N. J 385 - 
New Bedford, Mass 312 352 
New Haven. Conn 364 a 
New Rochelle, N. Y. 24 68 


Norfolk, Va 131 
Omaha, Neb 39 
Orange, N. J 20 
Passaic, N. J 32 
Paterson, N. J 116 


Philadelphia. Pa.** 590 

Portland, Me 258 224 
Portland, Ore 578 523 
Poughkeepsie, N. Y 53 72 
Providence, R. I 205 202 


Richmond, Va 225 336 
Roanoke, Va 372 132 
Rochester, N t 273 231 
Rockville Centre, N. Y. 20 17 
Salem, Mass 153 211 
St Louis. Mo 279 oa 
St. Paul, Minn 38 35 
Schenectady, N. Y 40 34 
Spokane. Wash 179 180 
Springfield, Mass 364 349 
Stamford, Conn 107 58 


Washington, D. C 169 is 
White Plains, N. Y 78 40 
Wilmington, Del 73 106 
Worcester, Mass. 410 325 
Yonkers, N. Y 77 
Matched Totals 6,657 
Percent Change 


5,894 
—10.3 


* Permits are not total sales in each mar- 
ket since none are reported from suburban 
areas, which normally account for 20% to 
60% of total sales in each market: nor are 
they an accurate index where enforcement 
is lax. Rightly used, however, they are 
a useful working index. 

** Courtesy of “Philadelphia Inquirer.” 


season we gave the customer two 
free steak dinners if we let their oil 
tank run out.” . . . “Most runouts 
are on ‘will call’ accounts.” ... “We 
pay any service call charges.” .. . 

“Most of our runouts are due to 
customer owing back bill.” . . . “We 
pay one dollar per degree that the 
house drops below 70°.” ... “All 
our runouts seem to be on COD ac- 
counts.” . . . 

“You get no bonus for running 
out of gas in your car—we give 
prompt, courteous service and start 
burner.” . . . “Most runouts are at 
the start of the heating season.” .. . 
“We pay to have the burner started.” 

We next asked the group of com- 
panies if they will accept customers 
who do not want automatic deliveries, 
and who insist on ordering oil when 
they need it. The score on this point 
was 100% yes. 

We do know of a few companies 
that do refuse non-automatic ac- 
counts, but they were not in this 
reporting group. 


Some insist on ordering 


Among the degree-day type com- 
panies an average of 8.6% of their 
customers do not want automatic de- 
liveries and insist on ordering each 
Strangely enough, among the 
companies not using degree-days only 
6.5% of these customers watch their 
This indicates 
quite clearly that these companies op- 


time. 


own tank and order. 


erate automatic deliveries without de- 
gree-days, simply on a route system. 

In all probability their average 
drop would be smaller in gallons than 
the degree-day companies, but they 
apparently figure it saves them money. 

The companies not using degree- 
days have on the average just under 
800 customers while those using de- 
gree days have an average of 1993 
customers. This is probably the an- 
swer. The smaller company can pay 
closer attention to individual cus 
tomer requirements and have better 
luck with a route system. 

In the August issue of FUELOIL & 
Om Heat there was an article about 
an Indianapolis oil company using 
IBM data processing for its entire sys 
tem of automatic delivery. We 
asked our reporting dealers if they 


had considered data processing of this 
automatic type, and to our consider- 
able surprise almost a third of the 
companies have considered it. 

Quite obviously this is going to be- 
come a factor among the larger fuel- 
oil distributors though we do not 
know at what level it will be prac- 
tical. In the Indianapolis story re- 
ferred to, the fueloil company serves 
about 20,000 accounts. Some experi- 
ments are under way with having the 
job done at a data processing center, 
but it is a little early to know the 
results. 


Where is the 


New home Market? 
No. of Permits 


Issued 


May 5 Mos. 


Alabama 1,109 4,540 
Arizona 1,875 8,496 
Arkansas 277 1,303 
California 17,656 85,430 
Colorado 1,643 6,366 
Connecticut 1,569 6,654 
Delaware 204 1,074 
District of Columbia 293 1,059 
Florida 5,584 30,603 
Georgia 2,631 8,921 
Idaho 126 540 
Illinois 3,789 17,372 
Indiana 1,690 5,794 
Iowa 606 324 
Kansas 434 
Kentucky 855 
Louisiana 978 
Maine 197 
Maryland .793 
Massachusetts ,721 
Michigan .798 
Minnesota 285 
Mississippi 673 
Micsouri 248 
Montana 194 
Nebraska 639 
Nevada 425 
New Hampshire 111 
New Jersey 2,940 
New Mexico 385 
New York 10,075 
North Carolina 904 
North Dakota 197 
Ohio 5,168 
Oklahoma 625 
Oregon 1,027 
Pennsylvania 2,720 
Rhode Island 357 
South Carolina 240 
South Dakota 149 
Tennessee 1,390 
Texas 4,819 
Utah 672 
Vermont 36 
Virginia 3,016 
Washington 1,703 
West Virginia 176 
Wisconsin 1,763 
Wyoming 159 





39,996 152,697 


These figures are collected by the Census 
Bureau from selected areas. They repre- 
sent approximately 77% of all dwelling 
construction in the United States. 


13 





y 


HE MIDWEST had quite a num- 
ber of changes for the price 
table this month, although the East 
Coast was quite steady showing only 
two changes—a .1¢ drop at Phila- 
delphia and a .6¢ drop at Washing- 
ton both at the tank car level. 
In the central states, five of the 
had 


J¢ 


cities in our regular listing 
changes. Detroit 
through a summer fill allowance and 
up .5¢ at the tank wagon level. Min- 
neapolis, Milwaukee and Des Moines 
saw their wholesale price rise .5¢. 


was down 


St. Louis and Des Moines went up 
5¢ at the retail level. The oddity 
in the table is a 1.0¢ retail increase 
at Minneapolis which in turn is off- 
set by voluntary allowance of the 
ysame size. 

Notice the fuel price index chart 
for this round. It reflects June as the 
latest available data supplied by the 
Bureau of Labor Statistics, Wash- 
ington. The gas price index blew 
the lid off, went right through the 
top line of the chart. If it keeps that 
up, we are going to have to redraw 
the chart instead of simply extending 
it each month. 

Now look further down the line 


Distillate Fueloils 


PRIMARY STOCKS* 
(Thousands of Barrels) 
East of Rockies 
Aug. 5 
1960 
51,022 
42,105 
24,369 


Aug. 7 
1959 
56,523 
41,585 
28.106 


East Coast 
Midwest 
Gulf Coast 


Total 117,496 126,214 


* American Petroleum Institute. 
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and notice that No. 2 fueloil with 
an index of 126.3 broke through the 
cost of living index of 126.5. It is 
not too healthy to have fueloil at 
levels unattractive to refiners; at the 
SaMe time Our competitive position 
in relation to other fuels is certainly 
improving. 


The is based on a 


BLs survey from which they deter- 


fueloil index 
mine the average June price level to 
be 14.73¢. 

Interestingly, the fueloil index of 
126.3 is lower than gasoline at 134.6 
or lube oils at 128.9. 

Primary stocks on August 5 were 
about 7% below the corresponding 
date last year. This is a healthy sit- 
uation for price stability which is 
expected to be considerably better 
than that of last winter. There is one 
exception . . . the Midwest where 
stocks are just a little higher. 

To understand this apparent lesser 
concern for the industry’s surplus 
problems it is necessary to notice that 
the large bulk of smaller refiners sell 
their product in the central states. 
They, in general, feel that they can 
have very little individual bearing on 
the national market so they have less 
reason to adjust their yields to the 
demands of the industry as a whole. 


No. 2 Heating Oil 
(Including No. 3 & PS200) 


Price per gallon as of August 10, 1960 
Tank Tank 
Car** Wagon 
14.1 
13.9 
13.6 
13.9 


Portland, Me. 
Boston 
Providence 
Hartford 
New Haven 
Syracuse 
Albany 
New York 
Newark 
Philadelphia 
Baltimore 
Wilmington, N. C. 
Washington 
Richmond 
Charleston, S. C. 
Chicago 
Detroit 
Cleveland 
Minneapolis 
St. Louis K 
Indianapolis 9.89* 
Milwaukee 9.735* 
Des Moines 10.6 
San Francisco 12.05* 
Portland Ore 10.825* 
Seattle 10.6* 
Spokane 12.6* 
Los Angeles 11.53* 14 
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Tank wagon prices shown are for maxi- 
mum one-time delivery discounts. 

* Delivered. 

** Tank car prices are typically those 
paid by fueloil distributors as a purchase 
price. On the West Coast, this term more 
often indicates a retail sale to a large com- 
mercial account. This usually is a half cent 
below tank wagon price. 


+ Summer fill allowance of 0.5¢ appli- 
cable. 


t Voluntary allowance of 1.0¢ applicable. 
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OUT IN ONE... 


Sometimes you have to blast a little to get on the green stuff. That goes 
for golf — or making a dollar in today’s competitive fuel oil business. If 
you aim to come in with scores you’re proud of, season after season, 
you'll find HARTOL is a real “money player” to have on your side. For 
over three decades HARTOL has provided “pro” independents with 17 
convenient terminals, storage for peak operation, and dependability 
under all conditions. Make it a point to talk it over with your HARTOL 
representative. He’s at your service 100%. 


@ Largest independent marketer of gasoline and fuel oil on the Eastern 
Seaboard. 


First in experience . . . cooperation with independent jobbers and 
dealers . . . ability to serve. 


HEATING OILS * GASOLINE ° KEROSENE 


H 8) PETROLEUM CORPORATION 
50 ROCKEFELLER PLAZA * NEW YORK 20, N. Y. 











DONGAN 
Oil Burner 
Transformers 


+e... Custom Built 
to your Specifications 


Dongan Ignition Transformers are 
standard equipment on leading 
makes of oil burners. They are 
fully guaranteed. Available in 
many sizes—both domestic and in- 
dustrial. Approved by U. L. and 
Cc. S. A. They offer you these out- 
standing features: High voltage 
windings (5,000 to 20,000 volts); 
cool centers; no radio or TV inter- 
ference; custom design. Just send 
us a blueprint of the type of mount- 
ing you need! 


Get this New Portable 
Transformer Tester! 


You'll like the convenience of Don- 
gan’s new test unit. It includes a 
high voltage potential transform- 
er; a voltmeter; a pair of high 
tension test leads for connecting to 
secondary terminals of the trans- 
former you're testing; and a pair 
of primary leads to connect the 
transformer to current supply. For 
bench or field work, this versatile 
tester is easily portable — weighs 
just 15 pounds. Write for prices. 


SEND FOR YOUR FREE 
TRANSFORMER CATALOG 
TODAY 


The Dongan Line Since 1909 


DONGAN ELECTRIC 
MANUFACTURING CO. 


2981 Franklin St., 
Detroit 7, Mich. 








Names in the News 
William W. Bryan has been ap- 


pointed to succeed O. V. Tracy, who 
retired on August 1, as president of 
the Esso Standard Division, Humble 
Oil & Refining Co., New York, N. Y., 


Bryan Tracy 


it was announced. Bryan, who beyan 
his career with Esso in 1924, has been 
serving in Houston as vice-president 


Humble’s head- 


quarters staff. The naming of Charles 


for marketing on 


W. Bohmer as assistant for marketing 
to D. W. Ramsey, Jr., Humble vice- 
president and director for marketing 


was also announced 


R. P. Stuntz has been appointed 
manager of field sales, Babcock & Wil 
cox Refractories Division, New York, 
N. Y. Stuntz will assume direction of 
the division’s district sales personnel, 
agents, distributors and dealers. L. D 
Christie has also been named product 
manager, technical sales, it was an- 
nounced. Christie will program and 
direct field testing and evaluation of 
new products and provide technical 
services to field sales personnel. 


Ralph J. Link has been named 
director of National Services, Chrys- 
ler Airtemp, Dayton, Ohio, it was an- 
nounced. In his new post Link will 
help tighten the bonds between the 
sales and service departments. Wil- 
liam L. Regan will succeed Link as 
sales manager for the Packaged Heat- 
ing and Cooling Department 


Dr. Van W. Bearinger has been ap- 
pointed director of research for Min- 
neapolis - Honey- 

well Regulator 

Co., Minneap - 

olis, Minn. He 

will supervise the 

expanding activi- 

ties of Honey- 

well’s Research 

Center in Min- 
neapolis, where 
nearly 200 scientists and specialists 
conduct work in all of the physical 
sciences. Dr. John N. Dempsey and 
Edward E. Rexer have been named 


assistant directors. 


Richard L. Heckman has_ been 
named advanced planning specialist, 
Appliance Control Department, Gen- 
eral Electric, Schenectady, N. Y. 
Heckman’s newly-created position is 
lesigned to assure that the department 
will have available products with ad- 
vanced concepts to meet the appliance 
industry's future needs for controls 
The appointment of Malcolm G. 
Doyle as product planner for appli- 
ance, heating and special purpose con- 
trols has also been announced. Doyle 
will be responsible for short-range 
planning to meet current needs. 


Charles H. Downey has been ap- 
pointed vice-president in charge of 
sales, Associated Terminal 


Watertown, Massachusetts, it was an- 


Ci rp., 
nounced. Downey has the responsi- 
bility for Winkler merchandising pro- 
gram in eastern Massachusetts. 


Harold T. Helle, owner and man- 
ager of T. G. Helle Co., St. Paul, 
Minn., died recently in Duluth where 
he was vacationing. Survivors include 
his wife, Esther, his stepmother and a 
sister, Mrs. Harold Lieske. 


Frank Sinning, manager, Industrial 
Oilburner Division, Allied Oil Co., 
Cleveland, died of a heart attack at 
his Cleveland home on August 5. He 
had been married to the former Marie 
Leahy, who died two years ago. Sin- 
ning was 62 years of age and had re- 
tired from active business on August 
1. Prior to 1946 he had been sales 
manager for the B. F. Goodrich Co 
in Buffalo, Toledo and Cleveland. 


September 


1960 








A, 
rice ll TS. ath tok 


— 


Heating contractors wanted improved, engineered hydronic 


accessories to satisfy their customers’ demands . . . and to keep 
pace with the growing market for forced circulation hot water 
heat. Watts hydronic specialties are the answer. We confidently 
predict they will set new industry standards for design and 
engineering. 

These new Watts products improve water circulation and 
reduce installation time, costs and inventory. Watts equips you 
with a complete, dependable line, to save you time and money 
now and to prevent trouble later. 

You can install them on even the most competitive job 
(they cost no more) and protect your reputation, your cus- 
tomers’ comfort and safety. Contact your wholesaler or write 
us for bulletin. Watts Regulator Company, Lawrence, Mass. 
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Radiator Diversion Fittings — Precision machined 
for forced circulation heating systems to insure max- 
imum diversion of water into each unit with mini- 
mum pressure —. All-bronze (85% copper) con- 
struction for quick-tight sweating and corrosion 
resistance. 
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Two-Way Flow Check — Combines angie and hori- 
zontal checks in one stock type: free air flow expan- 
sion tank connection when installed as angle check; 
uses boiler by-pass and recirculation line when in- 
stalled horizontally. Easily opened for gravity circu- 
lation when necessary. 


No. 1000 


Circulator — Exclusive, compact design offers quiet- 
est performance, minimum maintenance. impeller 
attached directly to motor shaft means fewer parts 
to wear and replace. Hydronic performance curve 
assures flow design standards for modern piping. 
Compact unit has fewer parts, weights less, and 
takes less space. 








NO LOST 
TIME WITH 
SPEED-KLEEN 

CAPS 


FROZEN 
SOLIDLY 
THEY LIFT OUT 
QUICKLY! 


MAKE MORE 
PROFIT ON EVERY 
GALLON 


FREEZE PROOF SELF EJECTING 
CAPS LIFT OFF EASILY—QUICKLY. 


For easier, cleaner, faster 
fills—at any pumping speed 
—there isn’t anything that 
will help your delivery man 
as much as a Speed-Kleen 
nozzle tube and fill pipe fit- 
tings. Make his job easier 
and also save on delivery 
costs—as much as $5.00 per 
customer per year—by sim- 
ply replacing present fill 
ipe caps with Speed-Kleen 
ttings. 


on’t continue 
losing profits, write 
or phone C.G. 
‘Eyster at 


TIME SAVING FILES, IVE 


Phone York 6119 
140 W. Market St., York, Pa. 


. . - « Names in the News 


James A. Bradley has been appoint- 
ed sales representative for the C. A. 


Olsen Mfg. Co., Elyria, Ohio. Brad- 


Bradley Cheney 


ley will represent Olsen in the states 
of Florida, Georgia and Alabama. 
Stephen J. Cheney will represent 
Olsen in the New England states. He 
succeeds John P. Cullin who continues 
to represent Olsen in New York State. 


Eugene Parsons has been appointed 
district manager of all divisions, Pull- 
man Vacuum Cleaner Corp., Boston 
He will direct sales in Alabama, Ten- 
nessee, Kentucky, Mississippi and the 
Florida panhandle for all Pullman 
products, including the “Never Clog” 
boiler and furnace cleaner. 


S. C. Deitrick has been appointed 
sales training director for Westing- 
house Electric Corporation's aircondi- 
tioning division, Staunton, Va. Deit 
rick will be responsible for training 
the division’s distributors in the appli- 
installation, 


cation, operation and 


maintenance of the company’s air- 


conditioning equipment 


Aden P. Williams, Jr., has suc- 
ceeded Harold T. Cruickshank as re- 
Esso Standard 
Williams had been a vice president 
and director of Penola Oil Co., an 
Esso afhliate. 
moved to Jersey Standard as manager 


seller sales manager, 


Cruickshank recently 
of marketing development. 


S. J. Toth and F. C. Brandt have 
been appointed sales managers in the 
International Division, Minneapolis 
Honeywell Regulator Co., Minneap- 
olis. Minn. Toth will direct foreign 
sales of residential heating and air- 
conditioning controls and Brandt will 
be responsible for commercial heat- 


ing-cooling controls 


Winter Park, 
Fla., has been named manufacturers 
representative for Radiant Utilities 
Corp., Brooklyn, N. Y., handling in 
the State of Florida the Radiant line, 
including high and low pressure oil- 
burners, Shell Head burners, oilfired 
water heaters. 


Hagle Sales, Inc., 


James A. Kozel has been named 
manager of product engineering, 
American-Standard, Detroit Controls 
Kozel 
will be responsible for all products 
in the appliance, heating, air condi- 
tioning. refrigeration, industrial and 
thermo-controlled actuator fields. 


Division, Detroit, Michigan. 


Arthur Noll, Sioux Falls, S. D., has 
been appointed sales representative for 
the South Dakota area by Mueller 
Climatrol, Milwaukee, Wis., handling 
its line of residential and light com- 
mercial heating and airconditioning 
equipment. 


Riverview Supply Co. 
deau, Mo., has been appointed meter 
sales representatives for the Ralph N 
Brodie Co., San Leandro, Calif. Riv- 
erview will represent the company in 
many counties both in Missouri and 
in [ilinois. 


Cape Girar- 


, 


Jim Hughes has been appointed 
sales manager of the Ohio Furnace 
Co., Columbus, Ohio. Ohio Furnace 
is the exclusive distributor for both 
Armstrong and General Electric heat- 
ing and airconditioning equipment 
The firm serves 45 counties in Ohio 
and West Virginia. 


James E. Kuppe has been made 
manager, residential climate changer 


sales, Trane Co., La Crosse, Wis. 


H. R. Pataky Sales Agency, Lima, 
Ohio, has been appointed sales repre 
sentative for the state of Ohio by 
Automatic Humidifier Company. 


Kendall Fiske and Richard K. 
Burgess have been made district sales 
managers, Taco Heaters, Inc., Crans 
ton, R. I, Fiske will handle the Chi- 
cago district where he was previously 
2 Taco sales engineer; and Burgess 
will head the Philadelphia territory. 
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the meter that can’t register air! 


When air is 

present in the 
pumping system, 
the LC Air Eliminator 
discharges 


directly to 


. underside 
of piston in 
LC Check Valve 
This forces piston 
upward to stop flow 
positively and 


immediately. 





ENABLES FUEL OIL DEALERS TO DELIVER HONEST VOLUME 


Here's the sure, simple solution to today’s honest-volume 


jilemma—accurate, compact LC Meters with the check 
vith positive action the instant intake line contains air. 


y pass the “split compartment"’ test with accuracy meeting 
Jational Bureau of Standards Handbook 44, but they weigh 
ace, and operate without metal-to-metal contact in the 


nts for long life and new minimum maintenance. 


now have an elbow, the check valve merely replaces it. 
eparately or installed before shipment, is less than 10% 


rice, 


LiQuin 


v on LC Meters and their many 
perior features. Find out how really 
> meters can be... 


Phone or Write for Literature 


NOW SHIPPED FROM STOCK CONTROLS 
—100 gpm, 350 gpm, and 600 gpm sizes. AiO EDA AE 


The LC Check Valve operates only and always 
when air is present—regardless of: 


Automatic recovery. No adjustment to encourage 
tampering. No more pressure-loss, when open, 
than the elbow it replaces. Adds only one moving 
part. Takes no extra space. Patented. 


LIQUID CONTROLS CORPORATION 
Commonwealth Avenue, North Chicago, Illinois 
Phone: DExter 6-8070 
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Becker Marsden Co. occupies 
AIR 1S THE VILLAIN? new Building in St. Louis 


in hot water heating or chilled water cooling systems yearns Oe So... SE established 
and well-known fueloil and oilheating 
dealer in St. Louis, Mo., has moved 
into a new building at 569 Melville 
Ave. 

A. Jack Becker, principal in the 
business as well as chairman of the 
Fuel Oil Committee, American Petro- 
INUOUS VENTING ACTION leum Institute, expects a principal ad- 

Z vantage of the move to be the place- 

CIRCULATION WORRIES! ment of all personnel on one floor in 

a fireproof structure. 


Gulf moves Headquarters 


No. 7 AUTO-VENT® of Marketing to Houston 


No wonder Number 7 is a big favor- ‘Sage THE U. S. MARKETING headquarters 
} ite with both heating and air-condi- Sees of Gulf Oil Corporation will be trans 
tioning experts! Fully automatic, this ; 
brass vent has a self-closing, float 
operated valve — all mounted on a | pr Bee 
removable bonnet for quick servicing. an extensive departmental reorganiza 
; 3," os 3 vV"mp tion. The move is designed to provide 
Small (4%%" x 2%" wit 2, “—e P 


ferred from Pittsburgh to Houston. 
Texas, about September 1, as part of 


female connection) it does a big job 
of eliminating air. For pressure up 
to 75 lbs. Float Type 


better service to customers and pri 


mote greater efficiency of over-all op 


eration and closer coordination with 


AUTO-VENT No. 72 a ope ~~ — mane 
a ac goa S en: ents 
No. 67 AUTO-VENT x C pply partment 


which already have been established 
Is the space 


res * a. A fast-venting valve & in Houston 
limited? Then of the expansion type § 
No. 67 is your for convectors, base- The new marketing organization 
p -V. ' board and free- @ - . 
Auto-Vent! Its aes "euetelben establishes four new regions headed 
overall size is For vertical hori- 
i a or verti or norl by rece ly lec a_ 2 
only 33/16” x ge * by recently elected vice-presidents. It 
ee fly Size 1144.” x %” with fam } 
ae _ Vg Siz vnaie con. ae realigns divisions under each with 
-P. male con- , 
aatiion Sales a ees Bei ea new distribution boundaries which 
7 i ediate dr 
- s 30 Ib. pressure. , are more realistic in conjunction with 
oat e : 
yp sales and shifts more management re- 


No. 27 AUTO-VENT sponsibility to point-of-sale levels 


Smaller sized (3” x 2!/,") for ae J. L. Lenker, Gulf’s vice-president 
horizontal mounting with Y” We P a 

I.P. female side connection. Use . tor the l ° S ’ will lead the new mar- 
on convectors, radiant coils. etc. B® keting team di- 


akes up 5 “ssure € 
Takes up to 50 lb. pressur rectly assisted by f 
No. 37 AUTO-VENT ey four _ regional 
Similar No. 27 f vice - le 


Float Type to 27, but designed presidents tJ - | 
— 


for horizontal mounting with lg” § The latter are: 
1.P. vertical male bottom connec- = t 
tion. Size 3” x 214”. 50 lb. pres 9 J. B. Kelley, east- —_— 
sure. ern regional mar- 
; keting vice-presi- i 
Get full information from dent, located in Al 
your jobber or write for j Philadelphia, Pa.; Lenker 
catalog, today! G. E. Millican, southern regional 
marketing vice-president, located in 
m Atlanta, Ga.; W. A. Bourne, mid- 
Float Type 
western regional marketing  vice- 
president, located in Toledo, Ohio; 
and B. B. Pettit, southwestern re- 


gional marketing vice-president, lo 











New 2 and 4 Ton Condensing Units Top- 
mounted condenser coil reduces air noise 
to a minimum. Constructed for unsheltered 
outdoor installation. Peak performance. 


New 3, 4 and 5 Ton Blower-Coil Units 
Designed for horizontal or vertical dis- 
charge. Accessory Discharge and Intake 
Pienum-Grilles available. (Shown vertical 
with side air intake.) 





3 and 5 Ton Condensing Units Centrifu- 
gal Biower for ducted installation. Con- 
structed for unsheltered outdoor instal- 
lation. Peak performance. 


Round, Pienum-Type Evaporator Coil Pro- 
vides more cooling surface in less space. 


mproved, vertical condensate drainage. in drainage pan. 


Gas and Oi! 
Winter A. C 
Units 
Plenum Type 
Evaporators 


Front-runner with a complete line of 2, 3, 4 and 5 Ton Air 
Cooled Summer Air Conditioning Units, Moncrief has set a new 
trend by providing excellence at low prices. 


Uncomplicated Moncrief Condensing Units house the heavy- 
duty compressor, large-area condenser coil and powerful fan 
in a ruggedly weatherproofed cabinet of 16-gauge, zinc-coated 
steel. Unlimited accessibility to service valves and electrical 
parts makes installation and maintenance easy and convenient. 


With a choice of Plenum, Duct or Counterflow Evaporator Coils 
—plus, new 3, 4 and 5 Ton Blower Coil Units that can be installed 


Fiat, Duct-Type Evaporator Coil Housed 
in heavy-gauge enameled cabinet. Built- 


Counterflow Evaporator Coil Readily slides 
into heavy-gauge cabinet. Zinc-coated 
drainage trays trap condensate. 


for either horizontal or vertical discharge and end, bottom or side 
intake — you are equipped for practically any application. 

In addition, Moncrief Winter Air Conditioning Furnaces are 
furnished with large-capacity blowers as standard equipment, 
so that you have maximum air deliveries at minimum expense 
— plus, the trouble-free heating performance for which Moncrief 
Furnaces are famous. 

At Moncrief’s competitive prices, these advantages add up to 
increased profits without the disadvantage of a large inven- 
tory, because your Moncrief Wholesaler carries your stock for 
you. Call him, now. 


MONCRIEF 


THE HENRY FURNACE 


" HEATING AND AIR CONDITIONING UNITS 


MONCRIEF|| 


)} COMPANY - MEDINA, OHIO 


PIPE AND FITTINGS 


yy) 








Ohio's largest air conditioning 


than 200 JOBS FROM 
FRAM permachem- 


This return card brought in more than 200 service jobs... 
=35 
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Proof you can boost free FRAM permachem-treated Air Filter with every 


window-type air conditioner cleaned and checked. 


service business with Result of this mailing: more than 200 service jobs! 
amazing FRAM Filters that Mr. Quiggin reports: “We feel that the FRAM Filter 
kill 99+% of germs trapped 1 helped make the program a success.” 


You can boost your service business by installing and 
Early this Spring, Quiggin & Son, Cleveland heating promoting FRAM permachem-treated Air Filters. Only 
and cooling service contractors, decided to handle 


FRAM Filters offer your customers all these benefits . . . 
FRAM permachem-treated Air Filters exclusively. ° _ 99+ % of bacteria, mold, mildew trapped in the 
Owner Raymond Quiggin felt FRAM Filters could K nk ae ee 
do an outstanding job for his customers. What’s more, ° *©€P IF “ospttat-ciean: 
he appreciated the fact that FRAM Filters were not © Trap dust, dirt, pollen! 
being carried in discount houses. But most of all, Mr. e Stop musty filter odors! ~- 
Quiggin chose FRAM Filters because he saw great © Need no oil! 
promotional advantages in handling the air filter that e Exclusive anchor-locked frame cannot settle, vibrate, 
kills 99+ % of germs trapped! blow or soak loose! 
To prove it, Mr. Quiggin selected 5000 names in the You can’t miss with FRAM permachem-treated Air 
Cleveland area for a return-card mailing. He offered a Filters. Write FRAM today for the full story. 
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service contractor gets more 


ONE MAILING featuring 


treated Air Filters! 








Now! Boost your sales with New FRAM : 
FRAM 
peace trate” 


AIR FILTERS 


IN YOUR ROOM 


1. Colorful metal outdoor sign 


— =f 


2. Lobby plaque =. Fa , 
4. Plus a complete selling presentation FRAM Cin Corporation 


Division of FRAM Corporation, Providence 16,R. |. 


& 


















OUR BEST BUY IS 


CROWN 


the Hottest Heat in Town 


BOILER BURNER 
UNITS 





sane FEATURING: 


Completely wired 


and assembled @ Bell and Gossett Pump 





BASEBOARD 
RADIATION 


Finished in Deluxe White 


1. Economy 8’ Lengths 
2. Pre-Pak 3'-4’-5'-8 


no cutting 


1.B.R. RATED 


FIRED 
WATER 
HEATERS 


Glass Lined 









sizes 
e 30 GALLON 
e 50 GALLON 
e 70 GALLON 


For The Hottest Price in Town, Write: 


HOME EQUIPMENT CO. 


(Div. of Crown Industries) 


1410 N. Delaware Ave., Phila. 25, Pa. 








NOTE: SOME TERRITORIES 
STILL OPEN FOR AGENTS 
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— 480’ to 1830’ ®@ Minneapolis Honeywell 
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cated in Houston, Tex 
Mr. Lenker 


vice-presidents will 


and the four new 


direct and coor 
dinate all marketing in the com 
District of Co 


ig territory 


pany’s 38-state and 


lumbia marketit 


Lenker said the reorganization of 


Gulf’s domestic marketing depart- 


ment has been underway for some 


time as part of a wide decentraliza 


tion program all departments be 


gun soMe SIX Or seven years ago 


OHI’s year-long Celebration 
climaxes during Week of Oct. 9 


~~ AL OIL HEAT Diamond 
Jubilee Week from October 9 


to 15 will climax the year-long cele 
bration sponsored by the Oil-Heat In- 
stitute of America, featuring oil as 
“The jet age Fuel 

During the Week it is expected that 
a number of governors and mayors 


will issue official proclamations for 
their respective states and cities; al- 
ready the six New England governors 
have issued such proclamations. 
Many regional and local affairs will 
take place. Prominent among these is 
a luncheon in New York City, to be 
held under the auspices of Ont. Prob- 
ably the highpoint of the celebration 
will be reached in late October when 
the S. S. Queen of Bermuda sails from 
New York with a large party of in- 
dustry people aboard for the Oil Heat 
| Diamond Jubilee Cruise to Bermuda, 
| which will include an OHI manage- 


| ment conference and board meetings 


Elliott, 
OHI, is national chairman of the year 
celebration, 
January with a press reception in 
New York City. This was followed by 
an affair in Boston, OHT’s convention 


Everett vice-president of 


long which began in 


plus other industry 
observances, notably those sponsored 
by the Oil Heat Council of Western 
Massachusetts and the Iowa Inde- 
pendent Oil Jobbers Association. 

A special kit has been prepared to 
aid local groups in their observance of 
the Week. The kit contains a number 


of suggestions, sample proclamation, 


and exposition, 


logotypes, a sample newspaper oil heat 
supplement, usable in whole or in part 
as a special section in daily or weekly 
newspapers. The kits are 
from the Oil Heat Industry News 
Bureau, 914 North Charles St., Balti- 
more 1, Md., the agency which han- 
dles public information and promotion 
activities for the Institute. 


available 
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GF Tankless Water Heaters put more profit 
in new installations and conversions 


Save time, work and space . . . install a compact, easy-to- 
handle GENERAL Tankless Water Heater. Many types 
and sizes . . . domestic or commercial . . . for steam or hot 
water systems. Instantaneous, plentiful supply of rustfree 
hot water assured . . . seamless copper tubing used through- 
out. Modern, efficient designs provide rugged, dependable, 
economical performance . . . eliminate costly callbacks! 


ankless Jobs pay off! 


GF vertical coil-type 
Compact, rugged cast- 
iron shell . . integral 
finned copper tubing. . . 
in 4 gpm and 6 gpm sizes. 


GF horizontal coil- 
type Horizontal coils in 
cast-iron shell . . . integral 
finned copper tubing... . 
in 4 gpm to 20 gpm sizes. 


GF indirect type... 
storage type heater pro- 
viding maximum heat 
transfer...minimum flow 
restriction. Cast-iron shell 

. multiple copper coils, 
easy to clean. Two sizes. 


GF boiler unit Built-in 
units . . . high-efficiency, 
high heat transfer. Variety 
of designs and sizes to fit 
most makes of boilers. 


For more profits, check 
the broad GF line of 
high-efficiency _ heaters. 








Request Catalog 22 for 


GF all-copper type 
Extra heating efficiency 
through integral-finned 


i; copper tubing. All-copper 


construction most rugged 
available. Full thickness 
fiberglass insulation for 
minimum heat loss. Com- 
ap size a from 4 s 

m. Heavy wrench- 
sized | bosses speed instal- 
lation. Attractive blue 
hammertone exterior 


finish. 


es * 


Ral 
pas 


detailed information. EAST GREENWICH, RHODE ISLAND 











“TRADE IN YOUR OLD VOLTAGE TESTER! 







~y * 


ey 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, NEW YORK 


voltage 
and amperage 
in a snap! 


A voltage “indication” doesn’t give you 
all the information you need to do a job 
right. You want a precise voltage read- 
ing, measured on a calibrated scale... 
and you get it with the AMPROBE JR. But 
sometimes voltage is only half the 
story. Most jobs require an accurate 
current reading too. The pocket-size 
AMPROBE JR. provides it— in a snap— 
without interrupting service! Why 
settle for anything less? 


) “SPECIAL 






OFFER 


Trade up to an AMPROBE JR. now. For a 
limited time only, we’ll give you a 
sturdy leather case plus the AMPROBE 
ENERGIZER (to multiply the JR.’s sensi- 
tivity ten times)—an $8 value—for only 
$1 and your obsolete voltage tester! 
The leads come with the JR. Snap up 
this offer today—at your distributor. 


Amprobe Jr. 


snap-around volt-amp teste 


$1985 


Serving the Electrical Testing Needs of Industry 
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High school Students to be 
at airconditioning Forum 


LATE DECEMBER 1960 has been se- 
lected as the date for an aircondition- 
ing and refrigeration career institute 
to be held for high school students at 
California State Polytechnic College's 
San Luis Obispo campus. 

Financed by a $2,000 grant from 
the Western Air Conditioning Indus- 
tries Association, at least 40 Cali- 
fornia high school juniors or seniors 
who stand high scholastically will be 
invited to the two-day program. Each 
will receive a $50 honorarium: stu- 
dents will be selected by a College 
faculty committee. 

William P. Tennity, Association 
president, explains that since aircon- 
ditioning is one of the West's fastest 
growing career fields, “In association 
with Cal Poly, which conducts the 
only college-level airconditioning and 
refrigeration engineering program 
west of the Mississippi, we plan to 
follow a broad professional approach 
which emphasizes the scientific, socio- 
logical, mathematical, personal, as well 
as the mechanical requirements and 
opportunities in the industry.” 


State Breakdown issued 
for gas central Heating 


A BREAKDOWN showing the estimated 
distribution by states of gas-fired cen- 
tral heating installations has been pre- 
pared by Gas HEAT and Comfort 
Cooling magazine. It shows that as of 
January 1, 1960 there were an esti- 
mated 11,906,300 gas central heating 
installations in use, an increase of 
about 10% over the 10,798,100 re- 
ported in use on January 1, 1959. 

The increase was based upon sales 
during 1959 of 1,320,440, a total 
which was 14% higher than the 1,- 
159,450 gas heating units sold the 
previous year. Sales during 1959 were 
broken down: Gas furnaces, 1,036,700 
up 18%; gas boilers, 131,940, up 3% 
and gas conversion burners, 151,800, 
a decrease of about 2%. 

Gas units in operation on January 
1, 1960 were divided: Gas furnaces, 
7,828,400, up 13%; gas boilers, 1,- 
111,400, an increase of 11% and gas 
conversion burners, 2,966,500, or 
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this new Penn thermostat 


on your next heating job...your customers 


will like the way it holds room temperature 
within a fraction of a degree of selected 
level...it’s the kind of comfort people have 


learned to expect from Penn thermostats! 





Easy-to-read thermometer. 


Trim, thin-line design | A 
styled in neutral beige 
elite olcohnda Me Commute lauslelilh4= 








with any interior decor. | 30 60 ri om 


el Tibhar tale] ole leiflale Moolah roles: 


...no chattering . . . no ‘‘on-off"’ 
operation when vibration occurs. 














Simple, ring-type oN 
-- ——— 


heat anticipator. Slide-set temperature dial 
/ is easy to set and read. 





Easy to install . . . no mounting 
bracket needed .. . no leveling. 


PENN CONTROLS, VC. esses, ncs 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR 














Superior quality forged body 
precision machined 

Uniform wall thickness i 

—no weak spots —_, 

Extra heavy reinforcing rim 






larger diameter cam ears 
for longer service life 








economy 
longer 

service 

Uniform heavy 
woll thickness 


about 4% more than were operating the first of this year; gas boilers ac- 


a year earlier. Gas furnaces counted for 9% and gas conversion 


sented 66% 


repre- 


of the total in use on burners for the remaining 25%. 


Gas Units Operating 
January |, 1960 





—no weak spots 





Recess retains gosket 
in coupler and assures 
proper placement 





F cle 
Superior quality forged body 7 







“ 


— precision machined 
—accurate tolerances 






your best buy is 


EVER-TITE 
-the best quality 


EVER-TITE 
Standard 












Bronze 
Aluminum 
Stainless 

Carbon 

Malleable 
Hastelloy 

You save time and 
money when you use 
EVER-TITE 
COUPLINGS, because 
you get speedy 
deliveries—no leaks. 
The tightness is 
predetermined in 
manufacture so you 
can be sure with 


EVER-TITE 
Adapter EVER-TITE. 
and The EVER-TITE 
Coupler trademark is a 
hallmark of 
dependability. 





Coupling 






EVER-TITES do the 
best job in the trans- 
fer of every type of 
product through 

hose or pipe. 


E Get EVER-TITE and 
get the best. Ask your 
csogg distributor now. 
yee EVER-TITE COUPLING CO. INC. 
jose 


254 West 54th Street 
New York 19, N. Y. 


~ 





Dust Plug 





EVER-TITE Dust Protectors 


Gas 
Gas Gas Conversion Total 
Furnaces Boilers Burners In Use 
Maine 2,790 410 1,020 4,220 
New Hampshire 5.300 875 2,370 8,545 
Vermont ‘vas 130 240 2,095 
Massachusetts 67,010 ~~ 34,480 60,290 161,780 
Rhode Island 8,390 2,935 8,115 19,440 
Connecticut 22,975 13,405 16,665 53,045 
NEW ENGLAND 108,190 §2,235 88,700 249,125 
New York 457,500 144,795 337,565 939,860 
New Jersey 196,960 113,575 74,980 385,515 
Pennsylvania 572,030 173,870 161.845 907,745 
MIDDLE ATLANTIC 1,226,490 432,240 574,390 2,233,120 
Delaware 15,075 tHe oy | 1,150 18,500 
Maryland 151,360 25,900 33,375 210,635 
District of Columbia 69,310 17,915 10,670 97,895 
Virginia 79,545 22,385 16,185 118,115 
West Virginia 61,995 6,070 19,210 87,275 
North Carolina 38,770 3,390 5,835 47,995 
South Carolina 12,920 820 1,920 15,660 
Georgia 131,775 8.375 25,580 165,730 
Florida 62,605 1,885 5,715 70,205 
SOUTH ATLANTI( 623,355 89,015 119,640 832,010 
Ohio 829,330 76,115 338,915 1,244,360 
Indiana 207,730 22,870 135,620 366,220 
Illinois 493,620 94,335 397,340 985,295 
Michigan 324,805 42,490 311,185 678,480 
Wis ir 185,415 18,010 73,900 277,325 
E. NO. CENTRAL 2,040,900 253,820 1,256,960 3,551,680 
Kentucky 129,215 9.285 35,515 174.015 
Tennessee 36,010 7,240 22,180 115,430 
Alabama 100,545 4,640 22,615 127,800 
Mississ ippi 36.660 2,960 7,190 46,810 
E. SO. CENTRAL 352,430 24,125 87,500 464,055 
Minnesota 197,565 24,305 123,630 345,500 
Iowa 197,325 12,700 92,510 302,535 
Missouri 355,915 27,085 83,205 466,205 
North Dakota 18,045 2,040 5,995 26,080 
South Dakota 28,885 2,685 9.290 40,860 
Nebraska 123,675 7,660 51,460 182,775 
Kansas 144,610 13,590 40,110 198,310 
W. NO. CENTRAI 1,066,000 90,065 406,200 1,562,265 
Arkansas 45.675 3,150 9,445 58.270 
Louisiana 123,810 5,905 13,070 142,785 
Oklahoma 120,735 7,015 20,745 148,495 
Texas 521,075 21,045 37,985 580,105 
W. SO. CENTRAL 811,295 37,115 81,245 929,655 
Montana 37,105 6,285 11,770 55,160 
Idaho 11,815 440 3,760 16,015 
W yoming 19,110 2.050 6,270 27,430 
Colorado 184,090 16,710 46,115 246,915 
New Mexico 50,720 2,870 7,430 61,020 
Arizona 134,450 3,550 8.585 146,585 
Utah 98,880 4,400 26,940 130,220 
Nevada 10,270 360 715 11,345 
MOUNTAIN 546,440 36,665 111,585 694,690 
Washington 40,150 4,315 6,885 51,350 
Oregon 28,460 2,120 8,180 38,760 
California 984,690 89,685 225,215 1,299,590 
PACIFIC 1,053,300 96,120 240,280 1,389,700 
UNITED STATES 7,828,400 1,111,400 2,966,500 11,906,300 
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HESS 


NUMIZES THE TROUBLE 
OF HOME HEATING OIL 


ACTUAL SIZE UNRETOUCHED PHOTOGRAPH OF THE SULPHUR AND 
CARBON RESIDUE THAT PLATINUMIZING REMOVES FROM ONE GAL. 
LON OF ORDINARY HOME HEATING OIL TO CREATE WHITE-HEAT. 


a 


You can count on fewer service calls .. . the 
profit-breaking part of your business. ..when 


carbon residues that build up service calls. 
This is Platinumizing . . . the vital extra step 


you deliver Hess PLATINUMIZED WHITE-HEAT. 
Because every last drop of WHITE-HEAT is 
processed one step further...every gallon 
of WHITE-HEAT delivered to you is free of 
trouble-causing, heat-retarding sulphur and 





in refining that Hess takes to give you—and 
your customers—the cleanest, most trouble- 
free home heating oil obtainable. This is 
PLATINUMIZED WHITE-HEAT...the home heat- 





ing oil that’s premium in every way but price! 


PLATINUMIZED WHITE-HEAT—THE BRAND TO BUILD YOUR NAME ON! 
Hess, Inc. State St., Perth Amboy, N. J. + phone VAlley 6-1000 


TERMINALS: PERTH AMBOY, N. J.* «© WOODBRIDGE, N. J.* * EDGEWATER, N. J. «© PORT READING, N. J.* + PENNSAUKEN, N. J.* «© NEW HAVEN, 
CONN. « ALSEN, N. Y. « RENSSELAER, N. Y.* « ROCHESTER, N. Y. « SCRANTON, PA.* « BALTIMORE, MD.* « HESS FUEL OILS, INC.: JACKSONVILLE, 





FLA. « PORT EVERGLADES, FLA. « HESS TERMINAL CORP.: HOUSTON, TEX. « NEW ORLEANS, LA. 


*WHITE-HEAT Terminals 





Warm Air Association tells 
Plans for Cleveland Meeting 


NATIONAL WARM AIR HEATING and 
Air Conditioning Association will 
hold its 47th annual meeting and 
national convention at the Statler-Hil- 
ton Hotel in Cleveland, beginning 
Monday, November 14 and ending 
Wednesday, November 16. 

Theme of the convention is to be 
“America’s Goal for °61—Indoor 
Comfort for Everyone,” with the pro 
gram planned to spotlight concurrent 
sessions devoted to specific fields of 
industry interest. 


Concurrent Sessions 

On Monday, November 14 there 
will be an all-day Dealer-Contractor 
Sales and Marketing Forum scheduled 
at the same time as the Application 
Engineering Council, the Research 
Advisory Council and Marketing 
Council of the Association. The 
Forum will be an open session; the 
Association Councils will conduct 
meetings open to members. 

During the Forum the dealers will 
hear progress reports on the Silver 
Shield Program as well as the intro 
duction of the Association’s Dealer 
Management Training Program. 

Another open session will take 
place morning and afternoon on 
November 15, an “Application-Engi 

\\ 
\ 


AAA 
\ Ys 


tions of current research projects 


ANY neering Session.” Results and evalua- 
.* 


under way at the Association’s Re 
search Residence No. 4 will be dis 
cussed, in addition to other technical 
subjects 


BI-METAL CONSTRUCTION FOR BETTER FIRES URN 


a “Manufacturer's Marketing Ses 

EXCLUSIVE ON DELAVAN NOZZLES saa open 

marketing interest to manufacturers 

Brass body with stainless steel metering parts are the per- Voting members of the Associati - 

fect combination for fine nozzle performance. Bi-metal con- will assemble on the morning of 

struction is standard on Delavan’s complete nozzle line — November 16 to hear reports and dis 

Type W all-purpose nozzles, Type A hollow cone nozzles, cussion on Association projects and 

and Type B solid cone nozzles. Specify Delavan nozzles for programs; officers and Board members 

better fires, top performance. will be elected at this session. Final 

scheduled session takes place Wednes 

day afternoon, November 16, when 

A DELA VAN the Board of Trustees holds its annual 

Mlane acliting Company meeting. 

V James M. Martin, managing direc- 

Conedion Represeatetiue Lasuanaa tor, announces that advance registra 

12 Leswyn Road, P.O. Box 608, Station T, Toronto 10, Ontario, Canada tion, with billing to the person's busi- 
ness address, will be available. 
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U.S.-CARLIN 


pays off in 
PROFITS 


Any — and every — U.S.-Carlin Oil Burner you sell means 
dollars in your pocket. Outstanding quality features, consist- 
ently dependable performance, proved customer acceptance, 
and the unqualified backing of one of the best-known names 
in oil burners are the money-making reasons why you will find 
it pays to “line up with the line of advanced design.” Ask your 
heating wholesaler today for full particulars. 


CONDENSED SPECIFICATIONS 


MOTOR — Long-hour duty With 
safety overload control. Complies 
with NEMA mounting specifica- 
tions. 1/8 hp. (Models 400, 150F, 
400S, 150SF-2, 500S-35); 1/6 hp. 
(Models 650, 700S-35, 800S-4); 
1/4 hp. (Model 1200; 1/3 hp. 
(Models 2000S-5, 2000). 


TRANSFORMER — Shielded to 
block radio and TV interference. 
10,000 volt (12,000 volt on Models 
2000S-5, 1200, 2000). 


AIR TUBE — Steel with heat resist- 
ant air cone. 


FAN — Precision balanced. 
Mounted directly on motor shaft. 


NOZZLE — Stainless steel alloy. 
Hollow cone spray (Hollow cone 
or solid spray on Models 1200, 
2000). Dual nozzles on Models 
500S-35, 650, 700S-35, 800S-4, 
2000S-5, 1200, 2000. 


FUEL UNIT — Single-stage stand- 
ard on Models 400, 150F, 400S, 
150SF-2, 500S-35, 650. Two-stage 
on Models 700S-35, 800S-4, 
2000S-5, 1200, 2000. Built-in 
strainer and pressure regulating 
valve. Capacity of strainer equals 
or exceeds maximum firing rate 
of burner. 


SOLENOID VALVE — Combination 
delayed-opening and instantane- 
ous cut-off oil valve standard on 
all “S” models, also 1200, 2000 


COMBUSTION HEAD — Models 
150F, 400, and 650 have standard 
head with diffuser vanes formed 
at a fixed angle to establish air 
pattern. Model 150F (0.65 to 1.35 
gph capacity) and Model 400 
(0.65 to 1.00 gph capacity) have 
a series of adjustable openings in 


U.S rlin Oil Burners are listed by 
[ es, Inc. and are approved under U 
! Standard CS75-56 


center of diffuser for mogeteting 
air delivery to shape th 

All “‘S’’ Models have “Shell 
Head” and finned collar for effi- 
cient mixture of air with oil. 
Models 1200, 2000 have High 
Temperature Combustion Head 
with finned collar for greater fir- 
ing rate (Model 2000) and nar- 
rower fire. 


ELECTRODES — Nichrome steel 
with full-glazed porcelain insula- 
tors counterbored for utmost 
safety. Flared, “Wide-arc” design 
permits heavier spark and assures 
positive protection during low 
voltage periods 


BUS BARS—Rigid heavy-gage 
brass (Models 400, 400S, 500S-35, 
700S-35, 800S-4); phosphor 
bronze (Models 150F and 150SF 
2); high tension leads (Models 
650, 2000S-5, 1200, 2000). 


HOUSING — Cast iron. Designed 
to assure efficient air delivery 
and quiet operation. Machined to 
rigid standards. 


COUPLING — Universal type with 
neoprene center piece. (Flexible 
type on Models 2000S-5, 1200, 
2000). 


CONTROLS — Thermostat, Limit 
Control, and Stack Relay. Elec- 
tronic Control set in place of 
Stack Relay on Models 800S-4, 
2000S-5, 1200 and 2000. 


ELECTRICAL CHARACTERISTICS 
— 115V-60 cycle. 1725 rpm. All 
models except 150F and 150SF-2 
evelate with 230V-60 cycle on 

pecial order. Also a complete 
f 110 and 220V-50 cycle 
4 capacities from 0.50 


ie 
mode 
to 15.00 


Underwriters’ 
S. Govern 
where applicable 


Also available for flange mounting Also available for flange mounting 


MODEL 
150SF-2 


0.65 to 
2.00 G.P.H 138 C.PH, 


a available for pedesta! mounting Also available for pedestal mountin 


MODEL 

2000S-5 

7.00 to 
12.00 G.P.H 





20.00 G.P.H 


They Outsell 
because they Excel 
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MID-WEST REPRESENTATION 


COMPLETE BURNER STOCKS AT CHICAGO 





Building Contracts improve: 


. . . OC f 
. home Building declines 14° 
|, ao A SLOW START, construction 

contracts rebounded nicely in the 

first half of 1960 and by June reached 


. . . a point not too far below the high 
Your profit-making, quality gauge levels of last summer, F W. Dodge 
‘ ’ , Corp. reports. 
for all replacement jobs. In a midyear review of construc’ 
tion contracts published in the Dodge 
monthly bulletin, Building Business, 
the Corporation’s economists pointed 
out that non-residential building con- 
tracts in the first six months of this 
year reached the second highest first- 
half total in history, while heavy en- 
gineering contracts dropped slightly 
below last year and residential con- 
tracts were down a sizable 14% 


Housing gain possible 


Noting that the decline in residen- 
tial contracts was generally expected 
and that recent reports indicated that 
the mortgage market may be gradually 
loosening up, the report said: 

“If there is some second-half gain 
in housing, and there should be, 
coupled with the improvement oc- 
curring in contracts for non-residen- 
tial building and heavy engineering, 
1960 will wind up as a pretty good 
year for the construction industry, 
although it is not likely to be a 
record-breaker.” 

For easy extra profit when Other key developments noted in 
you’re bringing customers’ the review, which was written by Dr. 
equipment up-to-date, include George Cline Smith, Dodge vice-presi- 
the Galongage—the gauge that dent and chief economist, and Edwin 
tells in gallons the amount of W. Magee Jr.. Dodge economist. in- 
oil in the tank. Emphasize its iailies ; 

reliable, lasting accuracy — its 
quality construction — its easy- 
to-read numbers. Explain that 
this better gauge costs only a the same as the record total in the 
little more — that it’s the logi- first half of 1959; 

cal modern replacement for any The largest dollar gain was re- 
other previously installed ported for schools, which rose 12% 
gauge. above the 1959 level to $1,465,000,- 

In addition to your assured 000; 

sales profit, you’ll find the Gal- The weakest major sector was resi- 
ongage is easy to install, less 
expensive to ship, and pack- 
aged to fit easily into a service- 
man’s kit. 


Contracts for commercial buildings, 
at $1,705,000,000, were almost exactly 


dential building, and the weakest part 
of this sector was one- and two-family 
houses, down 16%; 

Definite signs of improvement in 


is a product of 


APPLI ED MECHAN | cs COMPANY neering sectors were showing up late 


the non-residential and heavy engi- 


in the first half, and particularly in 
June. 


381-385 CONGRESS ST., BOSTON 10, MASS. 
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THESE AMERICAN-STANDARD OIL FURNACES ARE FACTORY ASSEMBLED AND WIRED TO 


CUT INSTALLATION COSTS 














eloil 


NEW! Upflow Model U- OB 
60” low x 20”-27” wide x 32'/,” deep 


4 sizes: 84,000—95,000—112,000—140,000 Btuh 


This brand-new oil-fired winter air conditioner is shipped 
completely factory-assembled and wired, with burner 
installed. Burner and controls are completely enclosed in 
an attractive cabinet that’s so compact you can install 
it almost anywhere— basement, utility room, game room, 
hallway, alcove. 


The small size is made possible by a new-type sectional 
heat exchanger that gives more heating surface in less 
space, extracts maximum heat—and gives you a strong 
fuel-economy sales story. Both the primary control— 
with flame-sensing device in the burner blast tube—and 
the fan-and-limit control are factory-connected to a 
single Central Control Station. 


NEW! counterfow Model CF-OB 


65” low x 20"-24” wide x 32!/.” deep 
3 sizes: 84,000—95,000—112,000 Btuh 


Here is the best-engineered counterflow unit made today. 


For example, a new-type sectional heat exchanger 
provides maximum radiation surface in minimum 
space. The new Central Control Station handles every 
operation of the furnace automatically. The new primary 
safety control is factory-mounted right in the burner 
blast tube. 


“MERCURY-ROUND” THERMOSTAT 


Here’s big news! This DeLuxe mercury-acti- 
vated Thermostat is standard equipment on 
all belt-drive furnaces at no extra cost. The 
new hermetically-sealed mercury switch elim- 
inates dust and dirt problems. Clear plastic 
baseplate speeds installation. If desired, cover 
ean be detached and painted to match any 
color scheme. 


Both the U-OB and the CF-OB are equipped with the 
proven American-Standard “ACD” burner, which has 
earned a reputation among dealers as “the most reliable 
burner on the market.’’ These two units are all you need 
to handle 95% of your oil-fired installations— basement, 
utility or counterflow. (If you need larger capacity, a 
two-furnace installation has definite advantages.) Units 
convert easily to gas... cooling is easily added. Get 
the spec sheets and the low competitive prices at your 
American-Standard distributor today. 


AX :) \mernican-Standard 


AIR CONDITIONING DIVISION 
Elyria, Ohio 





". for 


y< all-star 
sales performance - 
Sell 


* HIGHEST QUALITY 
* FULL FLEXIBILITY 


* HANDSOME PROFITS 








LINCOLN Ojil-Fired Cast Iron, Packaged, 
Automatic Boiler. Available from 111,000 
to 180,000 Btuh gross I-B-R output. 


Here's a star in any dealer's show room. Ad- 
vanced, honey-comb boiler design assures maxi- 
mum heat transfer in minimum space. Equipped 
tankless water 


with extra-large copper-tube 


heater. All controls prewired and factory tested. 


Write for full descriptive literature and 
get all the reasons why it pays to push 
the LINCOLN line! 


oo « " AIR-CONTROL = ~ 
. PRODUCTS, INC. 


>)WARTHMORE, PENNSYLVANIA + 
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Petroleum Agency wants high er 
‘fourth quarter residual Quotas 


so the East Coast residual 
fueloil outlook for the remain- 
der of 1960, the Petroleum Industry 
has concluded 


tor 


Foundation 
Federal 


“4el should be no less than 


Research 
that the 
residual 
560,000 barrels daily in the fourth 
quarter. The 
tends that 
comparable imports last year is neces 


import quota 


research con- 


29% 


agency 
this increase Over 
Sary to avoid a shortage in the com- 


ing heating season 


The study als 


predicts a decrease 
in residual oil stocks during the cur 
rent third quarter, in contrast to the 
normal seasonal pattern of stock in 
creases, because import quotas for the 


pe riod have been set 


June-September | 


nearly 15% below last year, despite 


September 30, according to the study, 
that fourth quarter residual fueloil re- 
quirements this year will have to be 
met entirely from new supplies. 
PIRINC’S import quota recommen- 
dation also includes 55,000 barrels 
daily to replenish stocks during the 
fourth quarter, anticipation of 
normal inventory reductions during 
the January-March peak consumption 
period. Pirinc said if demand would 
have to be met entirely out of new 
opera- 


in 


supplies during this period, 


tional break-downs and _ shortages 
would ensue 


The 
the fact that a residual fueloil short- 


study also calls attention t 


age would have serious consequences 
on the East Coast, since about 21% 

















an expected rise in demand and an of the area’s heating fuels consist of 
evident decline in domestic supply residual oil (nearly 2/3 of which is 
As a result, stocks, which already imported). Furthermore, only about 
were considerably below normal at 40 utilities and a few large indus 
the end of June, will be so low by trial plants could readily switch to 
EAST COAST RESIDUAL FUEL OIL SUPPLIES, 1959 
Source (000 barrels daily) ( percent of total) 
Imports* 604 65 
Local Refinery Output 178 19 
Transfers from U. S. Gulf Coast 119 13 
Transfers from U. S. West Coast 17 Z 
Other sources 14 1 
932 100 
*As reported by the American Petroleum Institute 
THE EAST COAST HEATING MARKET*, 1959 
Quantities in Converted to Percent 
1000 unit billion Btu's of Total 
Natural Gas 1,902 million cft 1,997,310 20.0 
Coal 136,914 tons 3,587,147 35.9 
Anthracite 16,000 tons 406,400 4.1 
Residual Fueloil 337,364 bbls 2,132,815 21.2 
Distillate Oil 323,232 bbls 1,882,826 18.8 
10,006,499 100.0 
*Includes all uses of above fuels in East Coast states 
UAL FUELOIL STOCKS AT EAST AND GULF COASTS* 
(million bbls) 
1957 1958 1959 1960 
End Ma 21.0 24.0 32.9 18.9 
End J 25.8 30.8 31.6 22.2 
End Septen 6.4 36.3 32.6 (21.0)F 
End Dece 34.6 29.3 25.9 
*As reported by the Oil Imports Administration 
F—Forecast by Pirin¢ 
September 
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PROGRAMMING RELAY 


ANOTHER DIAMOND JUBILEE PRODUCT 
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HON WeWELLS IMPROVED R478 
( Cte 


FOR A PURPOSE! 


| 


The new gold color is the result of a zinc-plated the most flexible, the best for commercial- 


dichromate finish for better resistance to cor- _ industrial applications. These include packaged 
rosive industrial atmospheres. But that’s only __ boilers, horizontal rotaries, steam and air atom- 
one of a variety of new advantages making izing oil burners, large power gas burners and 


this new programming relay the most versatile, | combination oil-gas burners. 


THE R478’S SIMPLIFIED DESIGN FEATURES: 


i 50% fewer tubes . . . fewer parts ™ Easy installation... fits same mount- 


w 


mean longer life. 


Transistorized power supply—sili- 
con diodes assure long, trouble-free 
operation. 


Simplified electronic timing—one 
tube provides pre-purge, post-purge, 
and trial for main flame ignition 


ad 


ing cabinet as older model of the R478. 


Unsurpassed application versatility, 
sequencing flexibility, voltage select- 
ability. 

Armored back . . . a back cover plate 
protects wires and components when 
relay is out of the cabinet. 


timings. 


THE NEW R478A programming 
relay can be used with Honey- 
well’s foolproof C7012 ultra- 
violet flame detector to sense 
both gas and oil flames. It can 
also be used with either flame 
rods or standard photocells. 


Wy) 


THE R478B includes all the fea- 
tures now incorporated into the 
R478A. The B model is designed 
especially for use with a lead 
sulfide cell to detect both oil and 
gas flames. 


Whatever your commercial or industrial safety problem, 
you'll have the BEST in a flame safeguard performance 
with the Honeywell line . . 


Built to last, 


built to perform best, built for easy installa- 


tion, 


trouble-free maintenance. 
Honeywell representative to PROVE it to you! 


Ask your 


FOR FULL SPECS AND DETAILS, CALL YOUR LOCAL HONEYWELL 
OFFICE, OR WRITE TO HONEYWELL, MINNEAPOLIS 8, MINNESOTA: 
PHILADELPHIA 44, PENNSYLVANIA; OR TORONTO 17, ONTARIO 


76-8815 Printed in U.S.A. 


woetvetu 


THE R4074 is designed for use 
with the smaller commercial- 
industrial burners and boilers. Like 
the R478B it is used with a lead 
sulfide cell to detect both gas and 
oil flames. The R4074 also in- 
corporates all the new features 
built into the new R478s. 


Honeywell 
Fit we Control 


SINCE 


18665 








other fuels, if necessary. These users 
account for less than 10% of total 


regional residual fueloil sales. Most 
residual oil consumers would there- 
fore have to do without any fuel, in 
case of a serious shortage, says PIRINC. | 
This includes apartment houses, pub- | 
lic buildings, ships and many indus- | | 
trial and power plants. 
The recent sharp, contra-seasonal | z 
increases in residual fuel prices will inl | £ 
cost East Coast consumers $20-25 ; 
hats 


million for the remainder of the year, 
but will not bring forth more volume, 
according to the study. Residual fuel- 
oil still sells well below its raw ma- 
terial cost; refiners, therefore, treat it 
as a non-profitable by-product, to be 
reduced to its technical minimum. 

The situation is quite different over- 
seas, due to different refinery patterns 
and crude-oil qualities. But residual 
shipments from abroad are determined 
by U. S. government edict, not by the 
interplay of supply and demand, says 
the PirINC study 





Letter 
to the Editor 
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Nanuet, N.Y. 
Editor 


‘ Proved Products — York=Heat oil-fired boilers and fur- 
© maces have for more (than 40 years been regarded as the 
." highest quality produits for automatic heating. 


several equipment manufacturers have | New Products = Now “York-Heat engineers have devel- 
oped new gas-fired boilers and furnaces skillfully designed for 
market needs, Priced competitively, and styled for the 60’s. 


The article in your July issue 
(“Blue flame Oilburner™) described 
my invention accurately. Since then 





shown interest 

The article was correct in stating 
that observed using No. 2 fueloil the 
burner produced a flame predomi- 


Old Friends — York-Heateequipment has for years been 


used by the-nation’s re. ie These men buy quality 
products—products that will deliver years of trouble free 


operation for the buyers of their homes. 


nantly blue, but on a highly critical 
basis not 100% blue. 


ADO~< 














I do want to report that since the 

icle I have made a slight change New Friends — York-Heat’s distributing organization is 
which increased the burner’s flame | growing rapidly, but(good protected territories remain avail- 
able for distributors and dealers who are interested in prof- 
itable business in the 60's. 


SS 





temperature. The result is that the 
flame now is absolutely 100% blue 


with the burner using No. 2 fueloil. Write today for details. 


: e 
” 
instruments. The burner using No. 2 | 


fueloil results in readings of 14.5% Proucev aud Special iw Auloualic Kat 


COs with a zero smoke reading. 


I also would like to report on the 











amelie of your Teclinical 





tditor, John Schulz, I am doing ex- 








(a>m= 


tensive work with combustion testing 


Boilers to 600 Hp. YORK, PENNSYLVANIA 


ANDREW PALKO Furnaces to 5 Million B.t.u.h. 
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For bulk plant and transportation 
applications where conditions 
demand the best...choose the best 


nO) od — 21 


ROTARY PUMPS 


Built for fast, 
cost-saving 
deliveries 


40 TO 300 GPM « PRESSURES TO 100 PSI 


Time is money! And speedy Ropers help keep deliveries on schedule 
because they make short work of liquid transfer 
service-proved construction makes them highly dependable for day-in, 
day-out heavy duty operation. There’s a Roper in the size to fit your 
needs, whether pumping thick or thin clean liquids. Next time—spe- 


cify Roper! 


their rugged, 





For Local Delivery 
Fig. 3605 
Tank Truck Pump 


Cast iron pump with hardened iron 
helical gears and steel shaft. Handles 
thin or thick liquids . . . operates 
smoothly and quietly in either rota- 
tion. Mechanical seal is self-adjust- 
ing; precision-lapped mating surfaces. 
Series 3600 also available with packed 
box. 


Pressures to 100 PSI 
Sizes 40 to 122 GPM 





For Bulk Plants 
Series 3600 Pump 


Furnished on steel bed plate with or 
ready to receive motor; complete 
with totally-enclosed anti-friction 
gear reduction. Use indoors or out- 
doors; no pump house needed. Three 
gear ratios available. 


ROPER 


ROTARY PUMPS 





Pressures to 100 PS! 
Sizes 30 to 300 GPM 


ROPER HYDRAULICS, INC. 


Commerce, Georgia 


Calendar 
of Coming Events 


OCTOBER 


9—-11—Tennessee Oil Men's Association, 
fall meeting, Andrew Jackson 
Hotel, Nashville, Tenn. 
9-12—North Carolina Oil Jobbers Asso- 
ciation, Grove Park Inn, Ashe 
ville, N. C. 
9—-15—National Oil Heat Diamond Jubi 
lee Week, sponsored by Oil- 
Heat Institute of America 
10-11—Indiana Independent Petroleum 
Association, Fall Convention, 
Trade Show, Hotel Severin, In 
dianapolis, Ind. 
16—-18—National Association of Oil Equip 
ment Jobbers, Convention and 
Trade Show, Sheraton-Jefferson 
Hotel, St. Louis, Mo. 
19—-Iowa Independent Jobbers Asso- 
ciation, Management Confer- 
ence, State University of Iowa, 
Iowa City. 
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19-21—-Fuel Merchants Association of 
New Jersey, annual convention, 


Atlantic City, N. J. 


29-Nov. 4—Oil-Heat Institute, cruise and 
management conference, aboard 
the Queen of Bermuda, sailing 
from New York 


NOVEMBER 


4— 7—National Oil Jobbers Council, 
meeting, Congress Hotel, Chi 
cago 

16—American Petroleum Institute 
40th annual meeting, Conrad 
Hilton, Palmer House, & Con 
gress Hotels, Chicago. 
16 —National Warm Air Heating and 
Air Conditioning Associatior 
1960 convention, Statler-Hiltor 
Hotel, Cleveland 
Fluid Contols Institute, fall meet 
ing, Drake Hotel, Chicago 
Northamerican Heating and Air 
conditioning Wholesalers Ass 
ciation, Fall Convention, Statler 
Hilton Hotel, Detroit 
. 2—American Society of Mechar 
ical Engineers, Power Show, 
Coliseum, New York City 


“NUARY 


Northwest Oil Jobbers Associa- 
tion, convention, Minneapolis 


ARY 
16—American Society of Heating, Re 
frigerating & Air-Conditioning 
Engineers, International Heat- 
ing & Air-Conditioning Expo- 
sition, International Amphithea 
tre, Chicago, Ill. 


{ARCII 

6—- 8—Canadian Air Conditioning & 
Heating Council, National 
Heating & Air Conditioning 
Show, Automotive Bldg., Exhi- 
bition Park, Toronto. 


APRIL 

23-26—Oil-Heat Institute, convention, 
Statler-Hilton Hotel, Washing- 
ton, D. C. 


September 
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for the first time—a unit 
made by and for “burner men” 


The burner industry has been waiting for an oil burner man’s 
boiler. Industrial Combustion, Inc., puts the burner before 
the boiler with its new Highlander. This completely assem- 
bled boiler-burner plant (Scotch-type two-pass unit) has been 
designed and constructed from the burner specialist’s point 
of view — built to bring out the best efficiency and reliable 
operation of the burner. 

And “burner men” design is just the beginning! The new 
Highlander will be sold exclusively by authorized Industrial 
Combustion dealers. It will be installed and serviced by these 
qualified burner technicians. 

Write today for complete information — Dept. FO-90 








HEART OF THE HIGHLANDER is the famous In- 
dustrial Combustion burner. Shown is the 
HEV-E-OIL burner especially engineered to 
make use of inexpensive heavy oils — num- 
ber 4 and 5. Number 6 or Bunker C in larger 
models. Available from 5 to 150 gph. 





INDUSTRIAL dt: COMBUSTION 


INC. 
EXECUTIVE OFFICES: 4507 N. OAKLAND AVE., MILWAUKEE 11, WIS. 
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PAUL E. PATTAVINA, PATTAVINA OIL CO., OMAHA, NEBRASKA 


6 We signed up with Texaco 3 years ago, chiefly because of the 
tremendous brand acceptance enjoyed by Texaco. Our heating 
accounts have increased 15%, and service calls have decreased by 


10%. We get friendly, personalized service from Texaco and we 
like their sound jobber policies, too.’ Sell the best...sell TEXACO 


September 
- 1960 











5 reasons why it 
pays to bea 
Texaco Fuel Chief 
Distributor 


1. Texaco Fuel Chief isclean-burning. 

2. Dependable and efficient delivery 

at all times. 

3. Immediate acceptance. Fuel Chief 

is sold under the nationally famous 

trademark, the Texaco red star with 

the green “T”’. 

4. One of the largest producers of 

heating oil, Texaco is the only petro- 

leum company to build up successful 

distribution of its products nation- 

wide. 

5. Profitable and proved sales policies. 
A PROMISING FUTURE is one of the 

advantages of being a Texaco Fuel 

Chief Distributor. There may be an 

opportunity for you. Investigate — 

send this coupon 

to Manager, Fuel 

Oil Sales Division, 

Texaco Inc., 135 

E. 42nd St., New 

York 17, N. Y. 

eweweesesewes HEATING OIL 


FOH-9 


nformation about the possi- 
p with Texaco as a Distributor 
r g O 





New Officers are elected 

for Manufacturer Division 

TOM REED, Minneapolis-Honeywell 
Regulator Co , has been elected chair- 


man of the Domestic Manufacturers’ 


| Section of the Manufacturer Division 


of the Oil-Heat Institute of America, 
according to Gabe Marin, chairman of 
the Manufacturer Division. 

Other officers elected by this Sec- 


tion were Shep Doherty, A. W. Cash 
Valve Co., vice-chairman and R. W. 
Hundley, Fuetow & Om Heart, sec- 
retary. 


Equipment Jobbers to hold 
annual Convention in Fall 
THE NATIONAL ASSOCIATION of Oil 
Equipment Jobbers is planning to hold 
its tenth annual convention in St. 
Louis, beginning October 16. 
Featured events include a trade 
show, the largest ever according to 
the Association, a talk by Vance 
Packard, author of The Hidden Per- 
suaders and The Status Seekers, and 
the annual banquet. A program for 
visiting wives is scheduled. 


ar 6 © Chicage Daily News CHICAGO LIFE 
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safe — Beyond question, oil is the 
safest modern, automatic fuel. 

_ And there's no worrisome pilot 
light to flicker out in the middle 
of the night. 
dependable — No Guctuating 
supply from cold-weather pres- 
sure drops. Your fuel supply rs at 
home. You control your comfort 
coats less —You get more 
BTU's (heat) in every dollar's 
worth of oi! than you get in « 
dollar's worth of the other popu- 
lar fucl. And you have freedom 
of choice of supplier 


dependable 
costs 


jess 
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This is a reproduction of the first four-color advertisement run by the Oil Heat 
Council, Inc., Chicago. This one appeared in Chicago Life, July 16 supplement of 
the Chicago Daily News. It also was inserted in the Chicago Tribune and the 
Sun Times, appearing on succeeding weeks in each of these papers. The Council 
expects to have a total of six different advertisements during the year. The 
Council also reports saturation coverage on leading radio stations, it expects 
to have billboards ready by December and is preparing oilheating literature. 
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QUALITY is our business 
.. Without any compromise 


ND ONLY fs 


A 
GIVES YOU ALL THREE— 
1, FLEXIBLE COUPLINGS 





Regular Set Screw 
Splined 
Jaw 


Only Guardian gives you these features— 


@ ROLL SPINNING—Exclusive process joins al! 
three components at one time—while in final op 
erating alignment. 

@ BRAIDED RUBBER—Ground to absolute true con- 
centric.ty. Furnished in BUNA-N TU8E and NEO- 
PRENE SOVER Lateral and angular alignment 
requirements fully met. 

@ ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required 


Over 5,000,000 Guardian couplings are on 
criginal equipment. This is your assurance of 
eo quality and universal acceptance in the 


2,  OlL TANK VALVES 


Ne. 1910 B See 


Check These Superior 

Guardian Features— 

@ Metai-to-meta!l seating. 

@ Highest quality machined bar 
stock. 


@ Greater wall and body strength. 
@ Fusible linkage available in ali designs. 
@ Valve designs for every type of installation. 


3. QUIK JOINT 


Steel compression 

fittings for con- 

necting steel pipe. 
Patent No. 
2,685,460 


@ Eliminates threading of pipe. 
@ Decreases cathodic corrosion and electrolysis. 
@ Guaranteed for pressure up to 2000 P.S.!. 
@ Allows 7° angular deflection. 
@ U.L. approved tor oll and gas. 

Write 

for free 

descriptive 


PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-90 1215 East Second Street 
MICHIGAN CITY, INDIANA 
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Minneapolis advertising on fueloil trucks. On this Schirmer rig, the slogan, “Oil 
heats best" has been painted. The Northwest Petroleum Association is also of- 


fering 


its members decalcomanias containing the same slogan and printed 


in color. Decals are available from the IFI Agency, Duluth, Minn. 


N. J. Fuel Merchants plan 
Atlantic City Convention 
THE FUEL Merchants Association of 
N. J. will hold their annual conven- 
tion in Atlantic City. Oct. 19 through 
ai. 

An exhibit is scheduled. as 
“Fueloil Day,” which will be devoted 
entirely to matters of interest to fuel- 


is a 


oil dealers. 


Oil Heat Association of Md. 
has its 10th annual Outing 


THE COUNTRY Club of Maryland was 
the scene of the OHA of Maryland's 
10th Annual Outing. (See photo.) 
Jack Wailes, J. B. Wailes & Sons, 
Maryland 
presided at the more or less formal 
aspects of the party, and Bunny 
Michel, R. E. Michel Co., was in 
charge of entertainment. Golf was in 
the capable hands of Bob Lee, Gen- 
One of the 


president of the group, 


eral Automatic C rp. 


highlights of the one day affair was 
the awarding of prizes for golf and 
the various other games and a large 
number of door prizes. 


Technical Division meets; 
Research Results reported 
THE TECHNICAL DIVISION of the Oil 
Heat Institute of America met in 
July at the Texaco Research Center, 
Beacon, N. Y., and reported a num- 
ber of developments of interest to the 
oilheating industry. 

J. O. Collins, Esso Research & En- 
Tank 
Corrosion Committee, said the Com- 
mittee had approved the use of C- 
1008 and C-1010 steel for specimens 
in qualifying tests for corrosion in- 
hibitors. 


gineering, reporting for the 


Results of a dealer survey, printed 
in the August issue of FUELOL & 
Om HEAT, conducted by the Distribu- 
tion Division and Market Research 
VODTUNETUAAEEUAAEELUEEELOOEEEAOAEOOOREOAAEEDUAOEEAUOESUOOOOOOOGODOOEEN NEED 
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TOKHEIM’s pre-set meters control flow, 
measure accurately, record transaction! 


Drivers depend on Tokheim Meters to shoulder 
a healthy share of the work on every fuel delivery. 
After driver sets gallonage, Tokheim’s Pre-set 
Control takes over! Lets product flow up to 
40 g.p.m. until three seconds before completion. 
Then, smoothly, automatically reduces flow to 11 
g-p-m. Gently cushions automatic stop — elimi- 
nates shock and strain. Gallonage is accurately 
measured at any rate of delivery. Recorded and 
receipted, too, by Ticket Printer (optional). 


SYMBOL OF EXCELLENCE 


OKHEIM 


Tokheim’s own new meters are precision in- 
struments. All vital working parts are rugged 
stainless steel or other noncorrosive materials. 
Will measure any of today’s fuels, day in and 
day out, without a maintenance problem. Air 
separator and strainer are reversible. Ideal for 
either single or dual installations—for tank 
trucks, bulk plants, airports or industry. Ask 
your Tokheim representative about improved 
Model 635 Meters today. 


General Products Division 


rr OTOKHEIM CORPORATION 


1690 WABASH AVE. 


While the driver tends the nozzle... 


FORT WAYNE 1, IND. 





Gasoline Pumps 
and Accessories 


Subsidiaries: GenPro Inc., Shelbyville, Indiana; Tokheim of Canada, Ltd., 
Toronto, Ontario; Tokheim International, A. G., Lucerne, Switzerland 
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SAVE 


.. TIME 
.. MONEY 
.. EFFORT 


REBUILT 
HEATING 
EQUIPMENT 





Ylll1 tt) 


SONY 
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r 
” Daco 


INPJUSTRIES INC 


eee 


: ONE SOURCE 
FOR ALL 
: MODELS AND MAKES 








Here’s Why — 


1, Paco assures finest customer service pos- 
sible. Recent relocation to greatly expanded 
quarters, with modern equipment and stream- 
lined operational efficiency has contributed 
to this fact. Skilled technicians, precision 
testing and quality control augments this 
service — to give you rebuilt equipment 
held to the highest Standards. 


2. Paco’s production-line economy gives you 

* the equivalent of custom-job rebuilts . . . 
at unbelievable cost savings. Savings that 
mean more profits for you. 


3, Paco's high quality cannot be denied. Finished 

* units are comparable to new . . . in appear- 

ance and performance . . . with like guar- 
antee given. 


4, Paco takes pride in its prompt shipments. A 

* constant reserve of over 25,000 ready-to-ship 

units makes immediate delivery an every 
day occurrence. 


Good reasons why Paco is considered the ‘Fore- 
most Rebuilders of Equipment for the Heating 
Industry.” 
People are talking about Paco Industries, Inc., 
and the benefits that we have to offer. We'll be 
glad to talk to you . . . on how Paco can best 
serve you with your Rebuilt Heating Equipment 
requirements. Your inquiry is invited. 

FREE CATALOG .. . 36 pages, list- 

ing approx. 12,000 units, is avail- 

able from your local wholesaler 
ste eeeee AUTHORIZED REBUILDERS OF ------- 
. CONTROLS - FUEL UNITS - WATER FEEDERS ‘° 
S CIRCULATORS - TRANSFORMERS - GAS VALVES,etc.: 


aco 


IN USTRIES INC 
461 SOUTH DEAN STREET 
ENGLEWOOD, NEW JERSEY 
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Department of OHI were reported. 

W. W. Cole, Texaco, Inc., chair- 
man of the Technical Information 
Committee, reported that a list of sub- 
jects is being prepared on which talks 
can be given by members of the 
Speakers Bureau. These include de- 
gree-day systems and delivery techni- 
ques and principles of domestic hot 
water systems among others, 

A. C. Smith, Jr.. Atlantic Refin- 
ing, reporting for the Committee on 
Test Methods, said results and find- 
ings with regard to smoke spot tests 
would be released shortly. 

Cole, reporting for the Committee 
on Filters, said that 12 to 15 filter ele- 
ments, submitted by filter manufac- 
turers, are currently under observa- 
tion by the committee in control 
burner installations. 


New England Ou! announces 
oilburner service Schools 


THE OIL HEAT INSTITUTE of New 
England announced the opening of 
Group | of their 1960-61 oil-burner 
service school on Monday, September 
12 at Fitchburg, Mass.; Tuesday at 
Concord, N. H.; Wednesday at Port- 
land, Me.; Thursday at Lewiston, 
Me.; and Friday at Dover, N. H. 

This is a nine-week course which 
will be held in 15 New England areas. 
Group UI starts January 9, 1961, and 
covers Providence, R. I.; New Lon- 
don, Conn.; New Bedford, Hyannis 
and Quincy, Mass. Group II starts 
March 27, 1961, and covers Peabody 
and Springfield, Mass.; Hartford and 
New Haven, Conn.; and Waltham, 
Mass 

The course is designed to keep 
servicemen up-to-date on new equip- 
ment, new service methods and serv- 
ice tips. 

The instructors are representatives 
from various manufacturing com- 
panies and present their stories from 
a purely service standpoint. Upgrad- 
ing the oil industry by better service 
is the prime objective of this school 

There is a nominal charge for the 
course. For further information, con- 
tact Hollis L. Farrow, Director of 
Education, Oil Heat Institute of New 
England, 330 Stuart Street, Boston 
16, Massachusetts. 




















EVER-TITE 


your best buy 


for high 
pressure 
deliveries 





Dash-pot feature assures 
better control under extreme 
pressures —less shock 

after delivery 


+ 
Seals of dual poppets are 
gasoline and oil resistant 
. 
Vacuum breaker feature 


available 
6 


Aluminum body, bronze parts 


® 
Rigid or flexible tubes 

. 
All parts are completely 
interchangeable with parts 
of other ''210” nozzles 
on the market 

y 
Order now from your Ever-Tite 
distributor, or write for details 


EVER-TITE COUPLING CO. INC. 
254 West 54th Street 
New York 19, N.Y. 
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.../t has to be troublefree/ 


Here’s all there is to a TACO Perfecta Pump: 1. Stator 
housing. 2. One moving part (the rotor and impeller 
unitized on the same shaft). 3. Pump body. And that’s the 
secret of its success . . simple troublefree design 
throughout. 

For example, there is no coupling between motor and 
impeller . . . nothing to break, stretch, or develop play 
and noise. And it’s the first successful water-lubricated 
circulator. Rotor and impeller operate completely sub- 
merged in water . . . deliver maximum power. 

The Perfecta has many other advanced features which 
make it so troublefree: no seals to leak, wear, or create 
extra friction; no starting switch to develop trouble — 
and many more. And, it’s compact and easy to install. 


dloil 
\y 


oilhea 


It will pay you to get complete details on the Perfecta 
Pump. All products in the broad TACO Line are “‘effi- 
ciency engineered’”’ to provide maximum performance and 
economy on all your installations. Write TAco HEATERS, 
INCORPORATED, 1160 Cranston Street, Cranston 9, R. I. 


TACO, 


SERVING THE HYDRONIC INDUSTRY S/NCE 71920 
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Westchester OHI announces 
Op. Appointment of Exec. Secy. 
THOMAS P. CAMPBELL, formerly with 
Mobil International Oil Co., a divison 
fo LU ile). ai ere) 5) ./ 7 e- of Socony Mobil 
=e Oil Co.. | has 
joined the Oil 
Heat Institute of 
Westchester, as 





executive secre 
tary 
Campbell : 
nga worth $56.25 | 
1933 with the B. F. Goodrich Co. He 
joined Socony Mobil in 1937 and 


until his recent resignation Was en 


HALF A BILLION GALLONS OF 
PROOF! 
STEWART-HALL's amazing additive 

eliminates 90-100% of all soot. 
Maine Group sponsors School Keeps tanks and lines sludge free. 
for oilburner Servicemen Inhibits tank corrosion. 


The Fastest, ALE THE MAINE OIL & HEATING Equipment Now YOU can learn why 


Dealers Association is again holding : 
r PetroMiser dealers say: 
ling Known its annual oilburner service school eee : J° 
Surest oT, 


The two-week school, which began 


gaged in employee relations work 


S 


August 8, is designed for new em- . 

Joseph Goldenberg 

Superfine Fuels, Philadelphia, Pa. 

refresher c yurse Tor more experienced "Service calls cut 36.6%, from 3.55 
Ds : to 2.25 calls per customer . . . emer- 

The course concentrates on gency service personnel cut from eleven 

to six."* 


ployees but has been found useful as a 


men 
basic electricity for the first week and 


on controls, installation and trouble Michael J. Verman 


Merit Oil Heating Corp., Mt. Vernon, 
i ee 


shooting for the second. Registrants 


may enroll for either or both weeks ""PetroMiser cu* emergency service 
r i doe , overtime by $8.65 per week per mon."" 
at a cost Of 92) per week 
Herman Mendell 
Sparta Coal & Oil Co., Sparta, N. J. 
° . ""Emergency service calls cut 34% ... 
New President Is elected summer tunc-ups per day increased 
~— ’ . 50%."" 
by Fluid Controls Institute . 
John Ziehler 


FRED E, WELDON, General Controls, Producers Oil Co., Dayton, Ohio 
Skokie, Ill., was elected president of ~“Vessum cleesing clmest ofimiasted— 
the Fluid C ntrols | Institute, Inc a a oe 
Other officers elected were: Robert VMaue Oil Co., Ossining, N. Y. 
McC rmick Aut matic Switcl "Decreased service calls have meant 
d 4 increased time to upgrade burners .. . 
Eri A do additional installations."' 


John Hynes 


nN 


2 nc {utomatic Heating Corp., Boston, 


BRONZE + ALUMINUM = MONEL doit; tad K. Ree, kk. See 1 


STAINLESS STEEL * SEMI-STEEL il OM” teiaianainn ale 1 Reid “ee call reduction in excess 
ALL STYLES OF ADAP- Barnes & Jones, Inc , corporate secre- 
TORS FIT IN ALL STYLES inv. and © R. Rath, Paid Codtick 


ina 


Test PetroMiser for yourself NOW. Start full 
OF wo gy THE Institute. executive secretary program this winter. This free offer limited to 


. . , . * i qualified dealers in areas where franchises 

Perfectly tight, no leek The mem| rship of the Fluid Con are open. Write: state gallonage and territor 

connection in seconds. ; ; ; — , wiles 9 . Y 
Kamloks couple and un- trols Institute consists of manufactur- | covered. 

couple instantly regardless ers of automatic regulator valves, con 

of “hook-up”. ‘pe Sexe f ; Wriue D ape 

ol valves, solenoid valves, safety and . F- 

Write for Free Bulletin F-10R oF crite ves, Sarety al re aye 
relief valves, space heating specialties, 


CORPORATION oss and gas traps and steam heating AUC Met a oto) 


2723 Colerain Ave., Cincinnoti 25, Ohio pumps MOUNT VERNON. NEW YORK 
Phone: Kirby 1-5400 


4 fact-filled booklets on request. 
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TESTING & INSPECTION 
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SPARTAN 
Shower Stalls 


ee 








PACKING & SHIPPING 
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yo ~ 
(£2 4? A 7 
Fw 


tte er # ‘> - 
ad ey we 

» ORE Mn et or 

SPARTAN 

Baseboard 


SPARTAN 
Electric Baseboard 


SPARTAN 
Glass Shower 


SPARTAN 
& Tub Enclosures 


Shower Receptors 
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Pad! 


TANKIT. 
PRODUCTS 
HAVE... 


THE ONLY FUEL OIL 
NEUTRALIZER THAT 
WORKS 2 WAYS 
1. Destroys odor at its 


2. Actually neutralize 
neu S 
fumes. 
or SPRAY 
aa iene 
é FUEL OIL 


Cleans & Restores 
Contacts on 01} «= 
Burner. Air Condi- al 
tioning and Gas er a 
Ce «| | 
oo 


EASY AND 
EFFECTIVE 
APPLICATION 


ie, 
TN > 
BURNISHER 


Such as: Relays, solenoids, 


breakers, thermostats, etc. 


~ 


= 


Try these TANKIT products too! 


TANKTEX — Water finder in oil. 
TANKIT — Strap on seal for leaky 


oil tanks. 
EEZ-IT — Heavy duty penetrating oil. 
SURGEX — Concentrated boiler water 


conditioner in small vial. 


rH TANKI CO... INC 


BELMONT AVENUE 


EWARK NEW JERSEY 
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Philadelphia Group elects 


Officers; appoints Committees 
RECENTLY 
Greater Philadelphia Fuel Confer- 
ence were announced by that group. 
They are: W. D. Williams, J. E. 
Kunkel, president; J. H. Nagel, Jr., 
J. H. Nagel & Son, Inc., vice-presi- 
dent; R. M. Gillin, Petroleum Heat 
& Power Co., vice-president; W. H 
McFeeters, J. E. Kunkel, treasurer; 
and E. E 
tary 

The group als 
pointment of chairmen of major com 
mittees. These are: Stanley Mann, 
Keystone Coal & Fuel, Annual Con 


vention and Credit 


Esterline, executive secre- 


announced the ap 


Information In 
terchange; Ed Schreiber, Philadelphia 
Coke, Annual Outing & Golf Tour- 
nament; Joe Batchelder, Patterson 
Oil Co., Education; Marvel Wilson, 
Wilson Coal & Supply, Finance and 
Budget; Fred Haab, F. C. Haab Co., 
Fueloil Marketing and Accounting; 
Shep Waldman, Waldman Oil Corp., 
Labor Relations and Membership: 
J we Skelton, J J Skelton & Son, 
Legislative: Bob Gillin. Petroleum 
Heat and Power, Membership Meet- 
ings; Lee Auslander, Allied Oil Co., 
Technical and Codes 


Hydronics is Feature on TV 
Presentation in Baltimore 


f hydronic benefits and 


A DISCUSSION < 
the important part hot water heating 
systems can play in home moderniza- 
tion were highlights of a Baltimore 
TV interview show, “What's New,” 
on July 14 

Using photo illustrations, Roy A 
Bredholt, field manager 
of the Better Heating-Cooling Coun 
cil, New York, N. Y., told the view- 


ing audience about the complete flex- 


operations 


ibility of the modern forced hot wa- 
ter heating system for home improve- 
ment projects 

Arrangements for the Tv interview 
were made by Joseph Shaner, execu- 
tive director of the Council in Mary- 
land, who reports that several other 
interview type TV presentations are 
being planned to alert and educate 
the consumer public to the advan- 


tages of modern hot water heating. 


ELECTED officers of the 





@ A size to meet every re- 
quirement. Uses pressure burner, 
number 2 oil and sells at popular 
prices. Has every feature for vol- 
ume sales. 

Made in large commercial sizes 
for schools, hotels, hospitals and 
public buildings. Approved for 
180 degree outlet water. 

Details on request. 


Bock 
OL0ORGMOTL 


110 S. DICKINSON ST., MADISON 4, WIS. 
GEELE EEE odode ee TRI ee i) 
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Shirley Park Apartments, Arlington, Va. 


“Mr. Edwin B. Tidd, 
Mgr. of Field Research, 


Bell & Gossett Company 


“Dear Mr. Tidd: 


“AS IF BY MAGIC, 
AIR TROUBLES 
VANISHED” 


writes user of BaG Airtrol System 


““We have been plagued by air in the top 
floor radiators throughout the projects we 
manage. Bleeding relieved 
the condition temporarily, 
automatic vents helped in 
some cases; however, com- 


plaints continued to pour 
in and our engineers 
worked around the clock 
without being able to 


Mr. Daniel C. L iti 
r ani ong correct the condition. 


““By chance, we read an advertisement of your 
‘AIRTROL.’ Knowing that any Bell & Gossett 
product can be purchased without the slightest 
doubt of its representation, we had the Airtrol 
installed on three new boilers in a section under 
construction. We have been free of heat com- 
plaints in the new section. 

“After one year, we installed three Airtrols on 
the boilers serving buildings in older sections 
where complaints were heaviest. The results 
were beyond belief; as if by magic, our troubles 
vanished. 

**This letter is to thank you, your great organi- 
zation, and Mr. Curt Sundell, your most effi- 
cient representative here, for the complaint-free 
heating season where the Airtrols are installed. 
“Thirty-five boilers heating the projects which 
we manage will be equipped with Airtrols this 
summer. 

Very truly yours, 


M. T. BROYHILL & SONS CORP. 


(signed) Daniel C. Long, C. E. 
Property Management Consultant” 


eloil 


BeG Airtrol 
System in- 
stalled on top 
outlet boiler. 


® 


Canadian Licensee: S.A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto 16,Ont, 











BaG 
AIRTROL’ SYSTEM 


AIRTROL 
BOILER 
FITTING 


i 





AIRTROL 
TANK 
FITTING 


BaG Airtrol Systems are GUARANTEED to 
end air troubles in forced hot water systems 





BELL & GOSSETT 


c Oo M P AN Y 
Dept. Ci-7, Morton Grove, Ill. 
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CKAGE — 


FOR 
FASTER 
FILLING 


(PHILLY ALL-WEATHER CAP 

Fool-proof, ice-free, non- 
rusting. water-tight. 
ADJUST-O-SWIVEL 
leak-proof swiveling 
for hose or Philly nipple. 
Repairable, self adjusting. 

PHILLY FILLING NIPPLE - 

“O"-ring seal. 

One turn connects 

with Insert or Adages. 








PHILLY MALE INSERT 
Threads into Fill-Box 
Com-locks with 

Philly filling nipple. 


oe 
~ 
MIRACLE 45° ADAPTOR 
Female No projections, Built 
in Insert, Perfect for close-to- 


woll fill. 
PHILLY > 
OEEP-FILL 
For buried tonks. 
Whistle signals 
anywhere . 
No measuring, 
No odjustments, 
No spitting. 


ae 
STRAIGHT ADAPTOR All aluminum. 
Female, For fill pipes at ground 





level or above. Built-in Insert. 


PHILLY 


VIN AUT OYA 


Fuel Oil Delivery System 


PHILLY RAPID-TITE DIVISION 
PLASTIC AND APPLIANCE CO., INC. 
5311 WESTMINSTER AVE. PHILA. 31, PA. 


MAIL TODAY 
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Ou! of Oregon announces new 
Slate of Officers and Directors 
THE ANNUAL MEETING of the OHI of 
Oregon was held at the Marion Hotel 
in Salem on June 17. Part of the 
business before the meeting was the 
election of board members. The direc’ 
tors for the coming year are: District 
1. Bob Inman; District 2, Jim Coon; 
Ken Goodall, Roy Rockwell, and 
Scott Partridge; District 3, Howard 
Smalley; District 4, Ray Borger; Dis 
trict 5. Bud Brown; District 6, Don 
Mitchell; District 7, Jim Cahill; Dis 
trict 8, Joe Young; District 9, Gary 
Hilden 

New officers were later elected by 
the board. They Bob Inman, 
president; Jim Coon, vice-president; 
Ken Goodall, secretary; Roy Rock- 
well. treasurer Al Loucks, the retiring 
the 


are: 


president became chairman of 


board 


Conn. Group elects Officers; 
service School will expand 
BETTER Home Heat 
Hartford, Conn., 
the re-election of 
They are: Bill Brucker, president; 
Irwin Singer, vice-president; Robert 
Lynch 
Good, treasurer 

Space is being provided for an oil 


THE Council, 
Inc., of announces 


Council officers 


Jr., secretary; and Dewey 


burner service and installation course, 
now conducted at the Hartford Trad 
School, at a and greatly en- 
Regional Technical School 
construction in Hartford, 
BHHC, re 


new 
larged 
now under 


Bob Lynch, secretary of 


veals 


New Indoor Comfort Bureau 

sponsored by Warm Air Group 
OFFICIAL LICENSING of the latest In- 
door Comfort Bureau, sponsored by 
the National Warm Air Heating and 
Air Conditioning Ass | 


ciation, toox 
place at a civic d 


dinner 
21 at Cedar Rapids, Ia. A featured 


meeting July 


speaker was the U. S. Senator from 
Iowa, Bourke B. Hickenlooper 
Officers of the new Bureau are: E 
H. Gundling, president; Kenneth 
Mills, vice-president; M. J. Ilten, sec- 
retary; and Adolph A. Helm, treas- 
urer. 
132) 
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Type “R” Blower Wheels 
deliver more air for a given 
diameter and width. 


Reveor 


Blower Wheels and Fan Blades 
Deliver More Air... More 
Efficiently . . . Most Quietly! 


WRITE FOR FREE BROCHURE 
or send specifications to 


Reveo. INC. 


ENGINEERS «MANUFACTURERS 
261 Edwards Street 
Carpentersville, Wlinols 
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WILLIAMSON Soq/-Tite* duct, pipe & fittings 
cuarantee a faster, better installation! 





Figure out for yourself just how much you can save. 


HERE’S PROOF!... Even better, try Seal-Tite on one of your jobs and 
make your own “stopwatch test”. AND . . . Seal-Tite 
, , duct and fittings fit perfectly . . . have custom-made 
JOB: One man to install all duct and fittings, plenum 4 : 
to register, with 8 average warm air 1 appearance . . . maximum efficiency. 
central return air. 
BESBEBESBESBEESBSBESBHREEBEHRBEHRBEHRBEHBaBE SB 


INSTALLATION METHOD LABOR TIME 





THE WILLIAMSON COMPANY 
Average Prefabricated 3312-U-9 Madison Road, Cincinnati 9, Ohio 


or Shopmade Duct & Fittings 16 hrs. 8 min. 


Tell me more about Williamson Seal-Tite*! 


Seal-Tite* Duct & Fittings. .........14 hrs. 1 min. NAME 





YOU SAVE...2 hrs. 7 min. FIRM 





ADDRESS 





2 Hrs., 7 Min. X Your Hourly Rate=$_______§_ SAVED! CITY ——ZONE____STATE 
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Steam Pressure Controls Hot Water Limit Controls Transformer Relays 


Worm Air Limit Controls 
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heating controls are your best buy: 


ENGINEERED ACCURACY, 
SMART, MODERN APPEARANCE 


ACCURACY MEANS CUSTOMER SATISFACTION ... 

and far fewer service calls for you. And accuracy is what you get 
with General Electric heating controls . . . the controls 

that are designed and manufactured with an extra measure of 
quality to provide long life and dependable operation 

in gas- and oil-fired domestic heating systems. 


MODERN APPEARANCE ... symbolized by General 
Electric’s new straight-line thermostats, makes these heating 
controls easier to sell. Their clean, smart styling blends 
easily into the surroundings of any home. 


SERVICE PERSONIFIED is what you get with General Electric 
heating controls. The reasons: regardless of where you are 

there is a heating control distributor near you; General Electric’s 
well trained heating control service engineers can help you 

with your field service problems; General Electric’s Exchange 
Plan means your customers can receive the best in 

replacement service while you save time and money. 

Call your nearest General Electric Apparatus Sales office today 

for the name of the G-E heating control distributor nearest you. 


Or, for more information write to Marketing Section 740-143, 


General Electric Company, Morrison, Illinois. 
Fan ond Limit Switches 


APPLIANCE CONTROL DEPARTMENT 
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Over the years, your increasing 
demand has made it evident 


“ aoe that the desirable qualities of 
a 6(‘ouge Luxaire Heating and Air Con- 
| ditioning Units far exceed their 
eating competitive price. 
Element 
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Gas Fired, 
Assembled 
and Wired 
Upflow Unit 








For Luxaire puts quality 
where it counts — not in glitter- 


: ing trim, unnecessary gadgetry 

] or complicated design. Luxaire 

features the heavy construction 

_ Extra and uncomplicated design that 

__ Rigid give your customers better per- 

_ Heavy formance, lasting durability 

_ | Gauge and built-in provision to add 
Cabinet summer air conditioning! 

4 There are furnaces costing 
“ia more than Luxaire. Luxaire 
a | surpasses them in excellence! 

‘3 There are furnaces costing 
sl less than Luxaire. They do not 
ee Large- measure up to Luxaire! 

4 Capacity With Luxaire you need not 

_ Centrifugal choose between excellence 

Blower 


and a low price; Luxaire gives 
you both! 

If you are seeking furnaces 
that offer real excellence at a 
really competitive price, don’t 
be switched! 

See your Luxaire jobber, 
today. Enjoy a favorable 
price without the penalty of a 
heavy stock! 
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It was a good Season 


Annual Investigation 


of fueloil Dollars, Profits and Methods 


finds plenty of Problems, 


and also the Cash to tackle Them 


by Robert Gray 


1959-60 


was moderately disappointing from a 


THE OILHEATING season of 


price and profit angle, but still it was 
one of the best years that the indus 
try has seen. The volume of product 
sold was the highest by a narrow mar- 
gin, and, of course, the number of 
oilheating customers was more than 
3% above any other season. This rate 
of gain does not compare with that of 
the mid-fifties, but it showed some 
improvement over the season just 
previous 

Prices of distillate heating oil were 
down by an average of 4.3% between 
the start of the season and its close. 
Margins fared better, but they dropped 
in average of 2.4% between July of 


Operating costs were up 1% with 
the result that net profits before in- 
come tax per gallon of distillate sold 
were down 10%. However, fueloil was 
still a very fine business this past season 
because net profits before income tax 
represented 8.4% on the total billing 
of the several hundred companies re- 
porting for this annual study. 

Apparently, it is not possible in any 
industry for prices, margins and profits 
always to rise, but certainly the fueloil 
industry has been able to count on sus- 
tained profits, counting the good and 
bad years, considerably better than 
most industries. 


In the later part of this article, you 
will find considerable detail on the 
dollars and cents of fueloil distribution 
last season. 

The sample this year was not quite 
as well balanced as in other recent 
years. This does not affect the validity 
of the individual figures since every- 
thing is weighted to accommodate the 
known market level of each section of 
the country, each city size group, and 
other common industry denominators. 

You'll notice in TABLE 1 that the 
number of cooperating companies is 
greater than the actual market percent- 
age in all sections except the Mid-At- 
lantic where it is considerably smaller. 
This resulted from our asking more 
dealers in the other sections to partici- 
pate because in former years our num- 
bers had been relatively lightest from 
the Midwest and the South. 

In the next portion of the table, we 
see the company pattern in relation to 
products sold. They all sell No. 2 fuel- 
oil because that is the first qualification 
in their being selected to help in this 
study. 

The bottom of this table shows the 
company sizes and their percentages 
which are just about what you would 
expect. We are obviously light on the 





last summer and this summer. TABLE 2 


Fueloil is 67°/, of Group's Dollar Volume 
Heating 


Cooling Burner 
Equipment Service 


TABLE 1 


Sample Compared to Market 
BY NUMBER 
OF CUSTOMERS Large Cities 72% 13% 10% % 
Total Their Actual Medium Cities 79 7 6 

Co’s Share Market Small Cities 78 5 1 
New England 19% 18% 17% All Cities 76 9 6 
Mid-/ tlantx 26 24 40 
South Atlanti y 14 6 
Midwest 35 29 28 
N. W 15 9 


Fueloil Coal Gasoline Other 
NEW ENGLAND 


vad 
€ 


4 
l 
1 
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MID-ATLANTIC 
Metropolitan New York 76 
Other Large Cities 71 
Medium Cities 47 
Small Cities 41 
All Cities 


Pacific 


100% 100% 
This Percent 
of Companies SOUTH ATLANTIC 
©. 2 Fueloil 100% Medium-Large Cities 
sene, No. 1 719 Small Cities 
5 Residual 28 All Cities 
6 Residual 17 
Sells Gasoline 37 
Coal 20 Large Cities 
x Equipment 60 Medium Cities 
Small Cities 
All Cities 


MIDWEST 


s Oilheatir 


Size of Companies 

Percent 

Numbe; Percent of of Total 

»f Customers Companies Volume 

Under 500 30% 5% 
500 to 999 28 12 
1000 to 1.999 24 21 
2000 to 3999 11 18 
4.000 and Over 7 44 


PACIFIC NORTHWEST 
Large Cities 
Medium Cities 
Small Cities 
All Cities 


U. 8. ALL CITIES 

















smallest sized companies, but that is 
because so many of the smallest fueloil 
operators are in other lines of business 
and are less inclined to help on such 
market analysis. 

Fueloil distributors participating in 
this study, who are quite representa- 
tive of the industry as a whole, had 
67% of their total dollar volume in the 
sale of fueloil. TABLE 2 shows this in 
detail. Notice that there is a separa- 
tion among cities of three sizes. In the 
pages that follow quite a number of 
the tables will show this separation. A 
small city is one with population of 
25,000 or under. A medium city has 
between 25,000 and 250,000; the large 
city is above 250,000. 

Of course, where a small city is a 
suburb of a large one we consider it a 
part of the large metropolitan area. 

You'll notice in the table that heat- 
ing and cooling equipment plus burner 
service accounted for 11% of the 
dollar volume, coal 5%, gasoline 13% 
and miscellaneous items 4%. This in- 
cluded, typically, plumbing, hardware 
and appliances. 

The smaller cities are more inclined 
to include gasoline and coal in the 
dealer's volume than are the larger 


places. In two categories, the small 
cities of the Midwest and South, gaso- 
line represented actually a larger dollar 
volume than fueloil. 

The influence of oil men in the sale 
and servicing of oilheating equipment 
shows up in TABLE 3. Three-fifths of 
the companies reporting in this survey 
sell oilheating and three-fourths of 
them service it. 

Again, there are important regional 
the Northeastern 
states strongest and the Midwest the 
lightest in this category. Changes in the 


differences with 


total figures as shown between this 
year and last are not significant since 
there would be minor fluctuations of 
that sort between the 
companies. 


participating 


It is particularly desirable that we 
get a higher per cent of the Midwestern 
companies active in this phase of the 
business because it is the one best way 
to build and hold oil volume. 

Three-fourths of the companies in 
this study operate their own bulk- 
plants. As in earlier years, the lowest 
percentages are in the coastal areas 
where much of the business is handled 
through large tidewater plants that re- 
quire too big an investment. 





Percent 
Who 
Sell 
Oilheating 
NEW ENGLAND 
Large Cities 
Medium Cities 
Small Cities 
All Cities 


MID-ATLANTIC 
Metropolitan New York 
her Large Cities 
Medium Cities 
Small Cities 
All Cities 


SOUTH ATLANTIC 
Large-Medium Cities 
Small Cities 
All Cities 


MIDWEST 
Large Cities 
Medium Cities 
Small Cities 
All Cities 


PACIFIC NORTHWEST 
Large Cities 
Medium Cities 
Small Cities 
All Cities 


1960 ALL SECTIONS 
1959 ALL SECTIONS 





TABLE 3 
Oil Men Sell, Service Oilheating 


Oil Percent Oil 
Companies’ Who Companies 
Share of All Service Share of 
Installations Oilheating All Service 


82% 90% 89% 
62 87 85 
53 65 64 
69 82 81 


82 95 88 
78 94 83 
43 78 73 
45 86 67 
60 91 76 


40 59 29 
14 75 31 
35 64 30 


33 49 50 
15 66 30 
12 30 12 
22 48 34 


77 75 80 
46 92 51 
31 67 53 
56 78 64 


63% 
56 64 








56 
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‘ttttst FUELOIL 67% 


=== | HEATING EQUIPMENT 6 
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The typical usage of a bulkplant 
shows a wide variation as seen in TABLE 
5. In the New England and Mid-At- 
lantic areas there is a fairly consistent 
pattern of storage capacity turnover 
running from 10 to 13 times in a 
season. This figure comes from simply 
dividing the annual sales by the shell 
capacity of the bulkplant. 

The South Atlantic has a rate of 
turnover about twice as great, largely 
because of the open winters. The Mid- 
has the 


caused by the well known variation in 


west lowest turnover rate 
industry practice. 

The Pacific Northwest turnover rate 
of 72.6 times per season is realistic, but 
their industry practices are very dif- 
ferent from other areas. Most of the 
marketers in the population centers 
have small relay or emergency tanks. 
They continue to draw off much of 
their product directly from the ocean 
terminals of major companies. Then 
there is a growing distributor practice 
of having just enough storage capacity 
for a couple of day's needs and replen- 
ishing it each night by transport from 
tidewater. 

This is a good time to mention, in 
connection with dealer activities, the 
sale of oil-powered water heaters which 
we have not previously covered in our 
summer analysis. These are the water 
heaters with mechanical burners for 
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No. 2 oil. The sale is still much too 
limited considering their merits, but 
they do seem to have made some head- 
way in the Northeastern section of the 
country, as shown in TABLE 6. These 
water heaters with one gallon firing 
rates produce hot water at about four 
times the speed of a typical gas heater, 
although they do cost more than twice 
as much to install. 

An activity of considerable interest 
during the past heating season and for 
several years back has been the par- 
ticipation of fueloil distributors in local 
advertising campaigns for oilheating 
sponsored and assisted by the National 
Fueloil Council 

In TABLE 7, we show in the first two 
columns the activity of the companies 
in their own private advertising. In the 
third and fourth columns, you will 
see the penetration of cooperative cam- 
paigns. On private advertising, nearly 
all companies in every region are do- 
ing some of it on a pretty broad scale. 
You'll notice that they spent for private 
company advertising in the past heat- 
ing season an average of $1.87 per fuel- 
oil customer on their books. In other 
words, the company with 1,000 cus- 


tomers spent $1,870. 


Cooperative Campaigns grow 


In the cooperative campaigns, 57% 
of the reporting companies are partici- 
pating at the local level. They spent 
an average of 37¢ per oil customer as 
their share of these campaigns. This 
figures to about $250 per million gal- 
lons which is the most common pattern. 

In the nation as a whole, there are 
70 local campaigns east of the Rockies, 
plus numerous others in the Pacific 
Northwest. The total investment in 
these campaigns for the calendar year 
will be upward of $2,500,000 with the 
refiners supplying half to match the 
marketers’ half. 

When the reporting group was asked 
its opinion of the effectiveness of the 
campaigns, 74% of all the companies 
believed that they are doing some real 
good, The other 26% was divided in 
several ways between those who do 
not think they are useful and those 
who have no opinion. 

The regional differences here are 
important because they pretty much 
parallel the activity in local programs. 


TABLE 4 
Three-Fourths have Bulk Plants 
No.2 No.1 Resid- 
Oil = Kero ual 
New England 59 37 9 
Metropolitan 
New York 17 
Other Mid-Atlantic 12 
South Atlantic 8 
Midwest 5 
Pacific Northwest 16 


1960 All Sections 11 
1959 All Sections 2 9 
1958 All Sections 8 


TABLE 6 

Oil powered Water Heaters 
Percent Number 
of Installed 
Companies 1959-60 
Selling Season 
New England 69% 12,586 
Mid-Atlantic 54 19,615 


South Atlantic 24 444 
1,829 
24 


Midwest 14 
Pacific Northwest ] 


All Sections 39% 34,498 


TABLE 5 
Storage Turnover Varies Widely 
No. 2 Oil Turnover 
of Storage Capacity 
New England 10.8 times 

Metropolitan 

New York 3. 

Other Mid-Atlantic 0. 


times 
times 
times 
times 


South Atlantic 
Midwest 6 
Pacific Northwest 2 


What does service cost? 

Average Spent 
per Customer 

for Service 
1959-60 Season 

$15.75 

25.11 

18.93 

14.28 

18.69 


New England 
Mid-Atlantic 
South Atlantic 
Midwest 

Pacific Northwest 


All Large Cities 
All Medium Cities 
All Small Cities 


21.94 
16.20 
15.41 


1960 All Cities 
1959 All Cities 


19.54 
20.44 





Percent of 
Companies 
that 
Advertised 
New England 96% 
Metropolitan New York 95 
Other Mid-Atlantic 92 
South Atlantic 99 
Midwest 94 
Pacific Northwest 97 


1960 All Sections 95% 
1959 All Sections 95 
1958 All Sections 88 





TABLE 7 

More Companies Cooperate in Advertising 
COMPANY ADVERTISING — 

Avg. spent 


by them 


Customer 


COOPERATIVE ADVERTISING 
CAMPAIGNS 
Percent of Avg. spent 
Companies by them 
per Partici- per 
pating Customer 
$2.43 66% $0.42 
37 74 0.25 

39 0.35 

79 

42 

80 


57% 
52 


48 








In New England, the favorable vote 
is 93%; in Metropolitan New York, 
74%; in other Mid-Atlantic states, 
70%; in the South Atlantic, 87%; in 
the Midwest, 58%, and in the Pacific 
Northwest, 92%. 

Gas heating is out-selling oil heat 
in number of installations, although 
oil continues to be the leading fuel in 
Btu of energy consumed. In the new 
installations currently being made, gas 
is selling about two jobs to our one. 
TABLE 8 shows the detail on this in 
addition to showing the estimated dif- 
ferences in fuel cost. Oil is considera- 
bly cheaper up and down the East 
Coast, but gas is cheaper as you move 
West. At the same time, the fuel cost 
is far from the whole story since the 
degree of sales promotion is a stronger 
factor in the customer's decision. 

Oil continues to lead gas in new 
installations in the New England states 


and in the South Atlantic. This latter 
group covers the states on the Atlantic 
Seaboard only, the other southern 
states extending all the way to Cali- 
fornia strongly favor gas because it is 
very cheap and the winters are mild. 
In TABLE 9, we get some reflection 
of this competitive fuel picture al- 
though that is not the principal em- 
phasis in the table. We are mostly 
concerned here about the rate of cus- 
tomer turnover. In the past, when we 
have asked the companies for their per- 
centage of account turnover there has 
been little uniformity in their inter- 
pretations. Some companies will con- 
sider a customer who moved from one 
location to another as a drop and an 
addition. Again some would consider 
no loss of a customer if one moved 
away and they got the new occupant 
of a house. This time we simplified the 
question by asking them to consider a 
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loss as any customer actually dropped 
from their books. 

For the country as a whole the ratio 
is 6.4% of customers actually can- 
celled during the season. That means 
that before they could grow, they had 
to overtake that 6.4% loss. In the 
second column, we show that during 
the season the volume of oil sold in- 
creased 2.6% for the nation as a 
whole with very important differences 
through the sections. 

This means that the new accounts 
added by the typical distributor cov- 
ered the 6.4% loss plus the 2.6% final 
increase in gallons delivered. To refine 
this one step further, in the third 
column we have made an adjustment 
for the difference in degree-days be- 
tween the two seasons. 


Growth vs. Degree-days 


Thus, the actual growth rate in gal- 
lons which could represent new net 
growth in business was 2.2% for the 
nation. You'll notice some great differ- 
ences between individual comparisons 
in the last two columns. 

For example, the large Pacific North- 
west cities showed a gallonage increase 
of 8.2% this past season, but there 
was a large adjustment in degree-days 
so that the real score was a loss of 
0.9%. 

In TABLE 10, we see that the average 
dealer in the reporting group has 1,586 
customers for No. 2 oil including resi- 
dential and the small commercial or 
apartment customer burning that fuel. 
This is slightly below last year’s sim- 
ilar study when the average was 1,601 
customers. 

On the products other than No. 2 
oil, it is important to notice that the 
figures shown represent only those 
companies that sold the particular 
product. In other words, we did not 
apply the Kerosene or residual cus- 
tomers to the whole group of dealers, 
but only to the ones active in that field. 

In the lower part of the table, we 
see that the average No. 2 oil account, 
for residences, consumed 1,495 gallons 
last season; when we include the small 
commercial and apartment users of No. 
2 fueloil, the average goes up to 1,623. 

For residual fuels—Nos. 4, 5 or 6- 
we show only a national average rather 
than sectional figures because the local 
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TABLE 8 
Nationally, Oil Cost 6% Less than Gas 
GAS COSTS RATIO OF NEW INSTALLATIONS 
More Less Oil Gas Elect.* 
NEW ENGLAND 
Large Cities 24% a3 40% 60% 
Medium Cities 18 ia 51 49 
Small Cities 13 is 74 28 
' All Cities 19 ie 53 47 
MID-ATLANTIC 
Metropolitan New York 23 ‘i 29 71 
Other Large Cities 22 én 15 85 
Medium Cities 17 ‘4 29 71 
Small Cities 8 = 40 60 
All Cities 16 27 73 
SOUTH ATLANTIC 
Large-Medium Cities 17 és 76 21 3% 
Small Cities 13 y 74 23 3 
All Cities 15 75 22 3 
MIDWEST 
Large Cities - 18% 16 84 
| Medium Cities — 21 19 81 
| Small Cities we 6 29 71 
| All Cities 15 21 79 
PACIFIC NORTHWEST 
Large Cities 9 37 58 5 
Medium Cities _ 7 25 47 28 
Smali Cities i 5 38 55 7 
All Cities - 7 34 54 12 
34% 65% 1% 


1960 ALL SECTIONS 6% 
* Dealers were not asked about electric heat, but in the South Atlantic and 
Pacific Northwest they filled it in. If we had asked the question, electric heat 


would have shown about 5%, with oil about 32% and gas 63% 
TABLE 9 
Customer Losses and Gains 
Accounts Seasonal Increased 
Dropped Fueloil Gallonage 
from Books Volume Increase Adjusted for D-D 


NEW ENGLAND 





Large Cities 6.1% 1.8% 3.9% 
Medium Cities 8.6 (—1.5 ) 06 
Small Cities 2.3 6.8 9.0 
All Cities 5.9 2.3 4.4 
MID-ATLANTI( 
Metropolitan New York 6.4 (—0.8 ) 3.4 
Other Large Cities 6.2 1.5 7 
Medium Cities 5.3 3.0 re 
Small Cities 3.3 1.0 5.2 
All Cities 5.7 0.6 4.8 
SOUTH ATLANTIC 
Large-Medium Cities 5.3 8.8 2.9 
Small Cities 2 98 3.9 
All Cities 4.6 9.1 3.2 
MIDWEST 
Large Cities 6.6 29 (—15 ) 
Medium Cities 5.4 3.0 (—1.4 ) 
Small Cities "2 2.3 (—2.1 ) 
All Cities 6.5 2.8 (—1.6 ) 
PACIFIC NORTHWEST 
Large Cities 16.3 8.2 (09 ) 
Medium Cities 9.4 9.5 0.3 
| Small Cities 6.9 3.1 ( 6 ) 
All Cities 11.4 7.1 {3 9 } 
ALL SECTIONS 6.4% 2.6% 2.2% 








differences are too great to be consid- 
ered representative. 

Getting into the economic part of 
our study, we find first in TABLE 11 a 
schedule of driver wage rates by sec- 
tions and by city sizes. We also show 
through eight 


the growth pattern 


years. There have been a few notches 
in the curve such as we see this year, 
but in general it is a steady upward 
progression. 

For example in large cities, the 
hourly wage of best men is up 35% 
in the eight years; and for the lower 
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grade men of those same cities, the 
eight-year increase has been 43%. It is 
important to notice what this table 
actually means. When we show, for 
example, high and low rates in the 
large city group, we are not simply re- 
cording the highest and lowest figures 
reported in the study; instead, each 
company gave us its own high and low 
rate and we averaged all of the high 
ones and all of the low ones within 
each group. 

One thing that gives you confidence 
in the future of the fueloil industry 
is the degree of realism among its mem- 
We noted at the start of this 
writing that margins and profits were 
down moderately from the previous 
season, and yet we find in TABLE 12 


bers 


that an increasing per cent of the com- 
panies say margins today are about 
right 

What they mean, obviously, is that 
in view of present oil prices and the 
growing pressure of gas and electric 
competition they are pleased to have 


margins as good as they are. In fact, 


4% of the reporting companies say 
that margins are too high, while only 
18% say they are too low. 

Naturally, anyone in business wants 
all the margin he can get within the 
range of horsesense, but these people 
are voting a high level of confidence 
in the economic soundness of the sup 
pliers that set the margins. 

The traditional TABLE 13 reports 
the cost and profit picture of the sev- 
eral hundred companies that supplied 
the figures. As we mentioned at the 
start, there is a little shrinkage in both 
margins and profits from the season 
before. 

The only point in the upper part 
of the table that might be obscure is 
that margins without bulkplants aver- 
aged the same as margins with bulk- 
plants. The figures don’t tell the whole 
story. 

On the East Coast, which is our 
highly concentrated oilheating area, 
many of the largest fueloil distributors 
do not have bulkplants. In fact, some 
companies without bulkplants operate 





TABLE 
1,586 Average Customers per Dealer, No. 2 Oil 
Other 
Mid-Atl. 
1,219 
42 
165 
14 6 


Neu Metro 
Eng ie 2 

2 Residential 1,514 1,748 

2 Com'l-Apt 143 41 
Kero, No. 1 196 111 
No. 4-5 Residual 136 18 
No. 6 Residual 130 19 


Average Consumption 
GALLONS PER CUSTOMER 
Other 
Mid-Atl. 
1,496 


Metro 
N. Y 
2,067 


Neu 
Eng 
1,667 


5.980 


4.335 
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Little Change in Driver Wages 
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95 
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TABLE 12 


Margins are O.K. say 78°%/, 
PERCENT OF COMPANIES 
SAY THEY ARE 


About Too 
Right High 


Too 
Low 
NEW ENGLAND 
Large Cities 100% 
Medium Cities 81 
Small Cities 


14% 5% 

86 6 8 
MID-ATLANTIC 
Metro. New York 
Other Large Cities 
Medium Cities 
Small Cities 


68 
75 
57 
67 


SOUTH ATLANTIC 
Large-Med. Cities 
Small Cities 


63 
56 


MIDWEST 

Large Cities 78 
Medium Cities 79 

Small Cities 81 


PACIFIC NW. 
Large Cities 
Medium Cities 
Small Cities 


92 
83 
100 


ALL SECTIONS 
Large Cities 
Medium Cities 
Small Cities 


80 18 
73 21 
79 27 


All Cities 1960 
All Cities 1959 
All Cities 1958 


78% 
68 
69 


18% 
28 
29 


upwards of two dozen retail trucks. 
They get price deals of one kind or an- 
other because of their large volume and 
this was particularly true during the 
past season when so much surplus oil 
was around. 

In the Midwest, on the other hand, 
the company without a bulkplant is 
usually a commission agent operating 
out of a plant owned by a major com- 
pany. He may or may not carry the 
accounts, but in general his principal 
function is to get customers and oper- 
ate a truck. Since he does not do the 
whole job of marketing, his margins 
have always been much lower than 
other types of operators. 

The lower portion of TABLE 13 
shows margin detail by all regions and 
city sizes. 

The average fueloil truck served 362 
customers the past season. In the large 
cities, it served 399. TABLE 14 shows 
the number of trucks operated by the 
fueloil distributors in the survey. The 
total per company was 6.2 trucks. No- 
tice in the last column that if you add 
the four types of trucks the total 
would be 10 instead of 6.2. For the 
total figure we simply took the number 
of tank trucks and divided them by the 
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number of companies since naturally 
not all companies would have separate 
trucks for kero, or residual or trans- 
ports. 

Lower in the table we see that the 
average delivery of No. 2 oil was 201 
gallons with moderate differences be- 
tween city sizes, but considerable dif- 
ferences between different sections of 
the country. This is largely influenced 
by average tank sizes as shown in 
TABLE 15. 

It has been three years, since we 
checked the tank sizes, but the changes 
in that period have been relatively 
minor. The overall average of 363 
gallons compares with 376 in 1957. 

Tanks with sizes below 200 gallons 
have shown up in several spots this 
year which is rather surprising. 

It has been several years since we 
checked sizes of fueloil trucks, but 
there has been enough inquiry to 
justify it. TABLE 16 shows this in very 
considerable detail. The last column 
shows the average size in the indi- 
cated area of all trucks operating. 
This does not include semi-trailers. 
The overall average keeps going up all 
the time and now stands at 1716 gals. 


TABLE 13 


Costs and Profits b 


Metro. 


Cents Per Gallon 
Bulkplant Cost 
Delivery Cost 
Selling Cost 
General Overhead 
Total Cost 


N. 
3 
1.3 
4 
1.2 


y 2 
2 
2 
9 
2 


Margin with Bulkplant 4. 4.54 


Profit 1.1 


5.0 
1.9 


Margin without Bulkplant 
Profit 


9 


> 
“ 


9 


Other 


Mid-Atl. 


ae 
1.13 

.40 
1.07 
2.97 
3.89 
1.12 


4.06 
1.46 


Regions 


South 
Atl. 
33 
5 
33 
65 
2.26 


41 
1.34 
-48 
70 
2.93 


3.58 
1.32 


4.16 
1.23 


2.89 
a i 


Margins Average Down 


—-WITH BULKPLANT 


Large 
Cities 
4.41¢ 
4.54 
4.15 


New England 
Metropolitan New York 
Other Mid-Atlantic 
South Atlantic 

Midwest 

Pacific Northwest 

1960 All Sections 

1959 All Sections 

1958 All Sections 


Notice, however, the separate small 
lower portion of the table where the 
marketers told us what they are going 
to buy to add to their fleet for the 
new season. The new ones will aver- 
age 1999 gals. 

A little more than half of fueloil 


Medium Small 
Cities 


4.63 


4.09 
3.74 
4.67 
4.08 
4.26 
4.16 


3.35 
3.20 
3.82 
5.34 
3.79 
4.02 
4.02 


Cities 
¢ 4.16¢ 


Mid- 
West 


Pac. 
N. W. 
18 
1.38 
56 
1.60 
3.72 


All 
Sec. 


4.25 
1.18 


5.30 
1.76 


-WITHOUT BULKPLANT- 


Large 
Cities 
4.67¢ 
5.02 
4.45 


3.00 
5.24 
4.24 
4.32 
3.83 


Medium Small 
Cities Cities 
4.43¢ 4.94¢ 
3.56 in 
2.75 
5.56 


3.65 
3.99 


truck drivers now work all year. 
TABLE 17 shows the ratios. Notice 
that in the small cities, more than 
three-fourths of them work all year 
around because so many of those par- 
ticular oil men have other product 
lines. Again, many companies in the 
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small cities have only one driver and 
they can’t very well lay off the truck 
entirely. 

There has been a growing interest 
in driver incentive plans. Without 
giving any detail, TABLE 18 shows the 
which 
Naturally incentive plans are almost 


extent to these are used. 
impossible in union organizations, so 
the second column of the table shows 
the degree of union concentration. 
Combining the two percentages, we 
see that just over half the companies 
have incentive plans or have union 
crews while the other half has straight 
time, non-union drivers. 

In asking dealers to report on in- 
centives, we made it clear that this 
did not refer to higher rates for over- 
time pay, but rather meant increased 
bonus pay for high performance. 

The next several tables refer to the 
mechanics and refinements of oil de- 
livery. TABLE 19 shows that 74% of 
fueloil customers are served through 
automatic deliveries, and it also shows 
that 65% of customer tanks have 
some type of fill signal. The third 
column touches a rather controversial 
subject. Here we see that just under 





Trucks Operated 

Per Distributor 
No. 2 Oil 
Kero. No. 1 Oil 
Residual Oil 
Over-the-Road Transports 
All Types 


Customers served 
per truck, No. 2 Oil 
AVERAGE GALLONS PER DROP 
No. 2 Oil 
Kero. No. 1 Oil 


No. 6 Residual 


No. 2 Oil 
Kero. No. 1 Oil 


No. 4-5 Residual 1,952 2,971 1,251 3,626 
No. 6 Residual 3,609 4,498 ¥ 4,785 


363 gallons Average Tank Size for No. 2 Oil 


Metro- 
politan 
SIZE IN New New 
GALLONS England York 
Below 200* .. - 
200-300 87% 69% 
550 8 20 
675 os 2 
1,000* § 9 
Gallons 


Average 338 409 350 346 351 389 363 


* Dealers were not asked about sizes under 200 gallons but several listed them. 


TABLE 14 
362 Customers No. 2 Oil per Truck 
Large 
Cities 


399 366 265 362 


210 192 192 201 
119 99 82 106 
No. 4-5 Residual 2,412 3,325 3,601 
4,290 


New Mid- 


GAL./DROP BY SECTIONS England Atlantic Atlantic West 
179 206 208 200 


Middle South 
Atlantic Atlantic Midwest west 


83% 36 80 66 16 
12 21 12 7 13 


5 8 5 3 6 


Medium Small All 
Cities Cities Cities 
4.6 4.6 2.4 4.2 


7 
3 
0 
0 


1. 
1. 
- 
4. 


2,924 
4,194 


South Mid- 


3,909 4,379 


42 124 150 118 


TABLE 15 


Pacific 
North- All 
Sections 


33% 2% 5% 3% 


2 1 19 2 











one-fifth of the companies compute 
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the tickets in the office rather than 
have the driver do it at the time of 
delivery. 

This is a growing practice and it 
has had a lot of publicity just lately 
due to arguments with the Bureau of 
Weights and Measures in Washing: 
ton which now seem to have been 
cleared up satisfactorily. 

TABLE 20 measures the acceptance 
of tight-fill systems in the three prin- 
cipal areas where they are used. There 
were so few reported from the South 
Atlantic and Pacific Northwest that 
we omitted them from the table. 

There is some connection between 
the tight-fills and the use of pumping 
speeds as shown in TABLE 21. There 
is no direct correlation as we saw in 
the report last year, principally be- 
cause the real gains in delivery output 
are more closely tied with fast pump- 
ing which, of course, requires the 
tight-fill connection as a basis. 

The average pumping speed in all 
sections of the country is shown in 








_ the table to be 52 gallons per minute. 
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and this resulted in an average de- 
livery rate of 592 gallons per hour 
during the month of January. We did 
not carry this table into as much de- 
tail as we might because it was ob 
vious from some of the figures that 
dealers were not too familiar with 
their results on this point. However, 
we can observe that with the so-called 
high speed pumps operating at 70 
gpm and upwards, the January gal- 
lons per hour were 629 while those 
operating at 60 gpm and under aver- 
aged 583 gph. 


Among the incidental refinements, 
we find in TABLE 22 that 23% of all 
fueloil customers now pay their bills 
by a monthly equalized payment plan. 
Again we see that 22% of the report- 
ing companies offer budget insurance 
that will pay the balance of the year’s 
oil bill if the wage earner dies. 


Another incidental item shows in 
TABLE 23 that 44% of the companies 
use bracket pricing with the strongest 
emphasis in New England and the 
Pacific Northwest. By bracket pricing, 
we mean that their price per gallon 
changes with larger tank or drop 
sizes. The most common basis is to re- 
duce the price a half cent where the 
customer has 550 gallon storage capac- 
ity or is in position to take automatic 
deliveries in 400 gal. drops. 

The major oil companies are selling 
at the retail level 22% of the total 
No. 2 fueloil volume for heating. This 
is shown in TABLE 24 by sections. It 
is rather odd that this figure seems to 
be declining slightly in view of the 
fact that the major companies have 
been buying some of the larger in- 
dependent fueloil distributors—quite 
a few in fact. 

The only answer would be that 
they have been dropping direct dis- 
tribution in areas where they found it 
uneconomic, plus the fact that the 
independent distributor with his burn- 
er sales and service often has better 
luck in holding his account and gain- 
ing new ones on an individual basis. 

The second column shows that 62% 
of the reporting distributors are show- 
ing major brands on their trucks. This 
is the high point in this measurement 
in our studies of many years. Per- 
haps, it ties in with the first column 
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TABLE 16 
Size of Fueloil Trucks as Percent of Total Trucks 
—— TRUCKS NOW IN USE ————— 
Average 
City Sizes Under 1000 1500 2000 2500 Semi- Regular 
1000 «1499 1999 2499 & Up Trailer Truck 
NEW ENGLAND 
Large Cities 6% 36% 22% 36% _ 2190 
Medium Cities : 12 24 15 29 20% 2130 
Small Cities 8% 34 26 16 10 6 1679 
All Cities 2 16 29 19 26 8 2019 
MID-ATLANTI 
Metropolitan 
New York l 15 29 19 22 14 2018 
Other Large Citics .. 29 28 17 11 15 1808 
Medium Cities 7 30 19 11 18 15 1771 
Small Cities 11 32 19 12 16 10 1700 
All Cities 6 27 23 14 17 13 1807 
SOUTH 
Large-Medium Cities 9 69 12 l 2 1356 
Small Cities 6 47 23 15 6 3 1588 
All Cities 8 63 15 9 3 2 1426 
MIDWEST 
Large Cities 7 34 24 15 6 14 1631 
Medium Cities : 20 36 22 2 13 1708 
Small Cities 16 64 6 4 es 10 1247 
All Cities 10 39 22 14 3 12 1539 
PACIFIC NORTHWEST 
Large Cities 6 38 28 17 6 , 1642 
Medium Cities 14 48 21 13 2 2 1456 
Small Cities 25 49 9 5 4 8 1296 
All Cities 14 44 20 12 4 6 1482 
ALL SECTIONS 10 30 24 15 14 7 1716 
Their new Trucks will be Larger 
- SIZES THEY LL BUY THIS SEASON 
1000 1500 2000 2500 Average 
1499 1999 2499 > Over Size 
New England 29% 17% 54% 2374 
Mid-Atlantic .. 21 24 55 2424 
South Atlantic 8% 51 41 1917 
Midwest 29 36 35 1785 
Pacific Northwest 38 26 36 1746 
All Sections 11% 29% 28% 32% 1999 gal 
TABLE 19 TABLE 18 
Automatic Delivery Refinements Driver Incentives 
PERCENT Percent 
OF FUELOIL USERS of Percent 
Companies Companies Union 
On Have Compute Using Drivers 
Automatic Fill Tickets New Eneoland 17% 12% 
Delivery Signal in Office Metro. N. Y. 19 22 
New England 78% 94% 17% Other Mid-Atl. 27 20 
Metro. N. Y. 93 83 12 South Atl. 59 il 
Other Mid-Atl. 87 85 30 Midwest 37 22 
South Atl 55 2 20 Pacific N.W 15 77 
Midwest 53 56 18 All Sections 28% 24% 
Pacific N.W. 74 : 19 
1960 All Sec. 74% 65% 19% TABLE 20 
" Tight Fill Systems 
— a Percent of Percent of 
53°% of Drivers Work All Year Companies Customer 
Me- Using Connections 
Large dium Small _ All 
Cities Cities Cities Cities a ema _— one 
; . aaa ae ae) maa arge Cities t Te 
Mena Nt 49° 80% 35” Medium Cities. $7 76 
Other Mid-Atl. 35 60 81 56 on ee ee 94 
South Atl 49 49 88 Gi Rane, . Lag 
Midwest 48 43 87 58 uM OW 
Pacific N.W. 26 39 33 32 os t,o = 
1960 All Sec. 40% 49% 78% 53% ‘ool —~ ofl 32 
Medium Cities 71 69 
Small Cities 38 36 
and indicates that as the majors gain Total 58 50 
more branded distribution they are liane Gute 51 27 
less inclined to cultivate direct busi- Medium Cities 37 21 
ness Small Cities 15 ll 
’ Total 40 22 
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For some reason, we always leave 
until last in these summer studies, the 
sad job of reporting losses to other 
fuels. Of course, it is true as we see in 


TABLE 21 


Pumping Speeds Up 


PERCENT OF DEALERS USING THESE GPM RATES 


to 35 40 45 50 


60 70 80 


Gal. 
90 Avg. hour 


and up GPM Jan. 


TABLE 25 that we gained from other New Eng. 15% 12% 15% 21% 24% 2% 5% 6% 53 629 
. 2 5 58 641 
fuels more than we lost, but the B 5 my e. +4 , 7 o . 51 678 
trouble is that we mostly gained from Midwest 31 12 12 31 10 “ 45 482 
-_ Pacific Nw. .. 34 12 33 10 ‘es 11 ‘a 50 590 
ous All Sec. 14% 20% 9% 22% 16% 6% 10% 3% 52 592 
The losses in the past season are not money. The Midwest, with 28% of - a. PI 
the pores a have thee had but yaad the oilburners in use, had only 12% onthly Budge , 
are higher than the two previous of the Nec campaign funds and had of Com- 
LOT < 6 reve - ° “ . 
peri xs. TABLE 26, hi ywever, and the a much larger geographic area to in- ae Ofer 
accompanying charts put a lot more Bunce of Ceasnen Sale 
emphasis on the geography of this In conclusion, the several pages of on Budgets Insurance 
~obloan ’ ras ee New Eng. 25% 28% 
I ;' this report carry a fairly optimistic Metro. N. Y. 36 26 
Our big losses are in the Midwest and successful connotation. They sang om ay 7 = 
and they are proportionately strong show up a number of weak spots, and Midwest 25 23 
in the Pacific Northwest. Notice that as an industry we are working on — | a +A oe 
» . - 70 7/0 
if we combine the four units that them. They show that fueloil still has All Medium 2 26 
make up the total East Coast, the a great deal of strength in volume = — 44 
c , ° P x Ss pa Z 
losses this past season of 0.50% of and profits. There is nothing in sight wenee 2 


all users compares very favorably with 
0.59% lost the previous season. The 


particularly discouraging and we're 
getting estimates from major oil com- 


44°, Use Bracket Pricing 


PERCENT OF COMPANIES 


East Coast has advantages, of course, panies of a sustained though modest —— — wee All 
in that natural gas came later than in growth in fueloil demand through the New Eng. 90% 71% 60% 75% 
the Midwest and its average cost is decade of the sixties. care > a 55 
higher than fueloil. It is particularly It will be harder work than it was ces, i . 

important to notice that the East through most of the fifties, but the con on . ° * 


- 


Midwest 59 24 19 21 
Pacific N.W. 98 92 97 96 


Coast, with 63% 


of the nation’s oil- industry is conditioned to that situa- 


































burners, last year had 88% of the tion by now and is certainly showing All Sec. 56% 39% 41% 44% 
NFc cooperative advertising campaign more vigor as a result. This accounts TABLE 24 
£ aS d Majors’ Market Influence 
TABLE 25 or the goo Percent 
We gained from other Fuels 218,768 profit levels 5 aig 
WwW : , oO. 
e lost to other Fuels 136,545 as which will prob- Fueloil Dealers 
LOST TO - 1959-60 ably be main- ReneS a 
Gas Coal Electric Season - SAdion y Br + 4 
New England _ 8,108 259 283 8,650 tained through jors ane 
Mid-Atlantic 19.739 871 498 21,108 New Eng = 14% on 
Mid: Atlantic 3 21, another season, Metro. N. Y. 18 68 
South Atlantic 2,043 54 1,223 3,320 oO h M d A ] 
; articularly with ther Mid-Atl. 23 61 
Total East C 29.980 1,184 2,004 33,078 yes ce South Adi. +: 4 
eee , ag ee, oil prices becom- Midwest 36 63 
Midwest 83,259 192 2,502 85,953 . 
Pacific Northwest 4,457 14 5,765 10,236 ing more firm. Re oe ae 
All Sections 117,606 1,390 10,271 129,267 ca : ie 
Losses to all fuels 
129,267 or 1.4% of total operating 1960 LOSSES TO OTHER FUELS 
109,262 or 1.2 of total operating 1959 
98.023 or 1.1 of total operating 1958 AS PERCENT OF TOTAL CUSTOMERS 
133,352 or 1.5 of total operating 1957 , 
90,137 or 1.1 of total operating 1956 | | 
75,06 1.0 of total operating 1955 NEW ENGLAND p49 0.35% [3)'959-60 SEASON 
55,604 or 0.8 of total operating 1954 ag? 45% Ga'1958-59 SEASON 
46,065 or 0.7 of total o ating 1953 
32 734 or 0.6 ot seal aseniian 1952 METROPOLITAN ae 0.44% 
NEW YORK fHao36% 
TABLE 26 
L to Other Fuel MID-ATLANTIC ops 
osses TO er rueils ZITA 0.8 % 
SHOWN AS PERCENT OF TOTAL OIL USERS | 
Large Medium Small 1960 1959 SOUTH See 0.66 Ye 
Cities Cities Cities Total Total ATLANTIC KAAxay0.92% 
New Eng 130% 063% O15% 035% 045% i = 
Me NY 0.44 2 .. 044 0.36 MID-WEST 
Other Mid-Atl. 0.74 0.53 0.50 0.60 0.80 2.41% 
South. Atl 0.38 0.38 1.32 0.66 0.92 | 
All E. Coast 0.50 0.54 0.48 0.50% 0.59% PACIFIC NW 1.77% 
Midwest 4.30 Re 1.80 3.20 2.41 
Pacific N.W 1.28 1.98 2.22 1.77 1.49 
All Sec. 1.64% 1.39% 1.01% 1.37% 1.18% ALL SECTIONS 5 
re) ' 2 3 4% 

















Getting 
the most 
from 


Trucks 


Practical Considerations 
to control 
your Investment 


in rolling Stock 


by Henry D. Crane 


N ITS MOST ELEMENTARY phase the 
fueloil business is a trucking busi- 

ness. Naturally, it's much more than 
that too, for in another sense it’s a 
business of seeking profits out of mak- 
ing people feel better. But the big in- 
vestment, the larger items of expense, 
the impression made on the commu- 
nity, are all very much tied to moving 
a liquid fuel from an inconvenient 
bulk plant to a very convenient small 
tank at the homesite. 

It often has been said that the top 
management in a fueloil company 
should spend practically all of its time 
in popularizing oil as a fuel, in sales 
promotion and in seeking ways to 
maintain a firm and profitable market. 
Perhaps that’s true, but if so then the 
second level of management .. . call 
it the “Operations” management . . 
certainly finds its most rewarding goal 
in directing the big delivery units that 
go around the streets, with three ob- 
jectives: to serve customers well; to 
do a good job with the smallest possi- 
ble number of truck units; to get the 
maximum output from the minimum 
number of and highly 
trained men. 


competent 


The first step in organizing an ef- 
ective delivery system is to gain the 
fullest understanding of the geogra- 
phy of the market through the use of 
a well prepared map. Illustrated is an 
example of the type prepared by the 
late Harland Ragle for fueloil dis 
tributors. Through the use of radials 
and mileage 


circles the area has 
been divided into quarters and eighths 
and even smaller segments. There's no 
limit to the number of areas, zones or 
whatever you may call them, for use 
in making up loads of deliveries due 
or about to become due. 


How to use the Map 


The map serves first to locate the 
customer, next to show clearly the 
concentration of customers in each 
area and to facilitate the shortest pos- 
sible mileage for dispatching any in- 
dividual load. 

The center or axis of the map may 
be the central office of a company or 
it may be the bulk plant . 
times more than one plant in which 


. Some- 


case separate segments of maps may 


be mounted on the wall. It is quite 
common practice to assign specific 
colors to sections or grids of the map, 
either actually applying a light water 
color or spotting the customer loca- 
tions with tacks showing the zone 
color. Then a small clip with the same 
color can be attached to the custom- 
ers control or dispatching card for 
quick sorting in making up loads. 
There are about as many systems as 
there are companies, but they're quite 
simple to work out, once you get well 
started with a complete zoning map. 

Where a combination of colored 
zone symbols on the cards and color 
identification on the map is used, it is 
possible more often than not to work 
out a loop routing for the truck. 
Where the concentration of accounts 
is so strong that individual customer 
tacks are impractical, some companies 
use flat headed tacks with the num- 
ber of accounts written on the head 


of the tack. 


Weak Spots visible 


One of the greatest values in the 
use of map tacks is that the distribu- 
tor can quickly see where he’s weak- 
est. He has two choices: put on a con- 
centrated sales drive to install new 
equipment in the area or through per- 
sonal solicitation build up his oil sales; 
if his attempt in that direction is less 
than satisfactory he may drop those 
accounts where the mileage is too 
great for the returns. 

Again, through the use of zone 
identification on the customer control 
cards, the dispatcher has the greatest 
flexibility in filling his loads. If a par- 
ticular zone or grid doesn’t call for a 
full load on a Tuesday he can either 
pull forward those due in the next 
day or two... or he can move across 
a line and catch the Tuesday deliv- 
eries of the neighboring zone. 

A full application of map routing 
will almost totally eliminate deliveries 
on Saturdays or Sundays and cut 
overtime generally to a minimum. Not 
only that, but at the peak of the sea- 
son any slack spot through a warm 
spell can be filled by pulling a lot of 
the “about due” deliveries ahead for 
a couple of days. This is, however, a 
rather costly expedient since it cuts 
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the drop size, but it’s well to do it for 
two or three days to sort of “feel out” 
the weather ahead. Longer than four 
days is wasteful and it’s better to lay 
off some of the drivers and drop back 
to actual degree-days for dispatching. 


Routing and Dispatching 


In the fairly thin areas of the map, 
not the worst, but where costs are 
O.K. if they are handled right, a num- 
ber of companies now are using a com- 


bination of degree-day and route sys- 
tem. They spot one house, usually 
with the lowest “K” factor, and let it 
control the route. When that house 
needs oil, the driver makes a circuit 
of all the other accounts in that thin 
zone, Certainly the average drop size 
is reduced by this method. But when 
you notice that the over-all cost of 
operating a truck and driver is about 
ten cents a minute, there is a point of 
diminishing returns in scattered areas 
if only the drop size is considered. 

In the “routing” and “dispatching” 
of trucks we have some very elemen- 
tary considerations but they are some- 
times overlooked. The two words are 
used rather loosely, but combined they 
include determining the quickest route 
of travel from the loading point to the 
best concentrated delivery points, as- 
suming always a full load, plus the 
skill of the dispatcher in getting each 
day's planning done enough in ad- 
vance so there can be no starting de- 
lays 

Naturally, the smaller trucks with 
the slower speeds should be used for 
the shorter mileage routes with con- 
centrated accounts. In turn, the larger 
the truck's capacity and the greater its 
speed, the better to use it on longer 
layouts. There’s a formula on this 
point, often used as a rough guide: 


Gallons Capac ity 
of Truck 


maximum radius 
200 


Gallons Capacity 
of Truck 
maximum round 
100 trip mileage 


This says, in effect, that a 2,000 
gallon truck should not go out of a 10 
mile radius from the plant, nor be 
used for more than a 20 mile round 
trip. Some large outfits with high con- 
centration will beat those figures con- 
siderably, but they're valid for an 





average situation. 

As far as practical, it is considered 
best to fully utilize your larger and 
faster units to the limit of their ca- 
pacity, leaving the smaller ones idle 
in the lighter delivery seasons. Even 
though your big-truck costs may seem 
heavy because of the high depreciation 
figure, a close study will usually prove 
that their cost per gallon delivered is 
lower including the high depreciation 

. even when matched against the 
smaller, older units that have been 
fully depreciated on your books. 





The average actual performance of 
any truck fleet should be continuously 
improving under an alert management 
because we must assume that some 
effort is constantly being made to ar- 
rive at closer custom concentration by 
intensive sales development. 

The minimum number of trucks 
and drivers that may be needed from 
day to day should be determined in 
advance as far as possible, and plans 
made. Industry standards, assuming 
again a well managed company of 
average size, point to a full working 
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. . . « Getting the most from Trucks 


day of 8-10 hours accomplishing these 
results: 


Truck Size, Trips per Day, Daily Output, 
allons Retail Gallons 
1,000 4 to 6 4000/6000 
1,500 3 to 4 4500/6000 
2,000 24 to 3 5000/6000 
2,500 2 to 3 6250/7500 
3,000 2 to 244 6000/7500 
Here you have considerable flexibil- 

ity, for you must take into account 
the weather and road conditions, the 
relative concentration of accounts and 
the degree to which delivery equip- 
ment has been modernized . . . through 
such facilities as fill signals, tight con- 
nections, loading and pumping speeds, 
ticketing practices. 

Incentive systems for the drivers 
usually will pay their cost and keep 
folks pretty happy, but often there are 
local conditions that prevent the use 
of incentives. Even so, it is only ele- 
mentary to set up some kind of stand- 
ard of driver performance so at least 
the boss knows which men are the 
more profitable to keep in slack peri- 
ods or seasons. 

The top performance records of the 
particular trucks or individuals would 
obviously be the first yardstick from 
which to judge less productive trucks 
and men. The boss should never set 
standards for his own use or for the 
men’s guidance that are out of range, 
yet they should be high enough to en- 
courage the best results. They should 
also be set at a point where any ex- 
traordinary effort will pass them—for 
the driver's encouragement. 

The dispatcher is tied to truck and 
driver performance nearly as closely 
as the men themselves. It pays to pro- 
mote understanding and confidence 
between the two. The dispatcher is 


responsible for, or must at least take 
into account, the number of stops and 
their concentration, the natural geo- 
graphic barriers, trafic congestion, 
surface transportation lines, railroads, 
bridges, parkways, waterways, stop 
lights, one way streets . . . plus street 
or road conditions due to weather. 
As we have seen, there must always 
be a full load leaving the rack. If 
after every plan has been completed 
for the trip a full load is still lacking, 
it is often possible to add additional 
stops by making an updated call on 
automatic delivery accounts with large 
tanks or even with 275 gallon tanks, 
if theyll soon be ready. The loss in 
taking out a partial load is greater 
than the loss in making a few under- 
sized drops. 
At the end 
planned there may still be a surplus 


of a load as originally 


on the truck. If it’s under 100 gallons, 
ignore it. But it may be considerably 
more due to refused deliveries, not-at 
homes, Cop problems and such. The 
driver should call the office by radio 
or phone. He will probably be told to 
do about the same things mentioned 
in the last paragraph, but the dis- 
patcher should always be alerted to 
such possibilities and ready with sug- 
gestions. Remember, the truck even if 
idle is costing 10¢ a minute. 

In that connection, some fueloil dis- 
tributors get small maps printed just 
like the big one on the wall. These 
can be printed in quantity by photo- 
offset at Then the dis 


patcher, in periods when operations 


small cost. 


are unsettled, can use one of these 
maps daily. He marks it up to show 
the day's routing for the several trucks 
and he can better “feel” the situation 


if a driver calls in, can give him 
quicker answers. That’s particularly 
true where there’s an unexpected de- 
velopment, and he quickly knows 
which driver can best fit the need 

Some companies keep a record in 
the form of a “Load Factor” calcu- 
lated from a formula: 

Gallons Delivered x 

100 
- Load Factor 
Number of Trips x 
truck Capacity 

Thus if 6,000 gallons were deliv- 
ered in three trips with a 2,000 gallon 
capacity truck . . . you can figure it 
out .. . the factor would be 100% 
This is so easy to calculate that it 
would be well to keep a running daily 
record of this factor for each truck 


An important Consideration 


There’s one very important consid- 
eration in getting the most out of your 
truck haven't 
touched on at all. That consideration 


investment that we 


is, strangely enough, the customer. He 
or she can give you a lot of trouble, 
can slow you down, and yet must 
never be offended. This is a major re- 
sponsibility of management. 
Naturally you want every good 
credit customer on automatic deliver- 
ies, but always a few don’t like it, so 
you humor them or drop them 
Changing their minds is a selling job 
Cop’s may be broke at the moment, 
so no oil. That can be helped by phon- 
ing them two days ahead and an- 
nouncing which day and about what 
time the truck will be there. If the 
sales department can convert Cop's to 
budget accounts with payments start 
ing in June, you're in great shape 
Calculating the tickets in the office 
rather than onthe truck is a fast-grow- 
ing practice and a real time saver but 
some customers won't like it until 
they're “educated” 


tages for all concerned. 


to see the advan- 


In conclusion, we can concede that 
this article described or ex 
plained any process or philosophy that 


hasn't 


hasn't been used for years by some 
of the distributors 
over the country. Yet it may be help- 
ful in the sense of going back to base 


stronger fueloil 


to see if we have drifted away from 
some of the fundamentals. 


September 
1960 











Incentive System developed by Sinkler, Inc. 


gives monthly Bonuses to Drivers 


making efficient Use of modern delivery Equipment 


How 
fueloil Drivers 
earn more 


by John W. Schulz 


A FUELOIL DELIVERY truck capable 
of highl 


highly efhcient performance 
n be turned over to the man sup- 
posed to operate it, but he does not 
necessarily have to put it to work at 
ts maximum potential. 

For a fact, | know of an instance 
involving an electrician starting to 
work in a large factory employing 
dozens of electricians. 


This man’s first words to his new 
foreman were, “I can work fast or I 
can work slow. How am I supposed 
to work in this place?” 

It's the same way with operators 
of modern fueloil trucks. They can 
work the trucks properly fast, or they 
can diddle and dawdle and work the 
trucks slow. 

True, some fueloil truck drivers 
really enjoy being in charge of the 
latest, the best, in modern delivery 


eloil & 


liters 


equipment—and find personal grati- 
fication a sufficient reward for their 
diligence related to using the equip 
ment strictly as it should be used. 

However, gratification alone is not 
enough as a prize in a business world! 
Fueloil truck drivers who pride them- 
selves on the efficiency with which 
they work, who make a high point of 
avoiding loitering and any outright 
waste of time, seem to deserve some- 
thing more tangible, by way of re- 
ward, than just the gratification. 

Those are the ideas, at least, of 
many executives in charge of the op 
eration of fleets of fueloil delivery 
trucks. It’s a matter of permission, not 
compulsion, according to some of these 
executives. If a man wants to work 
at a subnormal pace, permit him to, 
and pay him the normal and regular 
income he’s supposed to get. Or per- 
mit him to work in an exceptionally 
efficient way, in which he can take 
pride and enjoy gratification . . . and 
if he does this, pay him more because 
he produces more. 

That's the general idea of incentive 
systems, which provide greater pay or 
bonuses for men who produce more. 


Albert Woosnam, president of Sinkler, 
Inc., which started in the fueloil busi- 
ness in 1947 with Wendel S. McMurray 
as secretary-treasurer. Al Woosnam 
developed the truck-operator incentive 
plan described in detail in this article. 
Use of the plan, together with high- 
speed pump loading and unloading 
equipment, permits six Sinkler fueloil 
trucks to deliver five and one-half mil- 
lion gallons of fueloil a year in a 
locality not conducive to high gallon- 
age per year per truck. 
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This form was developed by Albert Woosnam, and is used 
by Sinkler, Inc. as the basis of its fueloil truck operators’ 
incentive plan. The only information needed from the driver 
is the date, the number of hours he worked, and figures for 
the four, numbered columns under “Driver information.” 
os conversion tables, office workers quickly translate the 

driver information of columns 1 to 4 into hours (and minutes) 
of credit . . . see “Office Information" columns 1 to 4. 

Truck miles are divided by 20 to get hours of credit for 

miles travelled (or for driving time). Gallons of oi! delivered 


are divided by 3,500 to get hours of credit for gallons (for 
time the pumping into truck and pumping off truck takes). 
Number of customer stops is multiplied by three minutes; 
result is converted to time in hours and minutes. Bulk plant 
trips is multiplied by ten minutes; result is converted to 
hours and minutes. Each day, one hour time is allowed for 
the miscellaneous activities listed in the text of the article. 

Totalling columns 1 to 6 gives the number for column 8. 
Comparing columns 7 and 8 gives the plus or minus figures 
for column 8, which are totalled each month. 





A few years ago, Al Woosnam, 
president of Sinkler, Inc., Southamp- 
ton, Pa., started pondering over these 
problems. In every way possible, he 
was starting modernization of his fuel- 
oil handling and delivery equipment. 
He was spending a fortune on new 
equipment for fastest feasible flow of 
fueloil into trucks at loading racks, 
and fastest feasible flow of fueloil 
from his trucks into his customers’ 
storage tanks. 

Of the firm belief from the start 
that the latest, most modern in fuel- 
oil delivery equipment would not be 
used at its maximum potential unless 
the drivers made a high point of using 
it properly. Woosnam concentrated 
on what he could do to please his 
truck drivers. That is, he aimed to 
reward them financially for using the 
new fueloil delivery equipment as it 
should be used. That would provide 
an incentive for using it properly. 

While being interviewed recently 
as data for this article were being ob- 
tained, Al Woosnam made the point 
that an incentive system for fueloil 
delivery cannot be exceedingly simple. 

“If he’s paid a bonus on a gallonage 
basis,” Woosnam said, “‘a driver wants 
to make only big-drop fueloil de- 
liveries. If he’s paid a bonus on a per- 
stop or per-delivery basis, naturally 


68 


he wants to make many, small de- 
liveries.” 

Woosnam wound up with the de- 
termination to provide bonuses geared 
to the efforts his drivers 
whether drops of fueloil were small 
or large, and whether distances the 
trucks had to travel were small or 
great. 

Seemingly he has achieved his ob- 
jective in a highly outstanding fashion. 
His incentive system has been in use 
more than a year and a half. The 
success of the system, plus the switch 
to high-speed pumping for truck load- 
ing and unloading, now permits six 
delivery trucks to do the work done 
previously by eight trucks. 

Before starting to plan his incentive 
system, Woosnam studied records of 
his fueloil truck performance for the 
previous five years. He spent days and 
days following fueloil trucks making 
regular deliveries, and with the co 
operation of the truck operators he 
gained vast amounts of data and in- 
formation. 

Much of the material he gathered, 
he now emphasizes, applies strictly to 
his methods of operation, his locality, 
his type of customers, and his types 
of oil-handling and trucking equip- 
ment. Bear that in mind as you con- 
tinue reading this article. 


made, 


However, whereas the numbers that 
follow in this article may not be suit- 
able for use by fueloil retailers other 
than Sinkler, Inc., the pattern of the 
incentive plan to be described is high- 
ly suitable for many oil companies. 

One of the first things that Al 
Woosnam said is that in his company 
he finds no difference between 2,000- 
gallon and 3,000-gallon fueloil de- 
livery trucks, in ability to do work. 
In a company where that’s not the 
case, because operating conditions are 
different from Sinkler’s, Woosnam’s 
incentive system still can be used— 
using adjustment ideas to compensate 
for the greater or lesser effectiveness 
of trucks of different sizes. 

In studying the actual performance 
of Sinkler delivery trucks as one of 
his preparatory steps for setting up 
his incentive system, Woosnam used 
a stopwatch. 

Here's an idea of one set of studies 
he made using the stop-watch. As a 
fueloil truck arrived at a customer's 
house to make a delivery, he would 
observe its wheels closely. The very 
instant the wheels stopped moving, 
he'd snap the button of the stop-watch 
to start it at counting off time in 
seconds, 

Next, the instant fueloil started 
flowing into the customer's tank, he 
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stopped the stop-watch. He made a 
note of the elapsed time. Next, he 
used the stop-watch to measure the 
number of seconds that went by from 
the time the flow of fueloil into the 
customer's tank stopped, and the time 
the wheels of the truck started as it 
was driven away 

Adding the two time intervals, he 
found out the length of time the truck 
was stopped at a customer's house, 
with time deducted for the number of 
seconds that oil was flowing from the 
truck into the customer's tank. 


Total delivery Time 
This works out to be the time a 


truck is stopped at a 
excluding the time oil is 


customer's 
premises 
actually being delivered into the cus- 
tomer’s tank. Many, many studies of 
this detail caused Woosnam to arrive 
at a thumb rule: Total delivery time 
(truck stopped at a 
premises) , 


customer's 
excluding the time oil is 
flowing from the truck, amounts to 
35 minutes for 11 stops. 

Further simplified, this is actually 
used as: A truck can be expected to 
be at a customer's house for three 
minutes more than the time fueloil 
actually is being delivered . . . 
ing from the truck. 


is flow- 


As for the pump-off time, that’s 
based on the 80 gpm at which Sinkler 
trucks actually deliver No. 2 oil into 
customers’ tanks. Delivering 200 gal- 
lons of oil should involve, on this 
basis, two and one-half minutes for 
actual pump-off time. Add to that the 
three minutes just discussed (as the 
time a truck may be at a house while 
no fueloil is flowing from it), and you 
expect a truck to be at a customer's 
premises for five and one-half minutes 
to deliver 200 gallons of oil. 

This system takes into account time 
needed for loading a truck at the bulk 
plant. That's based on loading rate of 
250 gpm (to load 2,500 gallons of oil 
would take ten minutes) plus ten 
minutes the truck is at the bulk plant 
while no oil is flowing into it. 

Extensive on-the-road studies indi- 


into driveways, etc. The actual time 
interval starts when the wheels of the 
truck start moving at the bulk plant 
or a customer's premises, and ends 
when the wheels stop moving at the 
next customer's premises or at the 
bulk plant. 

On this basis, a truck may travel 
120 miles a day according to its odo- 
meter, for example, and the driver 
then is expected to have been driving 
the truck six hours. This seems to be 
a highly realistic basis for the Sinkler 
delivery operation. 

It's expected that the truck operator 
will give one hour per day to mis- 
cellaneous items. These include 30 
minutes per day for sorting delivery 
tickets, a 10-minute coffee break in 
the morning, and a 10-minute coffee 
break in the afternoon, and 10 
minutes additional to round things off 
and make a total. miscellaneous time 
of one hour. 

A driver may do nothing during 
some of the time he’s supposed to be 
working; that’s called “Lost Time” 
in this system. If the time is lost 
through no fault of the driver, it’s 
called “Justified Lost Time,” and with 
this system the driver gets credit for 
having put in the time. 

“Justified Lost Time™ may include, 
for example, time spent waiting for 
red-tape delivery tickets to be signed 
at a housing project, equipment-break- 
down time, time a truck is stuck in 
mud of temporary roads of new con- 
struction, and time to make necessary 
repairs or adjustments to a truck or 
the oil-handling equipment on it. 


“Lost Time” is not justified, is not 
a credit to the driver, if he caused it 
needlessly. He does not get credit for 
an entire half hour or hour spent, for 
example, delivering oil on a Cop basis. 

The time taken for both loading 
and unloading a truck is accounted 
for simply, in Al Woosnam’s system, 
by dividing the number of gallons of 
No. 2 oil handled by a truck during 
any working day by 2,500. Thus if a 
truck delivers 7,000 gallons of oil in 
one day, it’s figured that two hours 
were given to loading the truck, and 
to unloading it. 

Sinkler has one truck that unloads 
at a rate lower than 80 gpm. To com- 
pensate for this, a gallonage factor of 
3,000 is used instead of the usual 
gallonage factor of 3,500. 

The same truck sometimes delivers 
No. 1 oil, of which Sinkler handles 
an exceedingly small gallonage. This 
is not only pumped from the truck 
at a rate lower than 80 gpm, but 
also is loaded into the truck by a 
bulk-plant pump handling less than 
250 gpm. To compensate for both 
the slow loading and the slow un- 
loading of No. 1 oil handled by this 
truck, a gallonage factor of 2,200 is 
used (instead of 3,500). 

Thus slow unloading of any par- 
ticular truck is easily taken into ac- 
count by using a gallonage factor 
lower than 3,500. Slow loading of 
any particular grade of oil is taken 

According to this system, a working 
day for a truck operator could con- 
sist of the following, expected activi- 
into account the same way. 


Headquarters of Sinkler, Inc. is in pleasant, country-like surroundings in beautiful 
Bucks County, Pa. Sinklier handled Atlantic fueloil from the time it entered the 
fueloil business in 1947, takes pride in handling an outstanding, name product. 
Sinkier handles a full line of oilheating and airconditioning, including Chrysler- 


cated to Al Woosnam that while one 
of his trucks is on the road traveling. 
it can be expected to go 20 miles-per- 
hour. That includes necessary stops in 
trafic, stops for red lights, backing 


Airtemp equipment for heating and year-round conditioning and Quiet May oil- 

burners. It does well in airconditioning; in October, 1959, Al Woosnam and his wife 

won a deluxe trip to Rome and Paris, all expenses paid, as the outstanding and 
most active Chrysler-Airtemp dealer in the area. 
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Proud of its complete facilities and well-trained personne! for installing and servic- 
ing oilheating and airconditioning, Sinkler has just started using this high-powered 
vacuum cleaner for boilers and furnaces, made by Delamater, Rockford, Ill. “It 
puts on a great show!" say these men who enthusiastically operate it. "When we 
start it up, the big tube acts like a constrictor snake. Kids can get scared and 
run, women can let out a scream, and then many people will study it in operation, 
and find out which fueloil company povides this ultra-modern cleaning service.” 


ties—and hours would be listed to 
credit the activities in this way: 


Truck A 
Hours 
Activity Credit 
Truck travels 60 miles 3.0 
Deliver 7,000 gallons oil 
40 customer stops 
Six bulk-plant stops 
Miscellaneous 


Total Hours 9.0 


Truck B 
Hours 
Activity Credit 
Truck travels 80 miles 4.0 
Deliver 5,250 gallons oil 1.5 
30 customer stops 1.5 
Three bulk-plant stops ) 
Miscellaneous 1. 
Justified lost time 


Truck C 
Hours 
Activity Credit 
Truck travels 110 miles 5.5 
Deliver 3,500 gallons oil 1.0 
20 customer stops 1.0 
Two bulk-plant stops 3 
Miscellaneous 1.0 


Total Hours 8.8 


As you can check in these ex- 
amples, “Activity” numbers are trans- 
lated easily, quickly, and simply into 
“Hours of Credit” numbers by these 
simple steps: 

1. Divide miles of truck travel by 
20 to obtain hours credit. 
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2. Divide gallons of oil delivered by 
3,500 to get hours credit. 

3. Multiply number of customer 
stops by three minutes to get credit 
time in minutes; then divide by 60 to 
get hours credit 

4, Multiply number of bulk-plant 
stops by ten minutes to get credit time 
in minutes; then divide by 60 to get 
hours credit. 

Each day and no matter how many 
hours the driver actually works that 
day, one hour credit time is listed for 
miscellaneous 

Suppose the drivers of these three 
trucks each worked eight hours on 
the days for which the activities are 
listed above. The drivers of trucks 
“A” and “B” each performed activi- 
ties expected to take nine hours—and 
each of these drivers obtained credit 
for nine hours of activity. On this 
basis, on this particular day each of 
these drivers would gain an extra one- 
hour's pay as a bonus for doing in 
eight hours what is considered nine 
hours’ worth of activity. 

The operator of truck “C” would 
obtain for this day extra pay for eight- 
tenths of one hour, if he did the work 
listed above in eight hours. 

Actually, however, daily plus or 
minus credit differences are totalled 


up against each other for each month. 
If a driver in effect loses out by one- 
half hour on one day (performs 7.5 
hours of work in eight hours, for ex- 
ample) and gains a one-half hour 
credit the next day (does 8.5 hours of 
work in 8.0 hours), then the one-half 
hour plus and the one-half hour minus 
cancel each other. 


Drivers gain 


Drivers have everything to gain and 
nothing to lose through the use of this 
Woosnam system . . . because if at 
the end of a month a driver's per- 
formance is below par for the system, 
he is not penalized financially. He's 
paid at his proper rate per-hour of 
actual work for the month, anyhow. 

Most months, typical drivers wind 
up with bonuses. For the busy months 
of December, January, and February, 
bonuses have averaged $22 per month 
per driver. 

Al Woosnam has taken definite 
steps to minimize driver fatigue. He 
finds it greatly advantageous to have 
only one seat in the cab of an oil truck 
to permit the driver to leave and 
enter either side of the truck easily. 
This saves many steps per day for the 
driver, and also works out to be a 
safety feature as it encourages leaving 
a cab through its curb side instead of 
the side on which other vehicles are 
passing. 

Woosnam finds that locating the 
ticket printer in the cab is a “labor 
saving luxury” for the driver—and it 
keeps tickets clean and dry in bad 
weather. 

He believes in double hose reels for 
oil trucks; a reel on each side permits 
delivering with equal ease from either 
side. 

Each oil truck and service truck 
operated by Sinkler, Inc. is radio- 
equipped. The oil truck operators like 
radios because they save time; the re- 
sult is a greater bonus for a driver. 
Another advantage of a radio in an oil 
truck, the Sinkler organization finds, 
lies in its taking a certain amount of 
responsibility from the driver. He can 
talk to the office regarding a problem; 
can ask the office to make a decision. 
That can be important to a driver who 
finds that a Cop customer wants to 
give him a check . . . instead of cash. 
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The name Evangelista Torricelli gets into the Act when a Serviceman 
buckles down to a Study of Problems of Pumps and suction-line Vacuum 


Servicemen must know 
about Vacuum and oil Pumps 


by W. B. Adams 


pb ag who do well at their 
everyday work of adjusting and 
repairing oilburners often get a bit 
twisted up considering and solving 
practical problems related to fueloil 
pumping, suction-line vacuums, at- 
mospheric pressure, etc. 

A reader's problem came in re- 
cently from a serviceman who wrong- 
ly believed that an oilburner pump 
cannot develop any vacuum in a suc- 
tion line afflicted with even a teensy- 
weensy air leak. For details, see p. 
110 of the August issue of FUELOIL 
@ Om Heat. Here the serviceman 
was told that fortunately a pin-hole 
leak in the suction line of a 70 gph 
burner does not prevent burner op- 
eration, and that the two-stage pumps 
of many domestic burners and com- 
mercial burners do especially well on 
jobs with slight suction-line air leaks. 

Also in the August issue starting 
on p. 36 was a short discussion of 
a wrong idea certain servicemen are 
inclined towards. They wrongly think 
that using a larger suction line on an 
outside tank job, say a 4” copper 
tube line instead of a 4%” line, makes 
an oilburner pump work harder. They 
wrongly think that letting an oil 
pump obtain suction-line oil easily, 
through a larger than usual size suc- 
tion line, overworks the pump and 
may ruin it or wear it out. As the 
discussion in the August issue points 
out, the opposite is true—you are 
kind to a pump when you provide it 
with a suction line larger than the 
usual size. 

Show certain servicemen a draw- 
ing like accompanying Diag. 1, and 
ask them what's the “length of run” 
of the suction line . . . and they'll 
wrongly say it’s the horizontal dis- 
tance from the suction-line stub in 


the oil tank to the oilburner. Actual- 
ly it’s the number of feet of copper 
tubing which forms the suction line. 
You've got to know that fact to make 
proper use of tables and instructions 
issued by manufacturers of oilburners, 
pumps, and fuel units. 

Next, what's the “lift” in Diag. 1? 
It is not the distance from the bottom 
of the oil tank to the highest point 
in the suction line, as some service- 
men state in answers to examination 
questions. The maximum “lift” that 
occurs in Diag. 1 is from the bottom 
of the suction-line stub in the oil tank 
to the level of the oil pump on the 
burner. That's the lift the pump 
works against just before it runs out 
of oil. It’s marked in Diag. 1. 

Now, here’s a doozy of a question, 
which it’s really unfair to put to even 
Sparky, the self-proclaimed world’s 
best oilburner serviceman: How is it 
that even an excellent oil pump of a 
domestic burner cannot do as well at 


lifting fueloil when it’s working at 
a high altitude as when it’s working 
at sea level? 

Asked that question when he last 
was in the New York office of FugL- 
om & On Heat, Sparky went into 
a rage and shouted, “If a darn good 
pump can’t do as well at a high al- 
titude as at sea level, then there’s 
something wrong with the laws of 
nature, and things should be different 
than they are!” 

He explained that he likes good oil 
pumps and he wants them to get the 
same breaks and advantages every- 
where, located high up on mountains 
and as low down as they can be. 

That puts me in mind of the dif- 
ference between two men, each of 
whom needs a psychiatrist. One man 
is a psychotic, the other is a neurotic, 
and while they have the need for a 
psychiatrist in common, they are dif- 
ferent in this way. 

The psychotic says, “Two and two 
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“Lift” is the difference in level between the bottom of the suction-line stub in the 
oil tank, and the oil pump on the burner. Hills and terraces outside of homes often 
cause oil tanks to be considerably below burners, as is the tank in this drawing. 


The princi 
assist ho! 


of running the return line down to the bottom of the oil tank to 
g prime during oilburner “off” periods, shown in this drawing, was 


explained in detail in a feature article that starts on p. 54 of the April, 1960 
issue of Fueloil & Oil Heat. For simplicity, there cre no shut-off valves, filter, 
check-valve, etc. in the drawing . . . though an actual installation needs them. 
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. . - « Pumps and Suction-line Vacuums 


don’t total up to four.” 

The neurotic says, “Two and two 
do make four. But I can’t stand it.” 

Another letter about suction-line 
vacuum appeared in the August issue 
of Fo#ou on p. 86. A Chicago serv- 
iceman reported pump vacuums as 
high as 12” and asked if these would 
not be lower if his boss used gate 
valves in suction lines instead of globe 
valves. He was told that the use of 
his idea would not drop the pump 
vacuums by even 1/7”, and that today 
vacuums of 12” are nothing to worry 


about. 


Here’s a Solution 

To handle these problems, oilburn- 
er men need a certain amount of 
understanding and know-how. They 
must be able, for example, to use the 
facts in accompanying TABLE I and I 
for solving the problems of such an 
outside tank installation as is shown 
in Diag. 1. 

TABLE | gives friction loss for oil 
flowing through copper tubing . . . in 
terms of vertical static head, for oil 
pumps and fuel units handling No. 2 
oil at pumping rates of 30 gph and 
50 gph. The viscosity on which the 
figures are based is 50 Ssu at 68°F. 

TABLE Il applies to fueloil at 40° 
API, corresponding to 0.822 specific 
gravity. Gravities of No. 2 oils run 
from about 30° to 45° Apt. 

The facts in TABLE I and u can be 
used many ways. They reveal if a 
new installation needs a ¥%”, 7”, or 
¥%” suction line. They can help de- 
termine if an already installed suc- 
tion line is undersize, and is the cause 
of excessive pump vacuum with an 
oilburner firing normally (suction line 
valve open, of course). They may 
indicate that on a high-vacuum job 
the suction line is large enough, and 
that a kink or stoppage in the suction 
line may be responsible for the high 
vacuum. 

The facts in the tables may turn 
out to be a warning about an oil- 
burner being located so high above 
its oil tank that the pump on the 
burner cannot be expected to lift the 
oil dependably; certain installations 
need fuel-transfer units or pump-sets 
to push oil up to ceiling-mounted 
horizontal furnaces fired by pressure 
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burners, for example, because oil can- 
not be raised great, vertical distances 
by suction or vacuum. 


Using the Tables 


Here are examples of using TABLES 
1 and w for installations using No. 2 
oil. 

On a certain installation, the suc- 
tion line consists of 40 ft. of 3%” 
copper tubing. Pumping rate is 30 
gph. The “lift” (see Diag. 1) is eight 
feet. How much vacuum will the 
pump develop with the burner run- 
ning normally . . . with the oil at 
the lowest level in the tank that per- 
mits burner operation? 

The factor of 1.9 is listed in TABLE 
1 for 30 gph flow rate and per 10 ft. 
of %” copper tubing. Multiply 1.9 
by four because the suction line is 
40 ft. long, and you obtain 7.6 ft 
as the head of oil corresponding to 
the friction loss of the oil flowing 
through the ya” 

Simply add that 7.6 ft. to the 8 ft. 
of “lift,” and obtain 15.6 ft. of total, 
equivalent lift for this installation. 
Now use TABLE Ii to find out the 
required vacuum. It turns out to be 
more than 10” but less than 12” in 
this table. 


copper tubing. 


Another example: What vacuum 
will a pump develop when the oil 
tank is nearly empty, but the burner 
is running properly, under these con- 
ditions? Suction line consists of 70 ft. 
of %” tubing; flow rate is 30 gph; 
“lift” is 10 ft. 

From TABLE |, you find the factor 
of 1.9 per 10 ft. of %” tubing. Mul- 
tiply this by seven because the suc- 
tion line is 70 ft. long, and you get 
13.3 ft. as the head of oil correspond- 
ing to the friction loss of this suction 
line. 

Add that 13.3 ft. to the 10 ft. of 
“lift,” and obtain 23.3 ft. as the total, 
equivalent lift of the job. Use TABLE 
il to find the inches of vacuum that 
jibes with 23.3 ft. head of oil. You 
learn that a vacuum greater than 16” 
must be developed. Actually about 
17” must be developed, as you can 
figure out by interpolation. 

That's vacuum. You 
should not design for suction-line 
vacuum that high. Therefore switch 


excessive 








TaBLeE I 


Loss in Feet of Head 
per 10 ft. of tubing 


Size Inside Flow Rate Flow Rate 
Tubing Diameter 30 gph 50 gph 
%” =.311" 1.9 3.3 
4" 430” 6 ‘9 
Ya” i i 7 4 


Tubing 








to the idea of using a Yy” suction 
line. From TABLE 1, friction loss for 
the 70 ft. of 42” tubing comes out 
as 4.2 ft. (7 x .6—=4.2). Add the 
10 ft. of “lift,” and you get 14.2 
total, equivalent feet. Look at TABLE 
it, and you find that this corresponds 
to a design, suction-line vacuum only 
slightly more than 10”. On a com- 
mon-sense basis, that’s entirely all 
right. 

To go further in dropping the 
vacuum, you could plan on using a 
Ya” suction line. You'd arrive at a 
design vacuum less than 9”. Actually 
it's not necessary to use a ¥%” line 
in this instance . . . YQ” is large 
enough. 

The figures in accompanying TABLE 
1 and ut are from Bulletin FU25, is- 
sued by Webster Electric, well known 
for its line of “Servicesaver Fuel- 
Units.” Bulletin FU25 contains ex- 
cellent, full details on proper suction- 
line sizes, fuel-unit adjustments and 
field tests, and service instructions. 
Wise servicemen study and learn all 
the facts in it. 

This sentence appears in many of 
the instruction sheets issued by Web- 
ster Electric: 

“Suction lines should not be less 
than %” O.D. copper tubing when 
tank is above burner, or 72” copper 
tubing when tank is below burner.” 

These words apply mainly to do- 
mestic installations of the kinds en- 
countered ordinarily, Using the data 
in the tables, you quickly learn that 
extraordinary installations may need 
¥4" suction lines because of uncom- 
monly high pumping rates (perhaps 
the 50 gph listed in TABLE | for a 
high-capacity fuel unit), or uncom- 
monly high oil lift, or suction lines 
unusually long (say longer than 70 
ft.). 

Here are a few thumb rules re- 
garding suction-line sizes: 
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Taste II 
Relation between Vacuum and Vertical Lift 
40° API Fueloil at 68°F. ———_—______ 
Inches of 
Vacuum 2 6 8 10 12 14 16 18 20 
Lift 2’9” “6” so" 197? tr we ee | cee US Ce 











1. Aim usually for a design vacuum 
(with the oil tank nearly empty) no 
higher than 10” . . . if you can cause 
the vacuum to be that low by install- 
ing a large-enough suction line. That 
is, if the suction-line vacuum is con- 
siderably higher than 10” only be- 
cause of the small size of the suction 
line, then a large suction line should 
have been installed. 

2. If high lift inevitably causes the 
suction-line vacuum to be higher than 
10”, a design vacuum up to 15” may 
be all right . . . particularly if the 
burner has a two-stage fuel unit. 


Fuel-transfer Unit 


Although certain installations 
run properly and dependably with 
suction-line vacuums up to 18”, aim 
to avoid designing for suction-line 
vacuums appreciably above 15”, as 
too often this leads to trouble. Be 
on guard for oil lift that’s excessive 
on a vacuum basis. You may en- 
counter it when planning a new in- 
sallation for a super-market, garage 
or factory which will have pressure- 
burner ceiling furnaces 15 or 20 ft. 
above ground level, and which will 
have a buried oil storage tank. On 
such an installation, the best practice 
is to use a pump-set or fuel-transfer 
unit to send the fueloil up to the 
oilburners by pressure. 

Obtain information on pump-sets 


and fuel-transfer units, made especial- 


ly for such installations, from your 
favorite manufacturers of oilburners 
and fuel units. 

4. Where an oil tank is below a 
burner and the suction line is not 
undersize, with the burner running 
normally the vacuum-gage reading 
will be about the same as the distance 
in feet which the oil pump is raising 
fueloil. The vacuum gage reading will 
include the friction loss of the suction 
line, which should not be excessive. 


of the oil in the storage tank. 

See TABLE ul. Here, a 10” vacuum 
jibes with oil lift of 139”. Where 
the 10” vacuum actually lifts oil 10 
ft., the friction loss of height equals 
39” and the suction line is not un- 
dersize. 

The test for weakness or strength 
of a pump on a two-line installation 
(an installation having a return line) 
is to close tight a suction-line valve 
starting with the burner firing nor- 
mally, and with the firing door or 
flame-observation door of the furnace 
or boiler kept open for safety. The 
pump should be handling only oil, 
100% oil, no air should be passing 
through it. To pass this test, a good 
pump develops a vacuum of 25” 
. reported by a vacuum 
gage properly installed in a fuel unit 
or in a pipe tee at the output side 
of the suction-line valve that’s closed 


minimum. . 


tight to make the test. A pump that 
develops a maximum vacuum of only 
18” or 22”, as examples, does not 
pass this test. Excellent, new pumps 
develop up to 27” or even 28” vac- 
uum when tested this way. 

To make this test on a one-line in- 
stallation (where there's no return 
line), set up a fuel unit temporarily 
for two-line operation. Use a tem- 
porary return line that discharges into 
a five-gallon can or something similar. 

At sea level, a reading of 30” on 
a vacuum gage represents a perfect 
vacuum, which no fueloil pump can 
achieve. To understand that and to 
understand also why high altitude im- 
pairs the oil lifting ability of an oil- 
burner pump, you've got to realize 
that living on this planet Earth gives 
you certain limitations. After all, the 
standard value for sea-level atmos- 
pheric pressure on this planet Earth 
is only 14.696 pounds per square 
inch. That's all the pressure we have 
at sea level to help an oil pump raise 
oil by suction; and it’s really not 
much pressure. In round numbers, it’s 
taken as 14.7 pounds per square inch. 

(Please turn to page 128) 





























Torricellian vacuum, left, is described in the text of the article; in the early 1600's, 
it proved that atmospheric pressure at sea level is only enough to lift mercury 
30". Similarly, in the U-tube manometer at the right, development of a perfect 
vacuum by a pump would make for a difference of only 30" in the level of the 


reading of 10”, for example, the oil 
. mercury in the two legs of the U-tube. The scale reading 0-10-20-30 would report 
pump is about ten feet above the level on lesser vacuum the pump develops. 
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On this basis, with a vacuum-gage 





Here’s how C. B. Stone’s 


fits the fueloil Business 


large volume Airconditioning 








by William J. Stein 


B. STONE, INC., Middletown, 
* Conn., today designs and in- 
stalls airconditioning systems ranging 
from home-cooling installations to 
large industrial contracts in Philadel- 
phia and Detroit. C. B. Stone engi- 
neering, workmanship and _ service 
have won repeat business with many 
of the largest commercial and indus- 
trial companies in Connecticut, in- 
cluding scores of airconditioning sys- 
tems for public utilities. A division, 
Stone-York Distributing Company, is 
the York wholesale distributor for the 
state of Connecticut. Another divi- 
sion is the wholesale distributor for 
Williams Oil-O-Matic and Air-O- 
Matic equipment in Connecticut and 
Western Massachusetts. 

Charles B. Stone, president, is ac- 
tive not only in the airconditioning 
and refrigeration business. He is also 
President of the Oil Heat Institute of 
New England, and has been a leader 
in the oil heat industry since 1923, 
when he started in the fueloil and 
automatic heating business in central 
Connecticut. This enterprise reached 
a point where it became a good grow- 

In 1937, like so many others, Stone 
envisioned an airconditioning boom 
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Oil, 
a Springboard 
to Cooling 


“just around the corner.” Thus he 
started to do some small packaged 
commercial installations in some of 
the local stores, utilizing the same 
personnel that were employed on heat- 
ing and burner service work. 

The primary reason for this expan- 
sion was to provide fuller employ- 
ment throughout the year for his reg- 
ular personnel. Another reason was 
that he expected an upsurge of resi- 
dential airconditioning and wanted to 
be prepared to meet this situation. 
Looking backward we now can see 
that, although the second reason never 
fully materialized, the airconditioning 
business ultimately developed into a 
successful independent 
business. 


contracting 


The war, with its restrictions on 
materials, temporarily halted this 
work. After World War 11 two spec- 


ially trained refrigeration and aircon- 
ditioning service and installation men 
were employed to help with the 
cooling work that was starting to re- 
develop among local retail establish- 
ments. However, it was soon recog- 
nized that airconditioning involved 
more than merely placing a packaged 
unit in a restaurant or a drug store. 
The possibility of developing a con- 
tracting business in comfort cooling, 
refrigeration and industrial processing 
was explored. 

In 1953 Charles B. Stone, Jr. came 
into the firm to develop all the facets 
of an airconditioning business. Prior 
to this he had spent a number of 
years with General Electric as a sales 
and application engineer in aircon- 
ditioning. His responsibilities included 
designing systems and assisting build- 
ers and distributors with aircondition- 
ing problems. He also helped with 
organization and training programs, 
such as schools in technical, manage- 
ment and sales problems. With this 
background as -a foundation, he 
helped organize an airconditioning 
business as a division of C. B. Stone, 
Inc. 

Simultaneously a number of events 
started to happen. The firm, at this 
point, started to go after the indus- 
trial market. This involved retaining 
high calibre personnel who could 
properly evaluate the cooling needs 
of individual and different conditions 
and design systems that would oper- 
ate efhciently at the lowest cost to 
the customer, Personnel for the oper- 
ations section was similarly recruited. 
A staff of refrigeration and aircondi- 
tioning installation and servicemen 
was employed in addition to members 
of the regular heating and burner 
service departments. 

The opportunities for individual 
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A successful fueloil-oilheating business led C. B. Stone, Middle- 
town, Conn., to go into airconditioning in 1937. The expected 
boom did not materialize in residential work but the firm even- 
tually developed a substantial independent contracting business 
specializing in large volume airconditioning in commercial and 
industrial applications. For the past seven years C. B. Stone, Jr., 
has worked to build up the airconditioning side of the business. 
The company now typically will have 40 jobs in process con- 


tinuously throughout the year. 
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growth and for utilizing one’s per- 
sonal creative talents, together with 
financial rewards commensurate with 
me's contributions, proved a sufh- 
ciently attractive incentive to gather 
1 well integrated staff which now 
yperates as a team 
The airconditioning contracting 
business is a division of C. B. Stone, 
Inc. Charles B 
president, is in charge of sales. He 
S. E. Gifford, chief 
engineer, and five sales engineers. Op- 
eration of the company is headed by 
C. R. Conrad, a vice-president. Un- 


Stone, Jr.. a vice- 


is assisted by 


der his direction the crews of refrig- 
eration and airconditioning installa- 
tion and service personnel work 
With its present staff the firm has 
tackled all types of comfort aircon- 
ditioning in residential, commercial 
und industrial places. It also has en- 
gaged in various industrial process 
conditioning 
For example, equipment has been 
installed in a commercial firm manu- 


facturing film. The purpose of this 


installation is to control the humidity 


and maintain a constant moisture 
level in order to process the film 
properly. The problem of dust re- 
moval in certain mills has been solved 
by filtering systems installed by C. B. 
Stone, Inc. In a number of instances 
refrigeration systems have been in- 
stalled in plants to provide a means 
of quickly cooling a product that is 
being manufactured. Airconditioning 
has even been installed in biological 
laboratories for the purpose of re- 
moving foul odors. 

Jobs posing special challenges have 
become a specialty with this organi- 
zation. In 1958 the ingenuity of the 
staff was called upon to design an 
airconditioning system for the oper- 
ating rooms of the Middlesex Mem- 
orial Hospital in Middletown. Several 
hurdles were placed in the path of 
the job. First, all possible sources of 
sparks within the equipment had to 
be removed. The equipment had to 
be relatively portable, because some 
changes were expected to be made 
in the building in the near future. 
Of course, as with most hospitals, this 


C. B. Stone, Jr. and Sr. (left to right), stand in front of one of the firm's 
fueloil trucks. C. B. Stone, Jr., has been supervising the airconditioning side 
of the business for the last seven years. The company has developed a sizable 
independent contracting business specializing in large airconditioning jobs. 


work had to be done within a very 
limited budget. 

The engineering staff did some 
practical research on adapting stand- 
ard equipment to the needs of this 
hospital. Visits were made to New 
York hospitals to study the require- 
ments of similar installations. Addi- 
tional research was done with sup- 
pliers of explosion proof components 
in order to adapt their products. 

Gathering this information to 
gether, the staff redesigned and re- 
built the equipment to higher stand- 
ards of safety than were set by the 
specifications for electrical equipment 
going into the surgical department of 
a hospital. Prior to installation, weeks 
were spent testing the equipment to 
assure a substantial margin of safety. 

The job was completed with seven 
standard York commercial units as 
the basic equipment, Two 2-ton units 
were placed in each of three large 
operating rooms. One 3-ton unit was 
placed in a smaller operating room. 
Beyond the safety element, the de- 


mands for ventilation, cooling, filtra- 


Middletown Press Building installation, 
showing (top) ceiling-suspended units 
in the newspaper's composing room and 
(bottom) airconditioning installed to 
cool the type-making room. Type melting 
furnace operates at a temperature of 
600°. Even under these conditions the 
airconditioning unit keeps things cool. 
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Some typical installations of large volume airconditioning completed by C. B. 
Stone, Inc. Top row: Hartford Electric Light Co., Middletown, Conn. (left); new 
Middlesex County Building (right). Second row: Middlesex Memorial Hospital 
(left); Library, as well as a number of other buildings, at Wesleyan University, 
Middletown (right). Bottom row: United Restaurant, an early airconditioning job 
by Stone in Middletown, as well as the bank building next to it and others 
here on Main st. (left); Riverside Bank & Trust Co., Portland, Conn. (right). 


tion, and humidification are most ex- 
acting under the conditions of seri- 
ous concentration as is usual during 
surgery. 

For two years now the adminis- 
tration as well as the professional! 
staff at the hospital have testified to 
the effectiveness of this system. Most 
important, C. B. Stone, Inc. has pio- 
neered in bringing the cost of this 
airconditioning down to one-half the 
cost of previous average installations. 
The contribution allows the advan- 
tages of airconditioning to be made 
available to small and medium-sized 
hospitals that previously could not af- 
ford this work. Hospital administra- 
tion journals have studied the job and 
through their editorials have called it 
to the attention of all hospital ad- 
ministrators in this country. C. B. 
Stone operating room airconditioning 
installations subsequently have been 
made elsewhere in Connecticut. 

Although research costs cannot be 
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absorbed completely by an initial job 
such as this hospital job, the com- 
pensation comes in terms of addi- 
tional work that this venture pro- 
duced. Recognition as an expert is 
rewarded by the confidence that all 
customers express in terms of a desire 
to deal with a firm like C. B. Stone, 
Inc. 

Another interesting job was that 
completed for the Middletown Press 
building. Here not only the offices 
were airconditioned. but also the 
composing, typesetting, and printing 
floors. It takes a brave man to step 
into rooms with lead melting ovens 
operating at over 600 degrees and 
attempt to bring the temperature 
down to a comfortable level. On the 
drawing boards, at C. B. Stone, Inc., 
the engineering staff designed a sys 
tem specifically to cope with the air- 
handling problems involved in each 
section of this building. Now, after 
the job had been completed, as one 


. « « « Oil, a Springboard to Cooling 


An example of special application air- 
conditioning installed by Stone in the 
Vamos textile mills ir Middletown. The 
main purpose of the equipment here is to 
filter out and control fiee dust cast off 
by hundreds of rotating thread spindles. 


walks through the working area near 
these ovens, even on the hottest day, 
the relative comfort can be felt. 

On this particular job 63 tons of 
York packaged airconditioners were 
used to provide complete zoning, 
greater flexibility of temperature con- 
trol and lower operating cost. This 
system is so designed that parts of it 
may operate throughout the winter 
to maintain a comfortable tempera- 
ture in those rooms where the ma- 
chinery itself generates excessive heat. 

The greatest pride at C. B. Stone, 
Inc., and probably the reason for its 
success, lies in the volume of repeat 
business that this company now en 
joys from customers with multiple 
office and plant facilities. 

For example, the public utilities, 
throughout the State of Connecticut, 
have been calling on C. B. Stone, Inc 
for airconditiong work. The company 
has installed about 70 systems in 
various utilities ofices throughout the 
State. Similarly, industrial plants with 
problems in process airconditioning 
and refrigeration, as well as comfort 
cooling, repeatedly have called upon 
C. B. Stone, Inc. for its new work. 

To maintain this position Charles 
B. Stone, Jr. implied that it is the 
basic policy of the firm to render a 
brand of engineering workmanship 
and service that will get a second job. 
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The firm wants its customer's busi- 
ness and will do everything reason- 
ably possible to design the most efh 
cient job for the purpose and then 
provide the necessary service to keep 
that customer happy. The element of 
cost is always a consideration. The 
engineering staff has been able to sim- 
plify installations designed with stand- 
ardized equipment to substantially 
reduce costs to customers. 

This creative approach to aircon- 
ditioning by a firm that was basically 
in fueloil distribution has yielded a 
substantial volume of work. Present- 
ly, an average of 40 installations are 
in process continuously throughout 
the year 

The ultimate question is whether 
x not this is a profitable business. 
The answer is in the afirmative. How- 
ever, Charles B. Stone, Jr. noted that 
the “break-even point” is quite high. 
In other words, getting into process 
refrigeration and large industrial 
ooling work requires designing and 
installing operations that are costly. 
However, when the volume is bal- 
inced with the staff, business becomes 
profitable 

Although C. B 

int to jobs 


Stone, Inc. can 
throughout the State of 
nnecticut, and can go out as far 
Detroit and Philadelphia, a tour 
Middletown will attest to the 


rrowth of this business. Drive down 


main str and you will see al- 


C. B. Stone airconditioned the factory and offices of the 
Associated Spring Corp., Bristol, Conn. Shown at the left 
is the equipment installed to control temperature and hu- 


most every type of commercial store 
with an airconditioning installation 
by C. B. Stone, Inc. This will include 
establishments from the smallest retail 
store to the larger department stores 
in town. Banks, utilities, private and 
public office buildings are included. 
Go out into the surrounding area and 
the scope of installations broadens 
from small factories to large indus- 
trial plants. It is interesting to note 
the feeling of the members of the 
firm, after spending an afternoon 
viewing many of the varied installa- 
tions that have been made in the last 
few years. It is like taking inventory 
of a job well done. 

A division of C. B. Stone, Inc., 
known as the Stone-York Distribut- 
ing Co., is the exclusive wholesale dis- 
tributor of York refirgeration, air- 
conditioning and heating equipment 
for the State of Connecticut. This 
company has a substantial stock of 
packaged equipment in its warehouse 
located in the center of the state. It 
is the function of this firm to develop 
other York dealers throughout this 
territory. 

In connection with this Charles B. 
Stone, Jr. pointed with pride at the 
dealer assistance program this firm 


has been offering. First, it provides a 


source for immediate delivery of air- 
conditioning equipment from a cen- 
trally located point. Second, it engages 
in an active dealer assistance program. 


Periodically it conducts schools in its 
own building for all its dealers. These 
schools cover such topics as: 
1. Fundamentals of 
tioning; 
Load calculation 
selection; 
Air distribution, layout and 
design; 
Controls, piping and acces- 
sories; 
Surveying and price estimat- 
ing; 
6. Selling. 

The staff of instructors comes from 
the engineering and operations sec- 
tions of C. B. Stone, Inc. The good 
work these men have been doing is 
attested to by the many compliments 
received from the participants. 

An individual assistance program 
is made available also to the dealers. 
This program is almost a necessity 
when a dealer first starts. Specific 
jobs are reviewed with the dealer and 
assistance is offered with the various 
phases of engineering and installation. 

Charles B. Stone, Jr. commented 
on how relatively easy it is for a 
fueloil dealer who has competent 
service and equipment men to become 
a factor in airconditioning work in 
his community if he considers this 
work seriously and if he will ally him- 
self with a wholesaler who has a 


aircondi- 


and unit 


strong “help-sell” dealer assistance 
program. 


midity in the precision spring development laboratory. 
On the same job Stone installed these fan-coil units (right) 
with water chiller to aircondition the executive offices. 
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OULD YOU LIKE to handle cus 
| gone accounting records rapid 
ly, easily, accurately? Do you want t 
eliminate work loads and overtime in 
the office? Do you want your business 
to expand without increasing office 
costs? Do you want to help your driv- 
ers make more deliveries without 
working longer hours? 


Then follow the example set by 
William and Robert MacLaren, fuel- 
oil dealers in Broomall, Pa. They in- 
stalled a Burroughs F 2000 Business 
Computer, designed especially for 
fueloil dealer accounting and delivery 
scheduling. 

Drivers no longer waste valuable 
time figuring and writing up custom- 
ers’ bills. Billing is done in the office, 
—where it belongs—with the com- 
puter updating a customer's bill, state- 
ment, ledger, degree-day ledger and 
an accounts receivable journal in one, 
rapid operation. 

Price per gallon for each grade of 
oil, the sales tax percentage figure and 
the present degree day are stored in 
the memory unit of the computer. 
This means that to update all of a 
customer's records only the following 
information is introduced into the 
computer: The number of gallons de- 
livered, the grade of oil, the K factor, 
and whether the customer's account 
is up-to-date or has an outstanding 
balance. 
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The MacLaren 
their company in 1946. Keeping pace 
f Broomall and the 
surrounding community, their list of 


brothers founded 
with the growth 


customers has grown to over 2.00( 
accounts 
As the 


MacLaren brothers foresaw the work 


company expanded, the 


Case History tells how 
Broomall, Pa., 

fueloil Dealer 

streamlined his Accounting 


Delivery 
and office 
Procedures 


Robert B. Mclaren (left) talks to 
driver Ralph W. Taylor—modern data 
processing boosts operating efficiency. 


loads and confusion that could result 
from a rapid flow of paper work 
They didn’t want to become involved 
in bookkeeping chores. They wanted 
to continue to promote their business 

Several years ago they purchased an 
accounting machine to handle accounts 
Although the 


receivable machin 


Work arrangement at MacLaren's has Dorothy E. Fitzgerald at the computer, de- 
gree-day ledgers and meter tickets at left, customers’ statements and ledgers at 
the right. To pull, update and return customers’ records to file requires 40 seconds. 
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worked satisfactorily, they felt the 
work should be further automated, 
that it should produce up*to-date fig- 
ure-facts on current business activity. 

They selected a Burroughs F 2000 
Business Computer. 

Delivery tickets are pre-addressed 
and at the time of delivery are stamped 
by truck meters. Immediately after 
metering the ticket, the driver pro- 
ceeds to his next delivery. At the end 
of the day he turns in his tickets for 
processing in the office. 

To write the bill, the computer au- 
tomatically provides the net amount, 
tax and total bill, at the same time 
the statement, ledger and degree-day 
card are updated, with the latter 
showing the degree-day of next de- 
livery. 

In way of speed, the MacLaren 
brothers report that their computer 
operator completes a transaction in 
40 seconds. This includes removing 
forms from the file tray, updating 
them and re-filing them. The com- 
puter functions as rapidly as data is 
introduced into the keyboard. 

One additional feature is the auto- 
matic storage of selected information. 
At MacLaren this feature furnishes 


Easy to understand keyboard controls input of data. Forms in computer (left to 


right) are postcard bill, statement, 


y ledger. Journal is behind 


ledger, degree-da 
forms. Data is fed into computer only once, even though it prints on several forms. 


the following facts for management: 
The grand total of gallons delivered 
for the day, net dollar sales, tax 
amounts and gross dollar sales 
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Updated records: Postcard bill at left is mailed to customer; ledger card (top) 


shows every transaction; statement (center) is mailed; 


ledger (right) 


degree-day 
schedules next delivery. Journal (not shown) lists all customers’ transactions. 


As payments are received, they are 
listed in a cash receipts journal and 
bank deposited. Using the statement 
stubs which accompany payments, 
the computer operator credits cus- 
tomers’ accounts. Statements and 
ledgers are completed as rapidly as 
data is introduced into the keyboard. 
Totals of payments store in the com- 
puter, print on a journal and must 
balance with the bank deposit. 

Handling special transactions, such 
as deliveries to tax exempt institu- 
tions and to customers having special 
rates, also has become highly auto- 
mated. The computer operator mere- 
ly follows the routine steps but skips 
tax computation or lists variances on 
the computer keyboard. 

The MacLaren brothers report that 
without their new techniques they 
would have had to enlarge their of- 
fice staff. Each driver also would have 
spent additional time each day writ- 
ing up bills. Most important, work 
is now processed more rapidly, with 
complete accuracy and less effort. 

William and Robert MacLaren es- 
timate that their Computer will pay 
for itself in less than two heating 
seaons—all of which proves that au- 
tomation is a wise investment. 
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by Grades and States 


Range Oil Sales 


(Thousands of 42-gallon Barrels) 


NEW ENGLAND STATES 
——Total 


Illinois 
Mich. 
Wisc. 

Ind. 
Minn. 
Mo. 
lowa 
Ohio 
Nebr. 
S. D. 
Kan. 
N. D. 


. 10,888 


No. 1 
Fuel 
1,045 

121 
227 


Kero- 
sene 
5,486 
2,371 
1,106 
2,634 460 
939 237 
916 41 


1959 
6,531 
2,492 
1,333 
3,094 
1,176 

957 


1958 
9,149 
3,759 
2,311 
3,464 
1,698 
1,114 





13,452 2,131 


MID-ATLANTIC 
Kero- No.1 
sene Fuel 
5,555 336 
2,730 100 
3,250 71 
2,556 31 
905 1 
123 ) 


¥E,019 548 


15.583 


STATES 


21,495 


Total 


1959 
5,891 
2,830 
3,321 
2,587 

906 
132 


15,667 


MIDWESTERN STATES 


Kero- 
sene 
3,234 
6,596 
2,623 
3,872 
2,204 
2,261 
2,552 840 
2,181 292 
563 81 
939 438 
485 17 
921 405 


No. 1 
Fuel 
1,716 
2,207 
1,247 
1,016 
1,334 

526 


1958 
6,349 
3,764 
3,747 
3,292 

957 
226 


18,335 


Total 


1959 
4,950 
8,803 
3,870 
4.888 
3.538 
2,787 
3,392 
2.473 
644 
1,377 
502 

1,326 


1958 
6,849 
6,027 
3,480 
3,937 
2,754 
1,576 
2.185 
1,395 

497 
729 
901 
663 


28,431 10,119 38.550 30,993 


WESTERN STATES 


No. 1 
Fuel 
* 
280 40 
505 220 
48 6 
81 eat 
97 101 
92 7 
16 10 
1 ae 


Kero- 
sene 


1,123 384 


T otal——_ 


1959 
3 


320 
725 
54 
81 
198 
99 
26 
1 


1,507 


SOUTHERN STATES 
——Total 


No. 1 
Fuel 
378 
302 8 
3,815 196 
1,104 17 
5,196 123 
3,798 123 
1,307 15 
70 6 
150 24 
47 3 
263 2 
1,208 74 
21 2 
197 


28,366 


Kero- 
sene 


971 


TOTAL UNITED 
Kero- No.1 
sene Fuel 


1959 
11,266 
310 
4,011 
1,121 
5,319 
3,921 
1,322 
76 


STATES 


1958 
* 


235 
146 
168 
128 
109 

40 


e 
23 


1958 
12,560 
676 
4,169 
Zart 
4,506 
3,719 
920 
130 
165 
85 
596 
939 
219 
188 


31,129 


——Total 


1959 


1958 


Total 86,491 14,153 100,644 102.809 


* Not included in U. S. totals before 


1959. 


Heating Oils showed Gain in 1959 
in Spite of the warmer Weather 


— OIL SALES reported in 
Mineral Market Report, No. 
MMS 3109, prepared by the Bureau 
of Mines, United States Department 
of the Interior, indicate a slight gain 
for distillate fueloils in 1959. 


Distillate Fueloil 


Total domestic sales of distillate 
fueloils increased 1%, ketosene sales 
and residual 
fueloil sales increased 4% in 1959. 
Alaska was included in the 1959 sur- 
vey for the first time. Industrial ac- 
tivity as measured by the Federal Re- 
serve Board Index was 8% higher 
than 1958 despite the 1959 steel strike. 

Sales of distillate fueloil in 1959 
totalled 658,992 thousand barrels (42 
gals. each). Heating oil sales showed 


remained unchanged 


a small gain despite warmer weather 
The weather in 1959 was 
about 3% warmer than normal; 1958 


was 2% 


over-all 


colder than normal. 

Declines reported in sales to indus- 
trial consumers, gas and electric util- 
ity power plants and the military 
were just about offset by increased 
sales to oil companies for fuel, to 
railroads, for bunkering vessels and 
for on and off highway diesel-pow- 
ered vehicles. 

Sales of jet fuel for military use 
decreased 2% in 1959 to 94,269 thou- 
sand barrels; commercial jet fuel sales 
in 1959 amounted to 14,432 thou- 
sand barrels compared with 6,063 
thousand barrels in 1958. 


Residual Fueloil 
Sales of residual 


554,352 


totalled 
1959. 


fueloil 
thousand barrels in 


Heating oils, industrial use and gas 
and electric utility power plant use 
showed substantial gains. 

Domestic demand for residual fuel- 
oil in Pap District 1 and U. S. total 
for 1959, as reported in the Monthly 
Petroleum Statement, was overstated 
by approximately 4,300,000 barrels 
due to misreporting to the Bureau of 
Census of withdrawals from bonded 
storage. Residual fueloil sales re- 
ported here reflect this correction. 


Kerosene 


totalled 108,494 
thousand barrels, about the same as in 
1958. Some commercial jet fuel has 
been reported as kerosene in the 
monthly production and demand fig- 
ures of the Bureau of Mines. In the 
tabulations here kerosene used as com 
mercial jet fuel is excluded from the 
kerosene statistics. 


Kerosene _ sales 


Revisions 


Residual fueloil and kerosene data 
for 1958 have been revised using 
PaD district demand data rather than 
U. S. total domestic demand as the 
basis for expanding the reporting 
sample. Revised 1958 data are com 
parable with 1959 data. 

The report, “Sales of Fueloil and 
Kerosene in 1959,” was prepared by 
Walter G. Messner, Branch of Petro- 
leum Economics, Division of Petro- 
leum, Bureau of Mines, Washington. 
D. C. Statistics for District 5—Ari 
zona, California, Nevada, Oregon 
and Washington—were compiled by 
Frank A. Moore, Division of Min- 


eral Resources, San Francisco, Calif 


Fueloil Sales 1955-1959 by Uses 


(In millions of 42-gallon barrels) 


DISTILLATE - 

1956 1957 1958 19594 
360 360 399 403 
17 17 17 14 14 
85 90 88 84 33 
17 19 20 19 9 
6 5 5 5 
a 45 44 38 88 
8 10 8 19 
11 13 13 11 
54 60 74 77 


No. 


581 617 654 659 
25 48 19 13 
606 665 


673 672 


*Revised. Includes Alaska. 


Heating 86 88 81 
1 sold as range a “ee ais 
Railroads 15 11 7 

Vessels 
Utilities 76 74 77 
Industrial 
Oil Company Fuel 53 53 50 

Armed Forces 28 31 29 37 31 
All other uses 10 10 10 10 7 


Total United States 
Exports 34 28 26 26 


Grand Total 


- RESIDUAL— 

1955 1956 1957 1958 19594 
106* 112 
143* 168 
124 46 46 
aw 6S 
167 6 6 
106 102 


25 «61 


173 178 


556 562 545 S531 554 


590 §=6590 557 580 
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Heating Oil Sales 
by Grades and States 


U. S. Bureau of Mines 
(Thousands of 42-gallon Barrels) 





Total Distillate Total Residual Grand Total 

No.1 No.2 3 1959 1958 Districts No.5 No.6 1959 1958* 1959 1958* 
480 4,947 ie 5,447 4,642 1 414 689 1,103 1,003 6,550 5,645 
158 3.451 am << 3,609 3,533 NEW ENGLAND 120 158 278 266 3,887 3,799 
108 1,948 oe 2,085 2,407 Maine 12 66 78 150 2,163 2,557 
1,073 36,864 38,521 43,229 New Hampshire 4,565 8,866 13,431 10,132 51,952 53,361 
213 6,231 a 6,447 6,505 Vermont 484 1,006 1,490 1,801 7,937 8,306 
98 19,033 20,615 21,632 Massachusetts 255 3,446 3,701 4,361 24,316 25,993 

_ - Rhode Island ——_ —- —_—_— — 

2,130 72,474 76,724 81,948 Connecticut 5.850 14,231 20,081 17,713 96,805 99,661 


2 

No. 1 No. 2 1959 1958 MID-ATLANTIC No. 5 No. 6 1959 1958* 1959 1958* 
803 $8,845 64,998 68,734 New York 1.234 36,370 37,604 32,317 102.602 101,051 
378 44,741 48,190 33,630 New Jersey 395 2,636 3,031 4,461 51,221 38,091 
608 30,514 31,514 31,331 Pennsylvania 3,811 4,213 8,024 7,131 39,538 38,462 
137 2,026 Be 2,168 2,006 Delaware 415 771 1,186 2,210 3,354 4,216 
98 8,810 9,030 12,191 Maryland 1,063 2,820 3,883 3,690 12,913 15,881 
36 2.010 2.396 2,941 Dist. of Columbia 555 1,699 2,254 2,070 4,650 5,011 











2,060 146,946 158,296 150,833 7,473 48,509 55,982 51,879 214,278 202,712 


3 

Ne. 2 No. 3 1959 1958 MIDWEST No. 5 No.6 1959 1958* 1959 1958* 
15,072 3 19,551 20,713 Michigan 833 1,750 2,583 2,391 22,134 23,104 
7,669 11,490 11,544 Ohio 2i9 274 493 508 11,983 12,052 
9.687 13,996 14,138 Indiana 645 737 1,382 769 15,378 14,907 
21,945 27,903 28,216 Illinois 4,174 5,328 9,502 11,196 37,405 39,412 
11,124 13,996 13,463 Wisconsin 1,324 718 2,042 1,812 16,038 15,275 
6,211 8,133 9,815 Minnesota 532 590 1,122 1,132 9.255 10,947 
5,066 7,209 6,331 lowa 225 245 470 588 7,679 6,919 
3,349 3 5,090 8,101 Missouri 1,277 219 1,496 1,311 6,586 9,412 
393 2 861 679 Kansas 68 69 137 113 998 792 
964 1,687 2,176 Nebraska 14 53 67 59 1,754 2,235 
965 ad a 1,244 1,485 South Dakota 30 8 38 91 1,282 1,576 
527 ; am 1,758 1,422 North Dakota 38 62 100 124 1,858 1,546 





Ne ww ee we 
> ~ 


1,297 112,918 118,083 


10,053 19.432 20,094 132,350 138,177 





4 
No. 4 1959 1958 WFSTERN No. 6 1959 1958* 1959 1958* 
3.569 a -. 11,989 10,713 Washington 1,582 3,631 3,496 15,620 14,209 
1,653 “S = 5,648 5,037 Oregon 718 1,859 1,676 7.507 6,713 
814 e 3,440 3,108 California 1,658 2.536 3,404 5.976 6,512 
524 2 739 577 Montana 40 171 219 910 796 
830 3 2,040 2,062 Idaho y 26 21 2,066 2,083 
97 - 219 288 Wyoming 183 250 120 469 408 
308 : nA 575 626 Colorado 548 567 255 1,142 881 
217 2 619 878 Utah 62 222 33 841 911 
164 ~ 298 ah 462 455 Nevada 56 114 85 576 540 
44 3 <3 109 90 New Mexico no 44 44 27 153 117 
104 es 2 is 361 289 Arizona 11 8 297 
746 a 85 - 1,598 o¢ Alaska 251 s¢ +? 


9.070 27,799 24,123 . 9,682 9,344 37, 33,467 
5 
No. 1 1959 1958 SOUTHERN : 1959 1958* 1959 1958* 
425 6.890 6,489 Virginia 3 4,174 3,480 11,064 9,969 
5 2 oe 280 226 West Virginia 87 35 367 261 
786 , 3 bg 6,583 5,988 North Carolina 702 210 7,285 6,198 
500 2,28: << me 2.783 2.429 South Carolina 361 796 3,144 
167 a 997 758 Georgia 127 116 1,124 
260 ' a 3 2.174 1.688 Florida 868 1,000 3.042 
448 ea 1.844 1.229 Kentucky 3 74 39 1,918 
98 oe a 764 704 Tennessee 25 ms 789 
83 3 a a 447 349 Alabama 128 254 
3 2 + ee 32 114 Mississippi ee a 3 
9 ne .< 30 118 Arkansas ba ois 93 
3 ] 1.011 799 Louisiana 7 49 
131 43 e a 174 258 Oklahoma 21 22 
852 2,004 ta 2.864 3.017 Texas 95 512 





3,770 22,777 26.873 24,166 R 6,673 6,609 33,546 


No. 1 No. 2 {o. 3 1959 1958 TOTAL UNITED STATES 1959 1958* 1959 
39,708 327,559 2 402.610 Total U. S. 1959 111.850 514,460 
42.617 324,957 399.153 Total U. S. i958 30,443 105,639 


Revised 
Not included in U. S. totals before 1959. 





NEW HIGH EFFICIENCY ESSO 
“WATCHDOG” OIL BURNER 


For Long Years of Clean, Quiet, Trouble-Free Operation 


The great new Esso “Watchdog” Oil 
Burner actually creates more time 
for you to spend more profitably — 
developing more prospects, getting 
new customers, and selling more 
burners! 


CLEAN IT ONLY ONCE IN THREE YEARS! 


Now you can reduce service calls for 
boiler and furnace cleaning because 
the Esso “Watchdog” Oil Burner 
operates so cleanly that, in most in- 
stallations, the heating unit requires 
cleaning only once in three years. 
This lets you spend more of your 
time at greater profit-making calls. 


DOUBLE “ECONOMY CLUTCH” ASSURES 
CLEAN COMBUSTION 

An exclusive feature of the 
“Watchdog” Oil Burner is the new 
Double “Economy Clutch” which 
starts a flow of air before the flame 
is ignited and permits air flow to 
continue after the flame has ceased. 
The Double ‘‘Economy Clutch’”’ 
brings new high standards of effi- 
ciency and low fuel consumption. 


FORGET ABOUT STARTING SWITCH 
TROUBLE! 


Many service calls previously have 


82 


been caused by failure of the start- 
ing switch for oil burner motors. 
Now the new Esso “Watchdog” Oil 
Burner eliminates starting switch 
failure! How? Famed Esso research 
found a way to link a capacitor 
motor, fan and oil pump, and elim- 
inated the troublesome starting 
switch entirely! Current alone starts 
the rotor operation...no starting 
switch, no commutator! 


ADJUST AIR FLOW ONE TIME 
AND THAT’S IT! 


Anew screw-ratchet air control locks 
itself permanently after the initial 
adjustment. Meters the air supply 
with micrometer accuracy. Also, the 
new deep-finned head design in- 
creases cleanliness and running 
efficiency. 


Made of rugged cast iron, the new 
Esso “Watchdog” Oil Burner prom- 
ises smooth, virtually noiseless oper- 
ation and burner starts of unmatched 
cleanliness. Remember, if you want 
to sell the hottest heating unit on 
the market, and not be run ragged 
by unprofitable service calls, contact 
your Esso Representative today! 


ESSO “WATCHDOG” OIL BURNERS FOR 1960 
OFFER THESE IMPORTANT ADVANTAGES! 


e Exclusive new Double “Economy 
Clutch”, for cleaner burning from 
start to finish. Cuts heating costs 
as much as 24%. 


© Self-locking screw-ratchet air con- 
trol which eliminates manual adjust- 
ment of air shutter. 


@ New deep-finned head design, for 
cleaner, more economical heating. 


e Starts on current alone. No deli- 
cate starting mechanisms. 


e Compact new design, of rugged 
cast iron. 


ESSO STANDARD 


DIVISION OF HUMBLE OIL & REFINING COMPANY 
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Teaching Janitors Facts 
about big Oilburners 


Educating Janitors of large Buildings is a big Problem; 
economical and dependable oil Heat depends on it 


by Jean L. Dupuis 


DUCATION is the great world 
wide problem, everyone agrees; 
with much more education, the 

world’s masses would enjoy greater 
health, happiness, and freedom 
would be free of much of the hunger, 


pestilence, and tryranny 


small niche and 
r life, the need for 
ng stressed. This was 
unexpectedly when 
recently I was buying a new power 
wn-mower in unusual type. 
to break down often 
trips to the repair 
asked the lawn-mower dealer 
Not if 


it properly!” 


irn how to operate 
exclaimed. “You've 
also got to learn how to make a few 
ind then tend to them 


mscientiously 


adjustments, 
regularly and 
‘My sho 


lawn-mowers 


repairs thousands of 
year,” he continued, 


ind here's thing that we've 
learned. Nine out of ten broken-down 
lawn-mowers that come in here are 


busted only because their owners 
abused them greatly or never learned 
how to take care of them.” 


Those words 


percentage of 


made me wonder what 
breakdowns of com- 


mercial-industrial] oilburners are 


aused by the 
f the building 


tors, and maintenance men supposed 


ignorance and neglect 
superintendents, jani- 
to keep oilburners and other boiler- 
room equipment in tip-top shape. 

As you driv 


f New York City, you go by some of 


through the streets 


of thousands of apartment 

1 with heat and hot 
Representative 
ibout ~* to 60 apart- 
boilers 


rizontal rotary-cup 


ilburners 


have steam 


from eight t 
r No. 6 oil. 


forty 


In addition, in the past decade 
there’s been a trend towards the use 
of commercial-size gun-type burners 
capable of using No. 4 oil or No. 5 
oil. (In New York City, almost all of 
these actually use No. 4 oil.) 

Any oilburner enthusiast who visits 
the boiler rooms of these New York 
apartment houses finds that in general 
the equipment, including the burners 
themselves and their controls, is not 
in excellent condition and is not being 
given good maintenance attention. 

Needing photographs of equipment 
for magazine articles and other uses, 
I always travel with a camera. During 
one month I visited 44 New York 
boiler rooms in apartment houses; in 
only two of these did I find equip- 
ment of appearance and condition 
creditable enough to permit taking 
photographs. 

No statistics are available on this, 
but I would estimate that at least one- 
third of the service calls to these 
commercial-industrial oilburner  in- 
stallations are caused by neglect of 
the equipment—by poor maintenance. 

No statistics are available on this 
either, but chances are that the oil 
bills of most of these apartment houses 
are 10% to 20% higher than they 
should be, because ignorance and 
neglect keeps the boiler-room equip- 
ment in sorry condition. 

Evidences of much more waste of 
oil than that—evidence of as much as 
30% of the heat in the oil being 
wasted—is apparent in many of the 
boiler rooms. Here are a few examples. 
Accompanying a serviceman at the 
request of his boss (and with hopes of 
getting photographs), in one Harlem 
apartment house I saw that all four 
firing doors of two 50 horsepower 
coal-designed boilers were halfway 
open. 

Nudging the serviceman, I pointed 
out, “Those open doors represent the 
waste of thousands of gallons of fuel- 





COMMERCIAL & 
INDUSTRIAL 
oilburning 


oil a year. Their being open that way 
undoubtedly lowers the CO, to about 
3% or 4%; the stack temperatures of 
the boilers must be above 550°F., and 
could be 650°F.” 

The serviceman went off to find the 
building superintendent, and to asx 
him about the open firing doors. 

Apparently the superintendent was 
not greatly interested in the boiler 


with 


room, for the serviceman returned 
alone to report to me, “The super says 
that when he closes the boiler doors, 
sooner or later they are blown open 
again anyhow by slightly explosive 
start-ups of the Besides, 
things are not safe if the doors are 


burners. 


closed so tightly that a starting puff 
can't open them. He says that aside 
from that he likes to keep the doors 
open wide enough so that he can see 
the oil flames and know they are 
big enough and not smoky.” 

I told the serviceman it was our 
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OF TANK CONTENTS— 





PETROMETER 


Remote Reading TANK GAUGES 


Here’s the gauge that gives you accurate readings—clearly 
visible—absolutely dependable. A quick glance at the 


_———— — 


gauge tells you the exact quantity of liquid in your tank— 


in inches of depth and in gallons, pounds or any other 


volume or weight units. 


The Petrometer operates on the principle of static pres- 
sure. There are no pulleys, wires, springs, or electrical 
mechanisms to go out of order. Operation is simple and 


reliable. 
INSTALLATION? IT’S EASY— 


These gauges can be installed on tanks above or below 
the ground and up to % of a mile away. The tank assembly 
unit can be installed even when there is liquid in the tank. 
The single copper tube line from the tank is connected to 
the gauge by one simple compression connection. No setting 


up or adjusting is required on the job. 


PETROMETER GAUGES ARE IDEAL FOR: 
Commercial and Industrial fuel oil storage tanks 


Petroleum Bulk Storage 


Storage tanks for chemicals, solvents and other industrial 


liquids. 


Write for Bulletin PF for details. 
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PETROMETER CORP. 


43-22 Tenth St., Long island City 1, N. Y. 


duty to go to the superintendent and 
instruct him on the importance of 
keeping the boiler doors closed. We 
did that. I explained how large springs 
could be installed to keep them closed, 
yet permit them to open momentarily 
for a bad start-up “puff.” 

A few months later, the serviceman 
and I went back to the same apart- 
ment house accompanied this time by 
the owner, who had started a fuss 
because his oil bills were greatly ex- 
cessive he thought. This time all four 
firing doors were nearly wide open. 

Challenged about this, the building 
superintendent lied, “You never told 
me nothing about that. I didn’t know 
that having those boiler doors open 
could waste any oil.” 


Changes and Results 


As we could do this because the 
owner of the building was with us and 
anxious to cooperate, we arranged at 
once to have the springs installed on 
the four firing doors to keep them 
closed. With the owner’s blessing, in 
fact with him begging us to take all 
possible steps to avoid waste of oil, 
we used our own ideas about setting 
the knobs of the Heat-Timer system 
used to control the amount of heat in 
the building, and we put a padlock 
on the cover of the control box . 
only the serviceman and the owner 
were to have keys to the padlock. 

We lowered the setting of a re- 
verse-acting steam-pressure control of 
the Heat-Timer system. The service 
man adjusted the two oilburners pains- 
takingly for once, using combustion 
testing instruments. He had the 
owner's assurance for the first time 
that the superintendent would not 
change any oilburner or control ad 
justments. 

During the next three winter 
months that followed, the owner told 
me later, he had only nine complaints 
about insufficient heat from the oc- 
cupants of the 65 families in the build- 
ing. He himself checked out each com 
plaint and found it 


cause. Tenants who had gotten accus- 


without just 
tomed to temperatures of nearly 
80°F., provided in the past by the 
building superintendent, were dis- 
satisfied at first to live in rooms heated 
to only the range of 73°F. to 75°F 
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But, the owner reported to me, the 
yil consumption had been dropped 
about 25%, and would run only 
about 43,000 gallons of No. 6 oil a 
year, instead of about 63,000 as it 
had been running when he com- 
plained. 

In another instance, oil was wasted 
because a janitor tied shut a draft 
regulator on a smokepipe. He said its 
banging had annoyed a first-floor 
tenant located over the boiler room. 
He also had decreased the firing rate 
of the burner firing an 80 horsepower 
poiler so there'd be less flame sound 
to disturb the same tenant. 


Many large installations using No. 
6 oil are equipped with indirect fuel- 
vil heaters located under-the-water- 
lines of low-pressure steam boilers. 
Many of these heaters will have 
clogged waterways and will fail to 


There's a space to be filled in to tell 
the proper SAE viscosity of the gear- 
case lube oil, in this table. Most rotary- 
cup burners need 30 SAE viscosity oil, 
but some need oil of other viscosity, 
according to their manufacturers. The 
maker of one rotary-cup burner says it 
should be given 90 SAE viscosity oil. 


OIL BURNER INSTRUCTIONS 
Every Day— 

1. Clean atomizing cup. Use only kerosene and rags. Do not use a screwdriver, 
file, or other toois—because an atomizing cup even slightly knicked or dented 
should be replaced at once. 

2. Make certain the oil flame is not smoking. The flame should be “full” and 
“rich,” not skimpy and lean. It must be large enough. But no smoke! 

Every Week— 

1. With the oil burner not running, look into its oil cup on the side of its gear 
case. This cup should be full of lubricating oil—when the oil burner is not 
running. Use only automobile engine oil of SAE - — viscosity. 

. Start and stop the burner. Watch it. Make certain it performs properly. 
. Clean the suction-line fuel-oil strainer. A high reading on the vacuum gage 
at the strainer tells you to clean the strainer. 

4. With the oil burner running, blow down the low-water control thoroughly. 
Make certain this stops the burner. 

Every Two Months— 

1. Lubricate properly the bearings of the oil burner motor, and of all other 
motors in the boiler room. 

2. Inspect the two drive-belts of the oil burner. Tighten loose belts. Keep at 
least two, new spare belts on hand. Always install two new belts. 

3. Clean dirt and muck from the air-intake openings of the oil burner. Clean 
out the air-intake openings under the firebox floor. 

4. Flush mud and sediment from the mud legs of the boiler. Keep the blow- 
down valves wide open until the water runs clear. If you have a fuel-oil pre- 
heater located under-the-waterline, flush it out thoroughly. 

These Points Are Important At All Times— 

. The boiler flues or tubes must be cleaned often enough. Smokepipe also! 

. The water-line of a steam boiler must be kept at the proper level. 

. For safety and efficient use of fuel oil, keep tight-closed the firing door or 
flame-observation door of the boiler. Keep boiler doors closed! 

. Don't run out of fuel oil! 

. If a fuel-oil drip develops, keep a pan under it—until it’s repaired. 

. Keep covers on all electrical controls and junction boxes. 

. Be ready to replace a burned-out fuse, with a new fuse of proper size! 

. Learn the purpose and use of very device in your boiler room—every valve, 
switch, electrical control, gage, thermometer, re-set device. 

9. Learn the usual, proper reading of each gage and thermometer. 

10. If an oil burner seems to be giving trouble, don’t permit it to run by itself, 
unattended. Either stay with it, or turn it off! 





For marimum 


Heating Economy... JOHNSON FORCED DRAFT “— ?* BURNERS 


Get Smooth . . . Quiet . . . Exceptionally Efficient Combustion 
regardless of Stack Conditions and Firebox Pressures! 


These compact burners are available for firing on Oil only ... Gas only .. . and 
for Combination Oil or Gas firing. With either fuel, they deliver low-cost heat- 
ing with a minimum of servicing and supervision. There’s a size for every heavy- 
duty heating need, from 28 HP to 560 HP. 


These “package-unit” burners come to you completely assembled, 
wired and tested . . . ready for quick, inexpensive installation. 
Models are available for use with either Scotch Type or Firebox 
Type boilers. 


They are powered by the world famous Johnson 53 Burners which 

automatically maintain a fixed air-fuel-ratio regardless of variations 
in oil viscosity . . . thus insuring easier, faster “cold starts” 
when the oil in tank and fuel lines is cold and hard to pump. 
If you seek truly fine performance and low operating costs on 
your big heating jobs, by all means check up on these Johnson 
Forced Draft Burners. 


FOR SCOTCH TYPE BOILERS B 
COSHH HSSSSECOLSESESOOESESESEEESE®S ohunson WUAesis eceoeeeee 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 


Builders of fine Oil Burner Equipment since 1903 Church Road, Bridgeport, Pennsylvania 
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When oils of No. 2 to No. 4 viscosity are 
handled, a pump that operates at direct- 
motor speeds is frequently the proper 
choice. With the new Kraiss! direct-con- 
nected Class 60 pump, speeds of 1200 or 
1800 rpm can be used on light oii—with- 
out developing undesirable cavitation. 


Fig. 1, below indicates high suction lift 
characteristics of the class 60 pumps. Note 
only slight reduction in capacity with in- 
creasing vacuum. Fig. 2, shows typical 
data based on 150 S.S.U. oil. Small fig- 
ures on curves are suggested motor HP at 
the pressures indicated. 


let our engineering department make 
specific recommendations to fit your 
pumping needs. 





























FIG. 2. PRESSURE-HORSEPOWER 
CAPACITY CHART 


Write for Bulletin 1904 


agg SSD KRAISSL Co.: 


295 Williams Ave., 
Hackensack, N. J. 
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heat the No. 6 oil sufficiently, if not 
blown down fairly regularly, perhaps 
once every two months. 

A certain serviceman tells about 
one apartment house in which he him- 
self has to blow down the fueloil in- 
direct heater of this type . . . else it’s 
and 


sediment and scale. His often-repeated 


never blown down cleaned of 


instructions to the janitor have no 
effect, this serviceman says. The jani- 
tor simply never blows down the 
heater, even when it’s so clogged that 
110°F. in- 


should, and 


the oil comes from it at 
stead of the 155°F. it 

therefore the oilburner is giving 
trouble. 

Four years ago, I was involved in 
an incident of sadness. The superin- 
tendent of an apartment house heated 
by two steam boilers failed to blow 
down his two low-water controls. He 
must have neglected to do this for 
about a whole year, to judge from the 
condition in which the controls were 
found. 

The water-line of a boiler dropped 
greatly. Bescause its float was stuck 
in a high position by scale beneath it 
in the float chamber, the low-water 
control on the boiler failed to stop 
the oilburner firing the boiler. Dam- 
age was great, for the front crown’ 
sheet of the boiler, as well its 
firetubes, needed replacement. The re- 
pairs amounted to more than $3,000. 


as 


The janitor declared that the serv- 
iceman who had given him instruc- 
tions when the oilburners were in- 
stalled had not told him to blow down 
the every 
weeks. He said that servicemen who 
regularly adjusted and repaired the 
oilburner equipment had never men- 
tioned to him the need to blow down 
and test the operation of the low- 


low-water controls two 


water controls. 

To top things off, the 
tendent pointed to 
burner 


superin- 
two sets of oil- 
posted in the 
boiler room, one issued by the manu- 


instructions 


facturer of the oilburners, the other 
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T VULCAN \ 


ELECTRIC HEATERS 


DESIGNED FOR EVERY 


HEAVY FUEL OIL 
APPLICATION 





AUTOMATIC TAILPIECE HEATERS 


AUTOMATIC RETURN LINE HEATERS 


CIRCULATION HEATERS 


AUTOMATIC SUCTION LINE HEATERS 


Mi 


VULCAN “MINIWATT” HEATERS 


The Vulcan Line repre- 
sents the most complete and 
up-to-date range of electric 
heating elements available to 
the oil burner industry. 


Write for new fuel oil heater 
catalog V.O.700. 


ODIGANY} 


Vulcan Electric Company, 


























Danvers, Mass. 
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issued by the company providing the 
fueloil for the building. Neither of the 
two sets of instructions contained one 
word about the need to blow down a 
low-water control regularly. I was 
involved because I had gone over these 
instructions several times with the 
superintendent, and had not added 
to them instructions needed in this 
particular boiler room about low- 
water controls needing regular atten- 
tion and testing—cleaning out of float 
chambers. 

I told the owner of the building, a 
lose friend as well as a client, that 
['d often mentioned verbally to the 
superintendent that the low-water 
ontrols needed proper attention from 
him every two weeks. The superin- 
tendent said that I had told him noth- 
ing about this 

That unfortunate incident, and in- 
idents of the other kinds which have 
been reported in this article, caused 
me to switch to better tactics for try- 
ing to educate building superinten- 
dents, janitors, and maintenance men 
supposed to keep boiler-room equip- 
ment in good condition 


Written Instructions 


My new tactics include telling these 
men verbally about the daily, weekly, 
monthly, and yearly steps they must 
take to keep their equipment op- 
erating properly and in good condition 

and also posting on the boiler room 
walls complete written instructions in 
which every single maintenance step 
is Clearly and simply listed. 

This I find to be more than some- 
what effective for educating janitors: 

1. Post on the boiler-room wall 
complete instructions. Make the in- 
structions so complete that if they are 
followed the equipment receives every 
bit of attention it needs. Do not omit 
from the instructions one single step 
that should be taken to maintain the 
-quipment properly. The writer of 
the instructions is to blame if follow- 
ing the instructions to the letter re- 
sults in equipment trouble or damage, 

aused by lack of proper maintenance. 

2. At the time you post the in- 
structions, read them through, loudly 
ind clearly, to the man or men sup- 
posed to follow them. Demonstrate 
ach maintenance step, as you read it 











Profits Profits 


For handling the line 
priced to sell for profits 
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RAY BURNERS 
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WEBCO-RAY PACKAGED UNITS 


When you represent brands with proven per- 
formance and service, you get greater sales 
volume and profits. Ray Burner Co., industry 
leader for 46 years, is selecting franchised 
dealers now for certain territories. You may 
qualify to handle reliable Ray oil, gas or com- 
bination gas-oil burners. And here's a big fea- 
ture—some Ray dealers may now take on pop- 
ular Webco-Ray packaged boilers. With these 
two lines you are handling a complete range 
of combustion equipment. Simple, clean, profit- 
able. Send letter today for an appointment. It 


may mean greater sales and profits for you. 


—— 
+ ae 


(RAY BURNER COMPANY 


WEBCO:-RAY 


PACKAGED BOILERS 


1301 San Jose Avenue, San Francisco, California 
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HEAT-TROL 


OUTDOOR 
THERMOSTAT 


s FIRST CHOICE! 


The Ideal Heating Control for Commercial Buildings 
such as Apartments e Factories e Institutions — 
where indoor thermostats are impractical! 


‘10 REASONS 


1. COMPACT — SIMPLE 

2. DEPENDABLE 

3. LOW COST 

4. SIMPLE TO INSTALL 

5. HEAT PROGRAM FLEXIBILITY 

6. FULLY AUTOMATIC PROTECTION 
7. NO EXTRA CONTROLS 

8. WATCHMAN SERVICE 

9. TWO-YEAR GUARANTEE 

10. SAFE — APPROVED 








This remarkable outdoor thermostat is unmatched in its 
record of performance, simplicity and economy. 


DEALERS LIKE IT because of its ease of installation and 
adjustment. They also like its record of reliability — 
once adjusted, it will maintain even temperatures season 
after season. 


USERS LIKE IT because of its dependable, service-free 
operation and fuel savings up to 40% — while still 
maintaining comfortable temperatures in any weather. 


HEAT-TROL corporation 


60 UNDERCLIFF TERRACE, SOUTH @ WEST ORANGE, NEW JERSEY 


Send for detailed information which gives 
all the comparative facts on why you should 
use HEAT-TROL. You'll be glad you did! 


le tw tw tH UH TH UH UF CH CS OS CH UF 0H UH DH Af AF Af 4 A2 12 2 te te 127 tH iV 


COMMERCIAL & 
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aloud. Then have the janitor go 
through the same step. Don’t assume 
the janitor can understand simple 
English, as you find many who can- 
not! 

3. Periodically, perhaps once every 
two months for the first six months 
the equipment is in use, and from then 
on about once every six months, visit 
the boiler room accompanied by the 
janitor, and direct his attention to 
your posted oilburner instructions. If 
in doubt about the instructions being 
understood and followed out to the 
letter, go through them again as de- 
scribed above in paragraph 2. 


If you find the need to issue a new 
order to the janitor, to give him addi- 
tional instructions, don’t fail to write 
this out and add it to the instructions 
you prepared originally for the par- 
ticular installation. 

This system for instructing janitors 
gives you protection against a janitor’s 
telling his boss, the building owner or 
operator, that a breakdown occurred 
or damage was done because he was 
not given proper instructions. If you 
are supposed to give him complete 
and proper instructions, make certain 
you do this. To make certain you can 
prove you did this, post your instruc- 
tions in writing on the wall of the 
boiler room. 

In the April, 1959 issue of FUELOIL 
& Om Heat, on p. 72 (and repro- 
duced elsewhere in this article) and 
as part of my article, “Instructions 
for Superintendents,” appeared the 


instructions I post in boiler rooms 
having horizontal rotary-cup burners 
of the belt-driven type using No. 6 
oil, and firing low-pressure steam 
boilers. 

It’s been gratifying to learn that 
several oil companies have turned to 
the use of these instructions since 
their appearance. 
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Fuels Status Meeting Planned 
by Fuels Division of Asme 


4 THREE-DAY symposium on fuels to 
be held in June 1962, is being or- 
ganized by American Society of 
Mechanical Engineers. 

Preliminary arrangements are be- 
ing handled by W. T. Reid; questions 
about the symposium may be ad 
dressed to him at Battelle Institute, 
Columbus, Ohio. 





Don't waste expensive serv- 
ice time trying to adjust to 
poor draft conditions—install 
Whitty Induced Draft Fans! 


WHITTY COMPANY, INC. 


86 Western Ave. 
Boston 34, Mass. 





DRAFT PROBLEM SEASON 


Is 


Oil burner start-ups in the fall reveal 
new draft problems and bring back old, 
poor draft conditions. 


WHITTY 


SOLVE DRAFT PROBLEMS 


HERE AGAIN! 


INDUCED DRAFT FANS 


—PERMANENTLY! 
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No. 4 OIL 


BURNER 
by 
ELECTROL 


fully 
automatic 


ELECTROL HO Series Oi] Burners are designed specifically 
to burn No. 4 fuel oil and feature: 


® No moving arms and rods, special pumps, or heaters. 

®@ Famous Electro! Cut-off Valve prevents after-drip. 

®@ Hot oil at nozzle on every burner start. 

® Standard stock items—heater, controls, valves, nozzles, pump, etc. 
@ Three models, 2 to 20 gph. 

and ... the finest and most complete line of #2 oil burning 


equipment including warm air furnaces, boilers and water 
heaters, from .75 to 24 gph. 


Write for "HO, No. 4 Burner” literature, or on any 
oil burner problem. 
ELECTROL BURNER MANUFACTURING CO., INC. 
RUTHERFORD, NEW JERSEY 











SAFETY AIRFLOW 


AND 


PRESSURE SWITCHE 


“D" Series Switch shuts 
off fuel if drop in fluid 
or gas pressure occurs, 


“114” Series Switch 
shuts off fuel if blower fails. 


Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature, 


FREE CIRCULAR — 


Dewey Gas Furnace Co. 
102 E. Baltimore e Detroit 2, Michigan 


PROTECTION FOR: Oi! Burners—Industrial 


Ovens and Boilers—Power Gas Burners 


ieloil 
oilheag) 


THAT'S THE ONE.. 


Power Flame 


HAS THE RIGHT BURNER 
FOR MOST APPLICATIONS. 


One single source of burners for most every applica- 
tion—that’s what Power Flame offers you! In the 
fact-packed Power Flame Catalogue, you’ll discover 
a complete range of models and sizes in atmospheric 
burners, power burners and combination burners. All 
designed for lowest installation and maintenance 
costs...all “torture tested” for highest efficiency 
and dependability. Hot idea: Next time, consult 
Power Flame first! 


Combi-matic 


Dual Fuel 
Gas-Oil Burners 


With these out- 
standing features: 


e@ Completely factory assembled 
and wired 

e@ Balanced combustion on both fuels 

@ Automatic air change for each fuel 

@ Each fuel has its own ignition system 

@ Manual or automatic changeover. 
FGO Six models for gas and light oil, 

in capacities to 3,500,000 BTU. 


Underwriters’ 
Laboratories, 


Combi-matic, 
Dual Fuel 
Gas-Gas 


Burners 


BFGG — For all gasses and Lique- 

fied Petroleum. A complete line from 
450,000 to 20,000,000 BTU. The BFGG 
Series incorporates many of the product 


Listed by features of the famous FGO Series. 


Underwriters’ Laboratories, Inc. 


Write today for complete literature, information 
and specifications on POWER-FLAME’S Combi- 
Matic dual fuel burners. Also get the facts about 
THORO-MIX gas burners and POWER-FLAME 
gun type and spread type burners. 


Power Flame 


1203 MAIN ST. 


Division, Inc. Jenanowiaw. MO. 
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George Woodruff and part of his 750-acre farm in Bridgeton, N. J. 


Gulf Solar Heat Dealer...a 


George Woodruff and Charles Tobin, Gulf Home Heating 
and Farm Marketer, inthe well-known Woodruff Museum. 
Over three thousand people visit this vast collection of 
Indian relics every year. 


90 


GEORGE WOODRUFF has a formula for good liv- 
ing. He mixes heating oil with farming know-how, 


family history and his hobby . . . archaeology. A 
750-acre farm, 450 acres of it under cultivation, 
dates back 300 years in the Woodruff family. 


125 purebred Holstein cattle provide over 2000 
pounds of milk every day. George has been able to 
locate and assemble some 13,000 American Indian 
relics while pursuing his archaeological hobby. He’s 
even had time to supervise the landscaping of the 
local golf course. His two sons, Alan and Bob, help 
him run the heating oil business. 
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Woodruff trucks have been carrying Gulf heating oil for over 29 years. 


Real Country Gentleman 


The general feeling around the Woodruff house- 
hold is that they would have less time to devote 
to other projects if they handled any other brand. 
George says, ““You just can’t lose with a top prod- 
uct and first-rate promotion. I don’t think I have 
one dissatisfied customer.” 

Customer satisfaction with clean burning Gulf Solar 
Heat leads to a competitive plus. Fuel-caused prob- 
lems are cut to near zero. The less time spent on 
service calls, the higher the profit, too! 

The Hydrogen-Purification ‘clean-heat”’ story can 
be carried directly to the prospect with the heavi- 


dol 


est concentration of advertising and sales promo- 
tion in the fuel oil business. Once in use, Gulf Solar 
Heat keeps the customer sold. 


Phone your nearest Gulf Office. . . collect. They'll 
be happy to give you the full story on how you can 


take advantage of the 


many exclusive sales 
SOLAR HEAT 


and promotional aids Go one 
heating oif® 


better 
Go Gulf 


available through the 
Gulf Solar Heat brand. 
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aaa eo eS You can replace 98% 
| we we oof of the oil burner filters 
in your territory 
; ao a fon an A with just four 
PUROLATOR elements 
m=. =. m=. =. = With a small inventory of just four ‘5 
\ A ae ON Oats 


Purolator filter elements, you're set 
market—old ones, new ones, and most 
=. of the odd sizes. 

Once you've installed a Purolator 

ter element on the market. With 

Purolator, you'll be spared the usual 

out on a spring to make replacement 

Purolator has a cross-reference 
ata a. ee 

























without servicing) than any other fil- 
the way the Purolator element pops 





youre set for a long time. Purolator 
elements filter finer (down to 0.0005”) 

wi. ee =. i. a. and longer (they last a year or more 
=. =. m=. =. =. emergency calls to replace nozzles 
; that have failed because of abrasive 
. mm. wm. * dirt. And a year or more from now, 
oo ‘ at replacement time, you'll appreciate 

chart that shows you which Purolator 

elements will fit which brands of oil 

burner filters. You can get a free copy 





of the chart by filling in the coupon 
and sending it to Purolator Products, ‘ 
Inc., Rahway, New Jersey. 





Purolator Products, Inc., Dept. 2578 


Rahway, New Jersey Filtration For Every Known Fluid 


PURQOLATOR 


PRODUCTS, INC. 


RAHWAY. NEW JERSEY AND TORONTO. ONTARIO. CANADA 


Please send me the Purolator Cross Reference Chart showing the correct 
Purolator filter element for eight major brands of oil burner filters 


Name 





Cc 





Pp 





Address. 





State City Zone 
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Two Units In One 


HORIZONTAL 
COUNTERFLOW 


“BLUE RIBBON” 


Winter Air Conditioner 
MODEL SCO OIL-FIRED 


THE NEW THATCHER SCO UNIT EASILY INSTALLS IN THE FIELD AS A HORIZONTAL OR AS A COUNTERFLOW. 


See your Thatcher representative now 
for more detailed information, or 
clip the cou below and mail direct 
to Thatcher, builder of 
home heating equipment for 110 years. 





THATCHER FURNACE COMPANY 
DEPT. FO-? GARWOOD, NEW JERSEY 


Since IE5O 





Please forward, as soon as possible, more detailed 
information on your NEW Model SCO Oil-Fired 
Winter Air Conditioner. 


THATCHER FURNACE COMPANY NAME 
GARWOOD, NEW JERSEY FIRM 
BOILERS + FURNACES . AIR CONDITIONERS ADDRESS 














city ZONE__ STATE___® 22" 
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PORK EVERY (lel OL INDUSURY 
ACCOUNTING PROBL A PROVED 


BURROUGHS ANSWER 


Call our nearby branch today and have an experienced Burroughs Systems 
Counselor demonstrate the proved answer to your accounting problem. 
Burroughs Corporation, Detroit 32, Michigan. 
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10-Key Adding Machines—high-speed 
adding, subtracting and multiplying. Wide 
choice of capacities, features, colors. 


Full-Keyboard Adding Machines — avail- 
able in a broad range of capacities, 
tunctions and colors to fit your needs 


Validating & Receipting Machines—pro- 
vide locked-in control and protection of 
receipts 


2 


Cash o~ 4 istering Machines—provide posi- 
tive on control, double as adding ma- 
chines. Hand or electrically operated. 
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Duplex Addi ng Machines — eliminate re- 
handli ae of ye es, reduce chance of 
error in multiple total adding 


| 
J 


Micro-Twin Microfilm Equipment—perma- 
nently stores records. Pays for itself in 
space and filing cabinets saved. 
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F 1000 PA Alphanumeric Accounting Ma- 
F 1000 Typing Accounting Machines—com- chi ines with compact Tape Pertorators 
bine descriptive and numerical account- Statistics d detail, a by-product of 


ing. High-speed. Versatile. direct accounting 


F $000 Dual Printing Accounting Machines 
—fully automatic accounting plus simul- 
taneous dual printing 
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220 Electronic Computers—Ten to 25 times the speed of 
others in their class. Offer full range of highly sophisti- 
cated equipment, including vast external magnetic tape 
storage 
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F 2000 Computers—advantages like direct 
computation and 252-digit memory at an 
accounting machine price. 
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Burroughs Corporation 
“NEW DIMENSIONS | in electronics and data processing systems” 


September 
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THE HEART OF ANY DISTRIBUTOR’S PROFIT... 


LIES WITH THE PUMP HE CHOOSES 


Lyden Oil sells 20,000,000 gallons per year— 
MARLOWS PUMP IT ALL! 


Lyden Oil Company, owned by W. G. Lyden 
and his son, serves Youngstown, Ohio and a 
30-mile radius with Amoco gasoline and #2 
fuel oil. To speed up gravity flow from their 
plant’s 100,000 gallon above ground storage 
tanks and to strip transports, Lyden uses four 
Marlow, 32 HELP-9, Self-Priming Pumps. Dur- 
in four years of service, these self-primers have 
handled 80,000,000 gallons of petroleum prod- 


ucts day-in, day-out without skipping a beat. 


If you have a petroleum handling problem 
that calls for steady, dependable pumping, look 
to Marlow for the solution. Marlow builds the 
most-complete line of pumps available any- 
where for petroleum service. Write today for a 
copy of Bulletin PM-06 and the name of your 
nearest Marlow dealer. 


lnm; MARLOW PUMPS 


PUMPS 


nieloil 


DIVISION OF BELL & GOSSETT COMPANY 
® MIDLAND PARK, NEW JERSEY Morton Grove, Illinois * Longview, Texas 
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UNRESTRICTED FLOW 


PHILADELPHIA 


mean 
fast 
deliveries 








Deve time at the delivery point, and 
you save money.” That is the con- 
sensus of tank truck operators every- 
where, and it is one of the many ad- 
vantages of Philadelphia Hose Reels. 








SECTION THROUGH REEL 








Unrestricted passageway is clearly 
shown on the sectional view of the 
spindle and seal. Note the long radius 
curvature of the elbow, free from re- 
striction. A self-tightening Neoprene 
seal is used. It is tight at high or low 
pressures and will run for many years 
without any signs of wear or leakage. 
Note that the ball bearings for the 
spindle are outside the passageway 
and not in contact with the fluid. 
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The actual fact is this: when a re- 
stricted flow reel is replaced with a 
Philadelphia Hose Reel, the resulting 
full flow means faster delivery—without 
changing either the pump or the hose. 


Philadelphia Reels are light in weight 
and are built like a fine automobile. 
All parts are made of steel, malleable 
iron or bronze (no cast iron is used). 


All shafts and bearings are equipped 
with ball bearings with hardened and 
ground races. Seven ball bearings are 
used on each reel. This means the reel 


HOSE 


REELS 


will last many times longer than one 
equipped with plain bearings. 


Prices No Higher. Quantity produc- 
tion of standard parts, plus many 
years of experience, enables us to 
build these high-grade reels at prices 
competitive with and in many cases 
lower than other makes. Philadelphia 
Hose Reels are made in all sizes from 
1” to 3” with hand or power drives— 
electric, air or hydraulic. Under- 
writers’ approved explosionproof 
motors when required (any voltage). 
Send for Bulletin No. 171. 


PHILADELPHIA VALVE COMPANY 


E. ONTAERIC STREET, 


PHILADELPHIA 34, 


Manufacturers of Reels & Valves since 1922 
Pacific Coast Distributors: 


Oil Marketing Co., 
Howard Supply Co., 


325 Fremont Street, 
5125 Santa Fe Avenue, 


San Francisco 5, California 
Los Angeles 11, California 


New England Distributor: 
Northeastern Petroleum Service & Supply, Inc., 37 Brookley Road, Jamaica Plain 30, Mass. 


September 


1960 











YOU FIND THEM 
ON THE 
FINEST 


INSTALLATIONS 
Mew 
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New yeor ‘round swimming pool and 
motel addition, Lake Lawn Lodge, 
Delavan, Wisconsin. Heating unit thot 
serves both is Webster equipped. 


WZaeviam ServiceSavers 


Modern resort motels sell comfort, relaxation and most important, uninterrupted 
service. That's one big reason Webster ServiceSavers are so often specified for new 
construction and replacement. Heating men know — and motel operators soon 
discover — ServiceSavers provide worry-free service year ‘round ! 

Webster’s exclusive rotary filter is the reason. No felt or wire mesh 
strainers — no cleaning problems ever. Never a call back! What’s more, filtering 
action is matched to all capacity requirements. 

There’s a fast priming, easy mounting ServiceSaver in the Webster line to fit every 
plan. They're available in single and two-stage models, from 7 to 75 gph 
capacities . . . pressures to 250 psi, speeds to 3450 rpm. They replace any 
fuel unit now on the market. 

Ask for Webster ServiceSavers on your next burner order. Complete data, dimen- 
sions and ratings on the Webster line are available in Bulletin FU-2. Write today! 


HEATING DiviSton 


WEBSTER ELECTRIC 
Co) RACINE-wis 


eloil 








Cities Service Heating Oil is 


QUALITY CONTROLLED 
Every Step of the Way 


With the most advanced research techniques . . . from 
ultra-modern refineries . . . right to the distributor, 
Cities Service Heating Oil is processed under strict 
quality control. The quality of Cities Service Heating 
Oil is always the same, never varies from delivery to 
delivery. 

Because Cities Service Heating Oil is fully inhibited 
against sludge, it burns cleaner and prevents clogged 


nozzles. Customers are more satisfied. Cities Service 
Distributorships are profitable, since constant quality 
control keeps service calls to a minimum. 

Call your local Cities Service office and learn the 
advantages of being a Cities Service Heating Oil Dis- 
tributor. Or write: Cities Service Oil Company, Dis- 
tributor Sales Dept., Sixty Wall Tower, New York 5, 
New York. 


CITIES G) SERVICE 


QUALITY PETROLEUM PRODUCTS 
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BOOST FUEL UL. 
DELIVERY by 1 
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NEW BUCKEYE NOZZLE...SWIVEL...for low pressure-drop at high capacity 


No. 125 FUEL OIL NOZZLE @ Permanent lubrication of bearings; grease-sealed 
Available with either 1%” or 1%” IPT inlet — with or at factory. 


without tube and with or without integral check valve To you, time is money — and increased delivery 


@ Less than 10 lb. drop at 100 gpm.* capacity of your equipment adds to the number 
@ Higher lift, seat diameter larger than outlet tube. | °f stops your trucks can make per day. This new 
‘a f A Buckeye combination is the only such system 
@ Designed for 125 gpm flow rate. designed to give you low pressure drop at flow 
@ Easy to open, easy to close because of hydrau- rates up to 125 gpm—-virtually an “open pipe” 
lically balanced design. No hammer or chatter. system. Write for more information or contact your 
@ 4-notch replaceable guard permits easy control. Buckeye distributor. 
*Tested on nozzle without internal check 


No. 126 SWIVEL. Available in 2 sizes—1%” and 1%” PRESSURE DROP 
AT INCREASING FLOW 
@ Fully repairable: remove plug and ball bearings. CAPACITIES 


Bearings and quad-ring seal easily replaced. testes 280° 
@ Teflon and ball bearings for easy operation. fuel oi! nozzie* 


@ Full pipe size opening at both ends. Female New No. 125" (14%4” and 
portion of swivel (hose end) is larger than hose 1¥2” sizes—no difference) 
coupling—easy to attach and detach. SOO Sees ee eee 


Increases hose life. Prevents kinks, twists and 
damaging tension. Allows hose and valve to turn 


independently. GALLONS PER MINUTE 
a, 
K Bucksye. BUCKEYE IRON & BRASS WORKS 
YN Box 883 « Dayton, Ohio 
eloil 


INLET PRESSURE PSIG. 








ACTIVITIES 


Standard Mfg. Co. buys 
Automatic Humidifier Co. 


THE STANDARD MEG. CO., Cedar Falls, 
Iowa, has acquired the Automatic 
Humidifier Company, also of Cedar 
Falls, which it will operate as a di- 
vision. 


STANDARD 
STRAINER 
FROM 1.00 UP 


The manufacture of the Auto- 
matic Humidifier Company’s line of 
humidifiers will be con- 
tinued and plans are being formulated 
for product research and improve- 


Vaporite 


ment, as well as an expanded sales 
program, according to M. K. Voorhees, 
vice-president and sales manager. J. 
Harold Galloway, president of Auto- 
matic Humidifier, has joined Standard 
as consultant in product development 
and marketing 

The same factory representatives 
who handled the Automatic Humidi- 


SINTERED FILTER SUPPLIED 
ON 
50 THROUGH .85 g.p.h. 
AT NO EXTRA COST 


HAGO PRODUCTS 


1120 GLOBE AVE., 


MOUNTAINSIDE, N. J. 


IN CANADA — RICHARDSON, LTD. 
1169 Caledonia Road, Toronte 


Harold Galloway, president, Automatic 
Humidifier Co., confers with M. K. 
Voorhees, vice-president and sales man- 
ager, and R. W. Voorhees, president 
and treasurer, Standard Mfg. Co., on 
plans for new product development. 


fier line will represent Standard Man- 
ufacturing. They are: Lou Reining, 
Chicago, Ill.; Mercury Sales Co., 
Syracuse, N. Y.; Lincoln Air Con- 
trols Inc., Havertown, Pa.; Southern 
Oil Burner Co., Charleston, S. C.: 
Frank Hickey, Worcester, Mass.; S. 
R. Quincy Co., Dallas, Tex.; Robert 
S. Ambrose & Associates, 
City, Mo.; H. R. Pataky 
Agency, Lima, Ohio. 


Kansas 
Sales 


Eckhart Manufacturing names 
new sales Representatives 


DUMORE HEATING Sales Co., Wil 
liamsport, Pa., and M. J. Eklund, 
Seattle. Wash., have been named sales 
representatives for Korth oilburners, 
oilfired hot water heaters and steel 
boiler-burner units. Ecklund will rep- 
resent Eckhart Mfg. Co., Inc., Union, 
N. J., in the Pacific Northwest and 
Dumore will be the company’s repre- 
sentative in northeastern Pennsyl- 
Vania. 


Oil heat’s Advantages Shown 
at Iron Fireman’s Meetings 


THE IRON Fireman Mfg. Co., Cleve- 
land, Ohio, has launched a campaign 
to push fueloil and oilheating equip- 
ment. The heart of this program is a 
series of meetings arranged through 
Iron Fireman distributors for fueloil 
dealers and oil heat equipment dealers 
where the advantages of fueloil and 
the Iron Fireman Custom Mark 11 oil 
furnace and boiler are driven home. 

As a part of this program, meetings 
were recently held in Pittsburgh, Pa.; 
Youngstown and Akron, Ohio: 
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Thermally Protected 


NO} 5) Patented Flexible 
Coupling 


— 
7s. 


Interchangeable 
Bronze Flanges 


Four Sizes: 
%”" thru 1%2” 


te 


All Bronze 


Ceramic Seal 


THRUSH 
=] >To) \ > 4-mel | felt] m-Uge].. 


for fresh water use... 


HOT WATER 


TO BOWER OR HEAT exceeroen TYPICAL HOOK-UP 


Quality Hydronic Heating Specialties 


H.A. THRUSH & COMPANY 
PERU, INDIANA 








. . . « Manufacturers’ Activities 


2c, 


Wheeling, W. Va. These four meet- 
ings were conducted under the direc- 
tion of Warren J. Blanke, marketing 
manager, and Stanley MacMichael. 
district sales manager, both of Iron 
Fireman. The illustration shows 
Blanke addressing the Wheeling meet- 
ing; 81 dealers attended. 


Newspaper ad Mats available 
free to Palm Beach Dealers 


THE NATIONAL Modulation Company, 
St. Paul, Minn., 


manufacturers of 


HUUVADUOUAVEUAUAUOEDONEOOUEUAAOEEUEUEDADOEUEDADOEUOGEU AD ADA EU ELE EDA EAE ETN 
Palm Beach Comfort Control Systems, 
has announced the institution of a 
newspaper ad mat service. 

These mats are available, free, to 
Palm Beach dealers, who may imprint 
their own firm name and additional 
advertising messages in the body of 
the ad. 

General theme of the ad copy sells 
the Palm Beach concept, designed to 
regulate blower operation on warm 
air furnaces to eliminate up and down 
heating. 


called CLL hehe LD ahaa 


Sunoco heating Oil is new 
brand Name of Sun’s Product 


SUN OIL CO. announced its decision to 
market their heating oil under the 
name of Sunoco Heating Oil which 
will replace Sunheat as this company’s 
brand name. The change is aimed at 
capitalizing on existing consumer ac- 
ceptance of the Sunoco name. 

The switch will be a gradual one 
to eliminate as much as possible con- 
fusion and waste. Sales aids using the 
new brand name already are available 
to distributors. 


Thatcher Furnace elects 
Russell Cook, president 


RUSSELL M. COOK has been elected 
president, Thatcher Furnace Co., Gar- 
wood, N. J., succeeding Carl Sahler, 
resigned. Cook has been with the firm 
for 35 years in various capacities, 
most recently as vice-president in 
charge of sales. 

Stuart B. Leigh has been named to 
the newly-created position of execu- 
tive vice-president. 


iT! 


is the HOTTEST unit on ae valet ‘ie 


And all because Dynatherm was designed to get the most 
out of every drop of oil, giving greater efficiency—and saving 


your customers 40% in fuel bills 
pay for itself in five years. 
facturers Representatives 
Phone or write us today. 


enough for Dynatherm to 
Areas are still open for Manu- 
Wholesalers Dealers. 


*‘tmp—Important Money Preserver! 


THE FINEST OIL HEATING UNIT IN AMERICAI 


manufactured by the OYNATHERM DI VISI ON 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


225 W. 2nd St., Bethlehem, Penna. 
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Phone: Bethlehem, Pa. 


UNiversity 7-4605 * Chicago, Ill. HUdson 33-0520 
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=— What's so good about 
being a branded heating 
oil distributor? 


Are these benefits automatic 
with being a branded 
distributor? 


i= Plenty. When you’re drumming-up 
new business, a strong, recognized brand 
helps you get your foot in the door. 


Contrary to some beliefs, a brand and 
single source of supply put you in a more 
enviable position. You become more im- 
portant to your supplier. Your business 
needs get closer attention. 


Continued customer satisfaction is vital 
to you. With a single source of supply, 
you get consistent product quality, and 
you know who is responsible for it. 


By building strong branded distributors, 
a supplier, of course, is broadening his 
market. So he sticks close. You get the 
benefit of his total brand marketing effort: 
better sales methods from his new business 
research; modern delivery techniques and 
facilities; advanced business training for 
your employees; consistent national and 
hard-hitting local advertising that sells 
your company and your name. 


E3—Not necessarily. It depends on the 
brand you go with. 


For details, call or write our nearest 
Regional Office: 


Philadelphia, Pa. AT! ALITIP: 
aed Sei E ATLANTIC 
Providence, R. I. Loa rams: 
Syracuse, N. Y. HEATING OILS 


Charlotte, N. C. 


THE ATLANTIC REFINING COMPANY 





. Manufacturers’ Activities 


Minneapolis-Honeywell holds 


heating control Carnivals 


A SERIES of “Control Carnivals” have 
been held throughout the northeastern 
part of the nation by Minneapolis 
Honeywell Regulator Co., Minneap- 
olis, Minn. 

The carnivals planned as business- 
social events were started last fall to 
give large groups of dealers an oppor- 
tunity of seeing on-the-spot demon- 
strations of Honeywell controls, ac- 
cording to Fred Kaiser, vice president 

Display maintained by Stewart-Warner Corp., Heating and Air Conditioning Div., in charge of the eastern region. 
Lebanon, Ind. The animated, audible display is located in the Indianapolis Weir- 
Cook airport; it shows the major products of the Stewart-Warner Division. Trans- 


light photos in front of each unit illustrate hidden construction features and post- 
cards are available for those who want to request product information. 


Perfection names Wholesalers 
for Heating, Airconditioning 


FIVE WHOLESALER distributors have 
been named by Perfection Div., Hupp 


General Filters offers Special coupon with his name and address, 


on Moisture-Matic Humidifiers 


BANK NOTE COUPONS have been dis- 
tributed by General Filters, Inc., 
Novi, Mich., as part of its special offer 
on Moisture-Matic Model 800 fur- 
nace humidifiers. 


The dealer only has to fill in the 


take it to his jobber. The coupon con- 
stitutes an order for five humidifiers 
for which the dealers receives a fac- 
tory-packed order of six. The dealer 
pays for the five, gets six. 
redeem as 
coupons as they please during the 
offer which lasts until October 15. 


Dealers can many 


Corp., Cleveland, Ohio. Each will 
handle the complete Perfection line. 

The firms are: Capitol Supply Co., 
Jefferson City, Mo.; C. L. Miley Co., 
Indianapolis, Ind.; Braid Electric Co., 
Nashville, Tenn.; Hart, Inc., Min- 
neapolis, Minn.; Otten Htg. Co., 
Buffalo, N. Y. 


©A NEW ZONE CONTROL VALVE THAT DARES TO BE BEST ®#4 


Hydrozone” 
outlasts... 
out-performs 
other 
zone 
valves 


12 tol! 


The weight alone tells you that this is a zone 
control valve that’s designed to last a life- 
time! Heavier, sturdier . . . Hydrozone® 
Motorized Valves provide rugged, consistent 
performance up to twelve times longer than 
other zone valves. 


HYDROZONE] COMPACT, UNITIZED CONSTRUCTION « 
ried OPERATES IN ANY POSITION * MANUAL 
SS OPEN-CLOSE ADJUSTMENT * RUGGED 
ANGLE VALVE DESIGN « TIGHT-CLOSING 
SILICONE VALVE SEAT * QUIET OPERATION 
* LEAK-PROOF SEAL CONSTRUCTION (PAT. 
PENDING) * DUST-PROOF HEAVY ALUMI- 
NUM MOTOR CASE + SELF-ALIGNING, 
LIFTING STAINLESS STEEL VALVE STEM 
* LIFE-TIME LUBRICATION « IN-BUILT 
UNION CONNECTION SUPPLIED 


Another quality product of 
INDUSTRY’S WIDE, WIDE LINE 


CASH 


AUTOMATIC VALVES 


ACME 


A. W. CASH VALVE 
MFG. CORP. 

666 E. Wabash Ave. 
Decatur, Illinois 
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Wy Gem micro 
S FUEL OIL FILTERS 


KLEMM FUEL OIL FILTERS never stay long on your 
shelves. Good design and performance, attractive packaging 
and prices make them sure-fire best sellers... 
the kind that puts profit in your pocket. 
Always stock KLEMM... they sell! 


|i 


KLEMM PRODUCTS 


Division of 


KLEMM AUTOMOTIVE peooucrs 1 OMPANY 


North Damen Avenue « 
XPORT: eineame New 4 so Ltd., Toronto 











IN 30 MINUTES 





FIVE YEAR GUARANTEE |_<eeillll 





with SID HARVEY'S 
TANK BOTTOM 


Seals entire bottom of any 275 gallon 
vertical oil tank. 


Stop tank leaks in one service call. 











a WD WRRNEN vac 
AVAILABLE AT 50 SID HARVEY STORES OR BY MAIL VALLEN STREAM, NEW YORK 
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. . . « Manufacturers’ Activities 


Penn Controls, Inc. builds 
new West Coast Headquarters 


TEMTROL DIVISION of Penn Controls, 
Inc., Goshen, Ind., has completed and 
occupied a new building at Costa 
Mesa, Calif. The new plant becomes 
the headquarters for the West Coast 
operations, and will house Penn’s Los 
Angeles district office. 

The Temtrol Division manufac- 
tures controls for appliances, heating 
and for industrial applications. New 
products, suitable for the new facil- 





ity, will be added to the line from 
time to time. In addition to adequate 

room for expansion, the new plant 
SSS aa anes ea eae will provide space for warehousing 
Penn’s complete product line for 
West Coast customers. 


Fuel units Topic of Carlin’s 
current “Facts ’n Figures” 


FUEL UNITs for oilburners, both 
single and two-stage, are the subject 
of the current issue of “Facts ‘n 
Figures,” quarterly publication of The 
Carlin Co., Wethersfield, Conn. 

The bulletin covers operation and 
servicing, tells how to check for pres- 
sure and vacuum, gives correct line 
sizes for two-pipe installations and 
many helpful facts on fuel unit per- 
formance to achieve maximum oil- 
burner efficiency. 

Copies may be obtained from Carlin 
wholesalers or by addressing The 


eee and what an ideal pair! 


Bronze filters .. . DOUBLE VALUE for your 
money. 
The new cone shaped, one piece Porous Bronze 
Filter designed for longer wear and greater fil- 
tering ability offers an additional advantage in 
its firm (metal to metal) seal. 
STEINEN Mirror Finish Nozzles now combine 
maximum heat deflection with greater filtration, 
resulting in minimum coking, gumming and 
clogging. All STEINEN Nozzles are individu- 
ally spray tested for flow, angle and concentric- 
ity. For added protection and easy identification 
each nozzle is packed in dirt-free plastic con- 
STEINEN NOZZLES tainers with color coded lids . . . QUALITY 


(0.5 to 1.0 GPH) are now PRODUCTS thru QUALITY CONTROL. 
equipped with POROUS = 


Hand in Hand . . . Porous Bronze 
pe A ing Filters and STEINEN Mirror 
CHARGE. Finish Nozzles are your best bet 

. . . your best buy. Try them 

today. 

Write today for your free catalog 

“Heating Products by Steinen”. 


Wethersfield, Conn. 


The above counter or window display 
which converts in one motion to a 
dealer-salesman's demonstration kit 
with handie has been designed by 
Burnham Corp., Irvington, N. Y. The 
display gives the customer a clear 
Fy understanding of a Base-Ray baseboard 

installation and how it blends into 
8 ee ee ee ee es es es es the decor of a room. 


ee, WM. STEINEN MFG. CO. 
HEATING PRODUCTS DIVISION — DEPT. A-? 
oa © 43 Bruen St. - Newark 5, New Jersey 
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RCA MARK VII Radio-Phone 
CRM-P3A-5 Citizens’ Radio 
Manufacturer's Nationally Advertised Price $189.95 


Small business or large . . . there’s an RCA radio system designed to fit your needs. For 
reliable short range communication, there’s the sensational new RCA Mark VII Radio- 
Phone! This low priced, high quality 2-way radio gives you contact with the ‘‘man-in- 
the-truck”’ . . . saves precious minutes on the road and paves the way for lasting friendships 
with your customers. The Mark VII can be used at mobile or fixed points—for truck and 
office. Provides four crystal-controlled channels for transmit and receive; also manual 
receiver tuning for all 23 channels. No operator’s exam is necessary—all you need is 
the easily obtainable FCC Citizens’ Radio License. Units available for 6- or 12-volt 
battery operation. Also operates off house current. 


For information on the Mark VII Radio-Phone—and other quality RCA communications 


equipment—contact your RCA mobile radio — or write RCA, Dept. L-252, 
Building 15-1, Camden, N. J. 


RCA 2-WAY RADIO 


RCA'S FIRST 2m 
NAME 8 (FP) RADIO CORPORATION of AMERICA 
COMMUNICATIONS DIVISION CAMDEN, N. J. 
wy, 


mk(s) ® 


RCA RADIO Personalfone 


SYSTEMS FOR if “LD” Transistorized | 2 “Belt” Radio— | Casfone Mobile Radio 
- Ff wid MobileRadio—Quality | Ge ~e Miniature 2-way —Performance-proven 
EVERY BUSINESS . a qaumafeations mt radios that provide in thousands of 
REQUIREMENT — equipment for greatest | person-to-person commercial, 
signal coverage, | communication | industrial and 

Flexible Lease and Purchase finest performance, | with personnel 


municipal 
Plans Available top dependability. on foot. 


applications. 
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Readers’ Problems 














SPIN-ON TYPE 


OIL BURNER FILTER 


FUEL FILTER 


a“ 


@ Exclusive POROSITE 
pleated paper filtrant 

@ Over 228 square inches 
of filtering surface 

@ Removes even microscopic 
contaminating particles 

@ Guaranteed to exceed 
120 gph gravity flow 

@ COMPACT! 5-9/16” high, 
2-3/4" wide, 8 ounces 

@ Listed as Standard by Un- 
derwriters Laboratories, Inc. 

















Q. One cause of nuisance service 
calls, which are annoying and which 
in the cases of oil customers we can't 
always charge for, is noise and sound 
from the pipes of steam heating 
plants. Usually the sounds occur after 
room thermostats start burners, and 
steam first reaches the radiators, start- 
ing to make them hot. 

New in the last year at servicing 
burners, I wonder if oldtimers have 
a standardized way of coping with 


OIL BURNER 


these ordinary steam-pipe noises. 
Mahwah, N. J. 


Bx ds nw 





THE GREAT NEW IMPROVEMENT IN 









This revglutionary, new WIX Oil Filter « 


easily Zeplaces all comparable standard 
fueOil filters ... makes cartridge servic- 
simpler and more profitable. Just a 


Prwist- of-the-wrist” does it—no tools, 


no filter pot to clean out! It’s the self- 
contained unit that brings new efficiency 
and new economy to every oil burner 
operation. 

Install this WIX Fuel Filter on all the 
burners you service or install—speed up 
your maintenance, increase your profit 
margin. Merely insert the die-cast alumi- 
num head in any #4” N.P.T., one or two 
pipe (high or low pressure) oil burner 
system and... SPIN-ON the WIX Filter 
Cartridge! That’s all there is to it. From 
then on, servicing requires only chang- 
ing the Cartridge —no mess, no trouble, 
no time wasted — spin-off and discard the 
old—SPIN-ON the new! 


Head and Filter are constructed of light- 
weight, rust and corrosion-proof alu- 
minum with the Head featuring an 
exclusive air bleed and a safety locking 
screw. WRITE, today, for details on 
how this great, new WIX “SPIN-ON” 
Fuel Filter can work and make money 
for you! e 


Wx 


OIL BURNER / FILTERS 


WIX CORPORATION ¢ GASTONIA « NM. C. 


in Canada: Wix Corporation Ltd., Toronto 


A. In cases of the ordinary steam- 
pipe sounds, which you describe, the 
routine procedure followed by many 
servicemen simply includes explain- 
ing to the complaining homeowners 
that the steam-pipe sounds are rou- 
tine and minor. They are caused by 
expansion of steam pipes which were 
cold, and which become hot after 
the boiler sends steam through them. 
Increasing the temperature of the 
steam pipes causes them to expand 
or lengthen appreciably. Moving a 
bit, the pipes make sounds. Becoming 
hot, cast-iron radiators may also make 
sounds resembling hammer taps. 

In many cases, you have to tell 
the homeowners that all these sounds 
can be ended only at considerable ex- 
pense, which most owners find ex- 
cessive for the slight benefits gained 


Q. Burner instruction books and 
textbooks often recommend 11” and 
even 2” suction lines for large gun 
burners, firing say 20 to 30 gph, 
using No. 5 oil. Your articles say 
oilburner pump vacuums up to 10” 
or 15” are all right on such jobs. 

I service such a job which has only 
a ¥4suction line, buried outside, 130 
ft. long. As that is undersize, why is 
the vacuum at the pump only 6” to 
9” using No. 5 oil? 

L. M. A., Bronx, N. Y. 


A. The owner may be ordering 
No. 5 oil, but it’s a dollars-to-dough- 
nuts bet that No. 4 oil is being de- 
livered to the job. The 144” and 2” 
suction lines you describe are installed 
where No. 5 oil will be used, and 
where there may be deliveries of No 
5 oil which is as thick and viscous as 
it is legitimate for this grade of oil 
to be. The installation you describe, 
having the 34” buried suction line 
130 ft. long, cannot operate success’ 
fully using highly viscous No. 5 oil. 


Q. What are sensible readings of 
smoke and CO, for a new package 
unit using residual fueloil? 

L. V., Richmond, Va. 


A. Certain engineers say the CO, 
should be 11% minimum, and the 
smoke should be No. 4 maximum on 
the Shell-Bacharach scale. 


(Please turn to page 130) 
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What happens when the 


Promises come a lot easier than fulfill- 
ment! 

Heating and air conditioning dealers 
soon find that the paid vacations and 
other special inducements offered by 
different manufacturers fade into mem- 
ory along with the rose-hued words of 
courtship. Suddenly you're faced with 
the stark reality of making money with 
the line you're handling. What then? 

That's when the “ordinary” things be- 
come all-important...the backing you 


“honeymoon” is over? 


get from the factory, the sales helps, the 
training schools for your men, freedom 
from shipping errors, the many ways a 
manufacturer can help you sell more 
efficiently and make more money. 


With Lennox there are no gimmicks, 
no verbal smoke screens or razzle-dazzle 
—just an honest effort to help our dealers 
make money the year ‘round—every year. 

If you want help instead of promises, it 
will pay you to investigate Lennox now. 
It’s the line designed for the long pull. 


/ 
LENNOX Industries Inc. 


a stablished /895 


Marshalitown, towa « Columbus, Ohio « Syracuse, N.Y. + Fort Worth, Texas 
Sait Lake City, Utah + Decatur, Ga.+ Los Angeles, Calif.* Des Moines, iowa 
Lennox industries (Canada) Ltd. * Toronto, Montreal, Calgary and Vancouver 
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WUBDVERTISED 
Serving t 7 bing rade . 1881 


L.O.KOVEN & BRO..ING. 


RICHBOYNTON ROAD, DOVER, NEW JERSEY 





NEW PRODUCTS 


Heat-Trol is outdoor Thermostat 
to control and program Heating 


HEAT-TROL OUTDOOR THERMOSTAT controls the tempera 
ture and programs heat in commercial buildings. Using 
a precise and thermal sensi- 

tive unit, the device propor- 

tions the supply of heat to 

compensate for the decrease 

or increase in outside tem- 

perature. It provides flex- 

ibility in its ability to pro 

gram weekend and holiday 

shutdown, with automatic 

protection for setting day, 

night and weekend shutdown temperature. 

The control does not use electronic components. It may 
be connected directly to loads up to 1/3 hp or 10 amps., 
without additional switching relays or motor starters. 

Made by: Heat-Trol Corp., 60 South Undercliff Ter., 
West Orange, N. ] 


Opw announces new 4° gate Valve 
made of weight-reducing Aluminum 


OPW HAS ANNOUNCED a new 4” gate valve for use on 
tank trucks. The valve. Opw 676-FR-4”. has an aluminum 
body and bonnet, 
with aluminum 
selected because 
of its light weight 
to permit a great 
er payload. 
The new valve 
has standard 
round tank truck 
flanges, forged 
bronze disc, 
molded packing, 
full acme stem threads. Details, along with description 
of other Opw gate valves for tank trucks, appear in Bul- 
letin NP-676-E. 
Made by: OPW Corp., 2735 Colerain Ave., Cincin- 


nati 25, Ohio. 
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6000 customers know they con rely on Valley Oil's fast radio- Constant radio contact gives headquarters maximum utilization 
dispatching . . . whether for oil delivery or burner service. of its service fleet . . . saves many miles of “backtracking.” 


éé W E “Economies and profits from 14 extra calls per day actually 
pay the cost of our Motorola 2-way radio system!” — 
reports William F. Briggs, Jr., Service Manager, 


AV é 4 AG E Valley Oil Co., Portland, Conn. 


But Valley Oil’s savings go even deeper . . . In addition to 
A N FE X T R A C AL L eliminating needless back-tracking, Motorola 2-way radio gets 
the service fleet on the road earlier. Servicemen no longer 
drive to the yard each morning for briefing. A quick call 
be J a4 Mi A * on the 2-way radio steers each one to his first assignment. 
? When the job is done, he receives orders for the next call, via 
radio. It is quick and easy — and no need to use the customer’s 
9 E R DAY phone. How about you. . . do these facts suggest ways 
Motorola 2-way radio can boost your operation’s efficiency? 


U S| N G Write today for free fact-filled folder. 


MOTOROLA 
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Whether you’re quoting on new fireboxes or con- 
verting old ones, you can sell prospects faster by 
pointing out the advantages of B&W Insulating 
Firebrick. 

B&W IFB heat up faster than ordinary firebrick, 
then confine the heat to the firebox. This results in 
higher firebox temperatures, more complete com- 
bustion. It’s only logical that with better combus- 
tion, soot and odors will be materially reduced. 
B&W IFB also have excellent acoustic properties, 
assuring quieter operation. 

Clinch the sale by explaining that lightweight 
B&W Insulating Firebrick save 20% in fuel bills. 
That means approximately 1 year’s fuel free for 
every 5 years of operation. 


B&W FiReBoy 
Hanonoox | 
A Valuable Guide = 

for Every Installer i<} 


Send today for this Handbook! ia 


ee 2 
tee, R-628 


THE BABCOCK & WILCOX CO. 


Re Divi 
Works: Augusta, Ga. 
General Offices: 161 East 42nd St., New York 17, N. Y. 


. . « « New Products 


Penn introduces the “Thin-Line”’. 
low voltage heating Thermostat 


“THIN-LINE” Type 820, low voltage heating thermostat 
introduced by Penn Controls, is finished in neutral beige 
tones and has a 
slim contempo 
rary design to 
harmonize with 
any interior 
decor. 
Features 
include separate 
thermometer and 
setting scales for 
maximum clarity, 
easy installation 
with no mounting plate necessary, no leveling required 
and easy field calibration. 
Made by: Penn Controls, Inc., Goshen, Ind. 


Hitemp offers ““Wrap-It” Teflon Tape 


for dry Sealing threaded pipe Joints 


“WRAP-IT” TEFLON TAPE is available from Hitemp for dry 
sealing all types of threaded pipe joints. Supplied in 2” 
widths and in ten colors, individually packaged containers 
come in 25, 50 and 75 yard sizes. 

The tape seals when it is wrapped around the threads; 
it can be used on a variety of materials, including steel, 
iron, brass, aluminum and monel. Assembly and disas- 
sembly is facilitated because of the tape’s self-lubricating 
properties. 

Made by: Hitemp Wires, Inc., 1200 Shames Drive, 
Westbury, N. YT. 


Econo air pressure control Damper 
regulates air Volume and Velocity 


DESIGNED to automatically control and compensate for ex- 
cess air volume and velocity, Econo’s Zone-A-Trol air pres- 
sure damper 
dumps or returns 
excess air volume 
back into the cold 
air return. 

It installs on a 
connecting duct 
between the 
plenum and cold 
air return and 


consists of an ad- 





justable counter- 

weighted damper adjusted to a closed position when all 
supply ducts are open. When the heating system op- 
erates and one or more zone supply ducts are closed off 
by the zoning damper, any excess air pressure opens the 
dumper damper, recirculating the excess air back through 
the blower and furnace. 


Made by: Econo Products Co., East Haddam, Conn. 
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stainless steel 


@ for longer life 


, Wi-teh ti -lamttatticlilehilela 

— AIR-EASE 
0 ® 
Waporite 


AUTOMATIC 


HUMIDIFIER 
PRECISION BUILT TO AVOID COSTLY “CALLBACKS” A 7 FU [ 
NEW comptertety STAINLess 


MODEL 999 








. 
; 


@ Water leveling type 
@ New diaphragm design 
@ Only 4 ibs completely as- 
sembled . . less than 3%4- 
Ib. strain on bonnet metal 
or plenum wall 


2 GREAT TIME-PROVED 
THERMOSTATIC CONTROL MODELS 


STAINLESS SERIES 555C 
STEEL PAN... 





heats more quickly... 
vaporizes water faster 

resists chemical ac- 
tion of hord woter... 


For any straight 
lasts far longer 


side warm air furnace 


SERIES 577 To use in selling AIR-EASE 
AUTOMATIC DRIP- Heating and Air Conditioning 


FEED VAPORIZATION Units. 
This File Folder includes Bro- 
5 chures in color, with dimensions 
trolled valve admits and specifications of all models 
For slanting or poner Pied —_ di of gas and oil fired heating 
ercight side worm nae, Cae units, including the NEW BTS. 
oir furnace humidity 200 (200,000 BTU input) gas fired 
and BTL-200 (224,000 BTU input) 
oil fired units. 
PROVED BY 20 YEARS OF USE IN THE MIDWEST Heating from ——s to 200,000 
..- heart of the warm air industry ; wren caiabartetapeer 
: a WRITE for this new sales tool 
and the name of your nearest 
distributor. 


Thermostatically con- 


WRITE FOR FREE LITERATURE 


AUTOMATIC HUMIDIFIER CO. 
CEDAR FALLS, IOWA 


Manufacturers since 1925 of a Complete Line of THE JOHNSON FURNACE COMPANY 


Automatic Humidifiers for Warm Air Furnaces 


eloil 


2129 WEST 117th STREET, CLEVELAND 11, OHIO 








the warmest way 
to the heart of a community 


AK FURNACES 


ROUND OAK Circulaire Furnaces 
Are Designed For Greater Comfort, 
Engineered For Bigger Profits! 


You benefit two important ways by selling Round Oak 
Circulaire Furnaces. Round Oak Units are especially 
designed to provide the all-round comfort customers 
want. And satisfied customers mean more repeat busi- 
ness for you. The efficient components plus the extra 
heavy duty heat exchanger enables the Round Oak 
Furnace to capture and deliver more heat longer. In 
fact, this wrap around Versat-all heat exchanger is so 
durable it is guaranteed for life! This means total cus- 
tomer satisfaction. And, since Round Oak Furnaces are 
designed for quick, easy installation, you save on instal- 
lation time which means more profits for you. Round 
Oak offers gas, oil and coal furnaces in al! price ranges 
and sizes from 65,000 to 1,000,000 BTU and also offers 
the Clima Pump, the all new, all electric heat pump. 
Write today for all the facts. There’s no obligation. 


ROUND OAK COMPANY 


Furnaces, Central Air Conditioning 


lectric ( ima-Pumps. 


. . « « New Products 


Signet adds Model T700 Thermostat 
to its Line of temperature Controls 


SIGNET MODEL T700 room thermostat is distinguished by 
the stylized star design of its cover. It embodies a pre- 
cision-‘made __ bi- 
element, 
welded by a spe- 


cial process and 


metal 


rolled to precise 
dimensions. 
Snap- acting 
contacts are 
made of an alloy 
of platinum and 
iridium, posi- 
tioned within the 
thermostat so that dust and lint will not settle on the 
surfaces, Model T700 is usable with 24 volt or millivolt 
Ease of with 
ponents placed within the case to minimize chances of 


systems. installation is a feature, com- 
accidental damage during installation. 
Made by: Signet Control, 3205 S.E. 13th Ave., Port 


land 2, Ore. 


Stewart-Hall Chemical’s Testmaster 
detects Water if present in Fueloil 


TESTMASTER, a paste added to Stewart-Hall’s line, detects 
water if present in fueloil or gasoline. The paste, applied 
to the end of a dip stick lowered to the bottom of the tank, 
instantly changes to a red color up the exact level of the 
water line. If no water is in the tank, the paste retains its 
greenish color. 

Testmaster is packaged in 3-oz. collapsible tubes; the 
tube protects the paste against spoilage. 

Made by: Stewart-Hall Chemical Corp 
ton St.. Mt. Vernon, N. y 


Crane split system Airconditioners 
adaptable to warm Air or Hydronics 


CRANE air-cooled airconditioners are adaptable to a wide 
range of installations; for warm air heating systems, a 
cooling coil is in- 
stalled in the fur- 
nace plenum or 
ductwork and for 
hydronic systems, 


an air handling 





unit with integral 
blower and motor 
is used 

The  aircondi- 
tioners require no floor space because the evaporator coil 
can be concealed in attic space or ductwork. The remote 
air-cooled condensing unit is located outside the building 

Made by: Crane Co., 155 North Wacker Drive, Chi- 
cage 6, Ill 














No matter what brand of heating oil you now handle... 


MOBIL MEANS 
MORE CUSTOMERS! 





because more people buy Mobilheat 
than any other brand! 


. and because Mobilheat distributors are 
armed with special hard-selling marketing 
plans that meet specific needs, that work in 
their particular markets. 


tight now, for instance, Mobilheat distrib- 
utors are riding the crest of one of the most 
successful marketing programs in the heating 
oil business. It’s Mobilheat’s Automatic Per- 
sonal Care plan—a good example of how 
Mobil gives its distributors what they need 
to bring in the business! 


The largest-selling product, the best-selling tools 
and management counsel from Mobil will mean 
more customers for you as a Mobilheat dis- 
tributor. If you are interested in handling the 
Mobil brand, contact the Mobil Oil Company 
office nearest you for more information. _ 


y! 





WHEN YOU TAKE ON THE MOBIL BRAND... YOU'RE ON YOUR WAY UP! 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N Y¥. 
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FOR MAXIMUM HEATING 
OR EXHAUSTING EFFICIENCY 
AT LOWEST COST 


Patents 2,722,372 
and 2,855,874 and 


s 
Patents Pending 
plus Exclusive 
see Foreign Patents 


Ouickdraft 


POWER-DRAFT UNITS 
DESIGNED FOR RESIDENTIAL, 
COMMERCIAL AND INDUSTRIAL 
APPLICATIONS 


* No motors, fans or bearings in exhaust line 
* Needs no stacks * Acid-resisting vitreous 
enamel finishes * Extremely high static pres- 
sures now available 


FOR HEATING PLANTS AND INCINERA- 
TORS .. . Quickdraft provides constant draft 
for efficient and economical combustion. It elim- 
inates pulsating or chattering, puffing, smoking 
and sooting. Costly, tall, unsightly stacks are 
unnecessary. 


FOR INDUSTRY .. . Quickdraft now offers 
extremely high static pressures for EXHAUST- 
ING corrosive gases, abrasives and paint sprays 
... for CONVEYING all types of bulk materials 
or wastes that can be moved by air. 


FOR MOVING AIR in or out of buildings 
through ducts . . . Quickdraft is outstanding in 
performance and efficiency. 





9010-QD 








IMPORTANT NOTICE 


To withstand corrosive gases, all Quickdraft units are avail- 
able in standard acid-resisting vitreous enamel, No. 316 
Stainless Steel, rigid plastics (P. V.C.) and with plastic and 
Piberglass coatings. 


} 











Qvickdrat; — 





Write today for Quickdratt Engineering Data. 


Quickdraft P. ©. Box 87-F 
CORPORATION Canton, Ohio 





. . « « New Products 


Thrush fast-acting float air Vent 
for up to 50 Lbs. working Pressure 


THRUSH #8 FLOAT AIR VENT is used at all high points of 
hot water heating or chilled water systems to eliminate 
air. It has a Ye” 
Ips male inlet 
and is equipped 
with a_ special 
outlet connector 
for Y% oD copper 
overflow. 

Vent is suita- 
ble for up to 
50 lbs. working 


pressure, 1s con- 





structed of non 
corrosive metals, a heavy brass shell, copper float, stain- 
less steel needle seat and a special composition tight shut- 
off ring seal. 


Made by: H. A. Thrush & Co., Peru, Ind. 


Oilco augments oil handling Line: 
enlarges plant and office Space 


COMPLETION of a modernization of its office and factory, 
including enlarged and improved space, has been an- 
nounced by Oilco. At the same time additions have been 
made to its line of oil loading assemblies. 

The new 460-M loader is a spring-balanced assembly 
with compression type springs, capable of a vertical travel 
arc of 130 degrees. The springs are adjustable; the arm 
may be lowered to loading position without holding down 
manual pressure. 

Another Oilco development is the No. 1155 automatic 
loading line valve; it provides vacuum control, eliminates 
spillage, permits speed loading, instant draining, pre- 
determined shut-off and multiple filling of compartments. 
Furnished with fusible link and provision for manual 
shut-off. Available in 3” and 4” sizes, aluminum and 
bronze construction; furnished with Nos. 1426, 1458 and 
1462 loading assemblies. 

Oilco also is about to go into production on a 6” boom 
type loading arm, designed to handle with the same ease 
as 4” equipment 

Made by: Oil Equipment Mfg. Co., 3100 Vermont 
Ave., Louisville 11, Ky. 


Watts ‘*4-in-1”’ Drainer services 
the water-logged expansion Tank 


WATTS “4-in-1” combination tank drainer, Type 4000, 
acts as an expansion tank drain valve, system shut-off 
valve, air fill valve and hose drain-off connection. 

Internal design is based on a “dual seat” principle; as 
the No. 4000 closes off the flow to the expansion tank, it 
simultaneously opens the valve drain, Closing off the 
drain automatically opens the expansion tank line. Body is 
all bronze. 

Made by: Watts Regulator Co., Lawrence, Mass. 
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ARCOLEADER BOILER 





Here’s why the packaged ARCOLEADER helps you 
HANDLE MORE HEATING JOBS 


Five timesaving features of the American-Standard 
packaged Arcoleader enable you to get a larger 
share of the profitable boiler replacement business. 


You save labor time because the packaged Arco- 
leader arrives fully assembled with (1) all controls 
mounted and pre-wired for immediate connection; 
(2) a large-capacity, tankless water heater factory-in- 
stalled (optional); (3) the circulator factory-mounted; 
(4) all controls, plus supply and return connections, 
mounted on the front; and (5) wet base construction 
for installation anywhere without specially built plat- 
form or flooring protection. 


You make more money with American-Standard 


The new DH Arcofiame oil burner 
is gaining popularity, especially for 
modernization, because: Its die-cast 
aluminum housing is light, yet sturdy 
—assures alignment of motor, fan and 
fuel unit. « New Exact-aire adjust- 
ment control sets air-oil mixture with- 
out tools. « Sling, pedestal or flange 
mountings make DH Arcoflame burner 
suitable for all jobs. + 4 disk-turbulator 
combinations cover full firing range, 
0.65 to 3.00 gph. 


packaged boilers because fast installation allows For full details see your American-Standard dis- 
you to finish jobs faster, thus handle more jobs_ tributor or write AMERICAN-STANDARD PLUMBING AND 
during the peak replacement season. HEATING DIVISION, 40 West 40 St., New York 18, N.Y. 


ED sii ctanaiaiipataa liaise ie 
a5 American-Standard 


<7i> PLUMBING AND HEATING DIVISION 


dloil 





BY GORMAN-RUPP... J CINPTE DIIMD 
10 MEET ALL FUEL DELIVERY NEEDS 


40 to 140 GPM, positive action, sure priming, trouble-free performance, no check valve—all 
in the new Gorman-Rupp 02F3 Pump. Here’s the unit specifically designed for quick, efficient 
fuel oil deliveries. Time is money—so save tine THE GORMAN-RUPP COMPANY 
—see your Gorman-Rupp Dealer Today! 305 BOWMAN STREET + MANSFIELD, OHIO 


Gorman-Rupp of Canada, Ltd., St. Thomas, Ontario 


nd fuel oil delivery. 
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NEPTUNE 


Complete Truck 
Metering System 
in One Weight and 





Space Saving Unit 


STRAINER: 


Removes sediment, scale and dirt 
from liquid, averting stoppages 
and preventing undue wear 

or damage to meter. Easy 

access for cleaning. ' 


Look 
what s 


built 
ne 
your 


NEPTUNE... 


AUTO-STOP =” 
QUANTITY CONTROL: 


Operator sets register for any 
desired quantity by pushing 
these buttons. Tripping device 
actuates Auto-Stop Valve 
automatically when pre-set 
gallonage is delivered. 


NEPTUNE METER COMPANY [RRR 


MRO IIe: 


I This patented Neptune design 


MEASURING CHAMBER: 


Positive displacement type. 
Only one moving element. 
Measures liquid by volume. 
Most widely preferred for sus- 
tained accuracy and long life. 


« NIT 
ni Arlt 


IMI METERS 


} 
2 


Nothing extra to buy...only3connections to make 


Only Nepture gives you all these features in so 
little space, with so little weight. Everything’s built 
into one compact unit. ..a complete metering 
system. Most Neptunes can be assembled with 
right-hand, left-hand or angle flow, so they pack 
neatly into any position in the compartment. 


Neptune meters permit more pay-load...with no 
“extras” or accessories to buy...less chance for 
leaks ...less chance for improper installation. 


Add Neptune’s fine reputation for sustained accuracy 
and you have the big reasons why this Neptune 
meter is the oil marketer’s most sought-after 
business friend. 


All sizes. Ask your Neptune Equipment Jobber 
or Tank Truck Manufacturer for details. 


, AIR RELEASE: 
, PRINT-O-METER: 


Automatically provides a meter- 
printed receipt showing number of 
gallons delivered. Customers 
appreciate this proof of honest 
service, and it saves time for you. 


removes air that may be entrained 

or sucked into liquid before it 

enters the meter. High efficiency is 

absolutely necessary for accuracy/ 
/ 


/ 


/ 
AUTO-STOP VALVE: 


Automatically shuts off flow when 
correct quantity has been delivered 
Actuated by tripping mechanism 

in Auto-Stop register. Avoids spillage 
and overmeasure. Double-trip valves 
on larger meters shut off high flow 
smoothly, quietly, with high accuracy. 


47-25 34th Street 
Long Island City |, N. Y. 


measure of profit 


BRANCHES AND JOBBERS IN ALL 


PRINCIPAL AMERICAN CITIES 





How to do a 5-hour job 
in just 30 minutes! 


— Home heating service- 
man sees chamber needs 
replacement. 


9:0 


Reline Heating Units 10 
times faster with this new 
J-M CERAFELT® Com- 
bustion Chamber Kit 


Now! Johns-Manville offers a revo- 
lutionary development that changes 
maintenance from a necessary loss 
... toa profitable part of your busi- 
ness! Cerafelt can cut 5-hour repair 
jobs to 30 minutes .. . and several of 
these 4%-lb. Cerafelt kits can be car- 
ried in your truck to eliminate costly 
return trips, permit immediate re- 
placement of faulty chambers. 


122 


—He measures and cuts 
stainless steel sleeve from 
roll supplied in kit. 


LOOK AT THESE CERAFELT FEATURES: 


@ Quick Installation—simple tools suf- 
fice 

@ One Size Fits All—you can reduce 
your inventory 

@ Weighs Less—only 4% lbs., and all 
in one handy kit 

@ No Mess —leave the old chamber 
right where it is 

@ Unbreakable —no damage during 
shipment or storage 


@ Makes costly return trips unneces- 
sary 


Your customers will be delighted 
with the reduction of noise, soot, 
odor and smoke .. . and with fuel 


—Cerafelt bottom and 
liner are easily cut to 
fit sleeve. 


9:20 


savings that can run as high as 
20% ! A Cerafelt chamber permits up 
to 25% reduction in chamber size. 
It heats to maximum refraction 
(with more complete combustion) 
in 10 seconds, with chamber temper- 
ature as much as 300F hotter! 

The performance of a Cerafelt 
chamber can be the decisive factor 
in keeping customers who may be 
considering a change to another 
type of fuel. 

It all adds up to maintenance 
profits for you... and greater sat- 
isfaction for your customers. To 
find out more about profitable 
Cerafelt Combustion Chambers, use 
the handy coupon—today! 


September 
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rf - 
- —Chamber is disassembled 
and put together inside 
+ 


furnace. 


we a - - - - - 5 


JOHNS-MANVILLE 
Box 14 
NEw YorRK 16, N. Y. 


Gentlemen: 


7 Please send complete information about 
Cerafelt Combustion Chamber 


‘a Send name and address of nearest J-M Distributor 


NAME 





COMPANY. 





STREET. CITy. 





COUNTY. ZONE____STATE. 
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JOHNS MANVILLE 


JOHNS-MANVILLE Yjyj 


PRODUCTS 


AN INSULATION FOR EVERY COMMERCIAL AND INDUSTRIAL USE 


eloil 


9:30 


— Complete unit in place 
and Cerafelt sticker put 
on furnace wall. 








AN INDUSTRIAL 
CLEANER WITH 


REAL 
PORTABILITY 
SOOTMASTER 


601-8 


New Elastic Top Reusable 
Filter Bag — Snaps on 

or off filter unit for 
quick easy cleaning. 


Lightweight and compact, the 
601-8 can easily be carried 
from job to job and pliant 
to plant. 

Convenient and powerful, 
the 601-8 combines heavy 
duty performance with 
real handling ease. 

More economical and 
efficient than larger more 
expensive cleaners. 


MORE 


Important Features 


Maximum filtration for 
lasting suction. 

| turbine fan 
suction unit. 
Controlled exhaust of clean 
filtered air does not 
disturb accumulated dust 
on basement wails and 
rafters. 


Finger-touch 
maneuverability — 
dollie has four swivel 
casters for stability. 
(the 601-8 can be 
ordered as an 
economy model 
without casters) 
Complete line of 
cleaning attach- 
ments are on the 
shelves of leading 
distributors. 

MACHINE COMES 

COMPLETE WITH 

e@ 10’ duck 
covered hose. 

\@ 27” furnace 
cleaning tool. 

e handy hose 
carrying cage. 
10 reusable paper 
filter bags. 


Jobber and Distributor 
Inquiries invited. 


Seteaies in Canada by: 
— Refractories & Equipment Ltd. 
‘actories Building Waterloo, Ontario 


There is a Mastercraft Industrial Cleaner for every 
maintenance job. Write today for descriptive literature 


“Inastercra 


INDUS TRIES/J INC. 


109 Lanza Avenue - Garfield, New Jersey 
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. New Products 


New Model of Dynatherm oil boiler Unit 
designed for heating the smaller Homes 


MODEL 24 DYNATHERM automatic oilfired boiler unit has 
a net load forced hot water rating of 580 sq. ft., net 
load steam is 350 
sq. ft.; 
is 1 gph. 

The model in- 


corporates all of 


firing rate 


the time-tested 
features of the 





larger Dyna- 
therms, including 
welded steel con- 
struction, exclusive Whirling Flame, built-in immunity 
to draft problems. The unit is shipped assembled with 
all fittings and controls in place and completely wired. 
Available as an optional extra is a 3 gpm tankless type 
water heating coil. 


Made by: Dynatherm Div., 
Machine Co., Bethlehem, Pa. 


Bethlehem Foundry & 


Dust-Stop Fiberglas air Filter 
marketed in Packages of Three 


4 DUST-STOP air filter “3-Pak™ is three filters packaged in 
a polyvinyl bag, which has been designed to provide the 
homeowner spare filters for convenient replacement. 

The package was developed after a study indicated that 
people would replace furnace filters the recommended 
three times each heating season if clean filters were readily 
available. Now “3-Paks™ are available in 16” x 20” x 1” 
16” x 25” x 1”, 20” x 20” x 1” and 20” x 25” x 1” sizes 

Made by: Owens-Corning Fiberglas Corp., Toledo, 
Ohio. 


Luxaire air handling blower-coil Units 
provide Flexibility in three Capacities 


LUXAIRE SERIES “BC™ blower and cooling coil units are 
34,800, 45,000 and 56,000 Btu/hr net cooling 
capacities for use 
4 and 5 


hp air-cooled con- 


available in 
with 3, 


densing units. 
The units pro- 
vide _ flexibility 
with either hori- 
zontal or vertical discharge and end, bottom or side air 
intake. Vertical discharge is made possible by changing 
the position of the drain pan. In the vertical position, the 


unit can be placed alongside a forced air furnace and 
connected to the same ductwork, with filter frame located 
for bottom or side air intake. Four mounting legs make 
bottom air intake possible. For usual horizontal installa- 
tions, Luxaire blower-coil units connect with ducts to air 
diffusers for multiple room conditioning. 


Made by: The C. A. Olsen Mfg. Co., 
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TJERNLUND “Auto-Drait” 
Inducer 


Solves 


Your 
Problem 


Draft Jobs! 


CHANCES ARE, you're calling back too 
often on certain jcebs where insufficient 
and unstable draft is causing smoke, noisy starts, and 
basement sooting. You'll completely eliminate these un- 
necessary service calls, and make additional profits, when 
you Guarantee Draft with “Auto-Draft”. 








Cut rectangulor slot in existing 
smokepipe 


Simple 





as 

A-B-C 
to 

Install! 


Band on Tyernlund “‘Auto-Dratt"’ 
Inducer 











Wire to existing controls and 
local codes. 


Only TJERNLUND has all these Features: 


@ Heavy Duty construction. @ Venturi-type operation. 
@ Nationally known motor. 
@ Light weight. 

@ Quiet Operation. 


@® Doesn't rob furnace room 
of combustion air. 


@ Uses minimum smoke pipe 


@ Built for years of service. length for mounting. 


At your Jobber, or Write: 


TJERNLUND MFG. CO. 
2140 Kasota Ave., St. Paul 8, Minn. 


Sih 








Most WANTED! 
for top QUALITY 
PERFORMANCE 


ROW EL 


IMPROVED SHELL HEAD BURNERS 


FOR TOP QUALITY AND TOP PERFORMANCE sell and install 
KORTH Shell Head oil burners. Product quality—famous with 
KORTH—insures higher profits, results in more customer satisfac- 
tion through higher combustion efficiences, lower operating costs, 
and service-free operation. Models and sizes from .75 through 
20.0 gph provide a complete line of burners for all requirements. 





ADJUSTABLE, UNIVERSAL 


FLANGE MOUNTED burners with 
or without improved Shell Head are 
available for all furnace and boiler 
units .. ideal for replacement jobs 
or with new units. New style flange 
design permits easy adaptation to > 
front plate studding and exact set- 
ting for proper tube length. The 
extra heavy gauge tube and cast 


iron flange insures firm, positive 


A Model SR-SH-1 
mounting. 


BIG BURNERS for 
BIG JOBS .... 


Models and sizes up to 
200 gph equipped 
with M-H_ electronic 
safety controls (Group 
7 & 8) factory mount- 
“d and wired. 
Model T-3SH-10 
4.00- 7.0 gph 
Model T-3-10 
4.50-10.0 gph 
Model T-4SH-16 
8.00-20.0 gph 
Model T-4-16 
10.00-20.0 gph 


Model 
T-4SH-16 


KORTH OIL FIRED HOT WATER HEATERS 
Glass lined and Copper storage tanks. 

Five sizes: 30, 45, 50, 65, and 70 gallons. 

Recovery rates from 120 to 180 gph. ad 
Five year Guarantee and five year warranty on glass 

lined tanks. 


=~, 


7'/p year guarantee and 7!/2 year 
warranty on copper tanks. 
‘SilENr 


«ORTH 
Si 


A complete line of quality heaters 
priced competitively for high vol- 
ume sales. 








Investigate the advantages of Korth now .. . 
write for “Complete Information" today! 


ECKHART MFG. CO. INC. 


UNION, NEW JERSEY 











WE NEED 


Exclusive area distributors, of 
highest repute for stability, eth- 
ical operation and merchandising 
experience. 

A few more regional commission 
sales representatives to market 
the amazing new hydronic heat- 
ing package that provides the 
comfort of radiant heat at a price 
competitive with forced air. 


THE NEW BOILER 
“DESIGNED” 
FOR OIL FIRING 





= 
em HY DRONIC 





1. A unique but proven line of oil and 
gas home heating “boilers”, revolution- 
ary in concept, incomparably compact, 
of guaranteed quality and competi- 
tively priced. 


2. A truly radiant, low priced form of 
hydronic base panel called “CAM- 
BOARD”, it is almost invisible in a 
home, yet generates unrivaled hy- 
dronic-radiant heating comfort. 


3. A complete hydronic package (in- 
cluding the first efficient air trap-flow 
control valve on the market.) 


OUR COMPANY 


@ HAS BEEN IN BUSINESS FOR 103 YEARS. 
@ HAS ABOUT $4,000,000 IN PROFITABLE ANNUAL SALES. 
@ HAS OVER 400 EMPLOYEES. 


Write or Telephone: 

Mr. Patrick Hart, Vice President 
SOUTHERN STEEL & STOVE COMPANY, INC. 
6th and Dinwiddie Streets @ Richmond 24, Virginia 
BElmont 3-6981 


. . « « New Products 


White-Rodgers’ D’Luxline Thermostat 
for Heating, Cooling or Combination 
D'LUXLINE thermostat, introduced by White-Rodgers, is 
offered in heating, cooling and heating-cooling types. It 
features 
mercury contacts. 


sealed 


Both heating and 
cooling types are 
anticipated with 
differentials a s 
narrow as one- 
half degree for 
heating and one 
degree for cool- 





ing. A level-bubble is built into wall-mounting plate. 
Thermostat setting is knob-type, with large dial; the 
thermometer can be recalibrated with a screwdriver. 
Made by: White-Rodgers Co., 1209 Cass Ave., St. 
Louis 6, Mo. 


American-Standard designs Baseboard 
for Use in height-restricted Areas 
MODEL 8 RADIANTRIM baseboard panel is designed for in- 
stallation in height-restricted areas and to match the ap- 
pearance of the 
larger Model 10 
Constructed of 
and 
water backed, 
both 10 and 8 
inch baseboards 
have a full line of matching accessories. Model 8 Radian- 
trim panels can be installed against a wall or recessed to 
the depth of the plaster; available in 12 and 24” sizes. 
Made by: American-Standard, Plumbing ©& Heating 
Div., 40 West 40th St, New York 18, N. Y 


cast-iron 


Moncrief 5-ton water-cooled Unit 
usable alone or in year-round System 
MONCRIEF No. H-512-W, 5-ton water-cooled aircondi- 
tioner can be used as an add-on unit with a forced air 
furnace or sepa- 
rately for cooling 
only. Net cooling 
Capacity is 64,- 
000 Btu/hr. 

It is shipped 
from the factory 
completely as ~- 
sembled with a 
top outlet and 
slide-out filter frame for connection to ducts; an accessory 
discharge plenum with grille and louvered intake grille 
can be added. Cooling circuit comprises a hermetically- 
sealed, heavy-duty compressor, cooling and condenser 
coils. 


Made by: The Henry Furnace Co., Medina, Ohio. 
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M£Donald’s 


fill system 
Increases 
home fuel 
profits 


cuts delivery time 
and eliminates overflow and dripping 


m@ With a McDonald Vapor-Tite fill system on your trucks, 
home fuel oil deliveries are made quickly and easily . 
you can cut home fuel delivery time by seven to ten minutes 
per call. The Vapor-Tite system eliminates overflow and 
dripping, too. These features can substantially increase your 
profits through savings in time and wasted product. 


@ McDonald’s new Vapor-Tite fill system combines a 
Vapor-Tite fill tube with a McDonald Fuel Oil Nozzle. One 
unit goes on each truck. No adaptors are needed. This also 
eliminates costly material and labor expense involved in 
placing adaptors on the customer’s fill pipes. 


Here’s how it works 


O When fill is to be made, simply drop the tube into the fill 
pipe and press down on the handle. The composition sealing 


sleeve expands and forms a vapor-tight connection with the 
inside of the pipe. 


© No chance for vapor to escape and cause a hazard. 
McDonald’s Fuel Oil Nozzle combines rugged design with 
light weight. Offers effortless operation, chatter-free opening 
and closing. Contains McDonald exclusive shock eliminator 
— a special shock mechanism that preserves the nozzle, 
protects the line, pump and all other connection parts from 
damage due to sudden shock. 


© McDonald Vapor-Tite Fill Fuel oil systems are equipped 
with either aluminum or bronze nozzles. 14%” in bronze 
(820), 114” and 114” in aluminum (821). Special reducer ‘is 
available for fill pipes, less than 2” size. 


y. MSDONALD mec. co. 


Dept. FOH-960, 12th & Pine, Dubuque, lowa 


dloil 


CENTURY For complete 
o ssncs information on 
9 McDonald's 
“e723)/ new Vapor-Tite 
rans! Fill system 
write today. 


Here’s why 


ay ‘ 
AT-A-GLANCE 


TANK GAUGES 


are tops in sales and performance 


Fastest selling in the industry, Sentry AT-A-GLANCE 
gauges are recognized for their superior qualities of 
accurate measuring, clear visible reading, rugged but 
simplified construction and long-life durability. They 
are fully guaranteed and “listed as standard” by 
Underwriter’s Laboratories. Complete Literature, Sales 
Brochures and Counter Displays available. 








SENTRY Superior Quality THERMA-GAUGE 


Similer to the standard AT-A-GLANCE gouge obove, 
but features o solid red thermometer type indicator 
and o two-piece die cost plug-nut assembly which 
permits simplified tonk installation. 





STOVE AND SPACE 

HEATER GAUGES 

Several models with occurote, 
easy-to-reod indicotors to fit 
all tanks. Also models for 
smoll tonks such os power 
mowers and ovtboord motors. 


REMOTE READING 

TANK GAUGES 

Several models for outdoor 
reading of levels in tanks 
indoors, underground or 
ot delivery fill pipe 


a" 
Ki 


KRUEGER, SenZby GRUGES 


GREEN BAY + WISCONSIN 








Vacuum and Oil Pumps 
(Begins on page 71) 


That’s the maximum, negative pres- 
sure, in effect, which an oilburner 
pump can develop for drawing oil 
from a tank located below the burner. 

The 14.7 pounds pressure is feeble, 
indeed, compared to usual 100 Ibs, 
pressure developed on the output side 
of fuel-unit oil pumps, and to the 
300 Ibs. nozzle pressure developed as 
everyday practice by the Gerotor 
pumps used in certain commercial and 


MAKE 
MORE, 


get your 
on 


industrial oilfiring equipment. 

As accompanying Diag. 2 and its 
caption explain, sea-level atmospheric 
pressure is only great enough to raise 
a column of mercury a height of 30”. 

That fact was not discovered late- 
ly. It was discovered and taught in 
the early 1600's by Italian physicist 
Evangelista Torricelli (1608-47), who 
is well known today because he was 
the discoverer of the principle of the 
mercurial barometer. Named after 
him are the Torricellian vacuum 


(Diag. 2) and the Torricellian tube, 


You have four special advantages working for you when you take 
on a Sinclair Oil Heat franchise .. . 

Sinclair Heating Oil is one of America’s best-selling heating 
oils. Premium Quality at regular price, it contains an exclusive 
anti-rust ingredient. That means fewer service calls. 


$ An unusual sales training program that helps bring you new 


customers. 


” Ample storage facilities assure you of quick, dependable 


service. 


Team up with Sinclair Oil Heat for more profits. For details, 
write: Sinclair Refining Company, 600 Fifth Avenue, New York 


20, New York. 


Sinclair HEATING OIL 
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SuperFiame 





which is a glass tube hermetically 
sealed at one end. 

Torricelli made up a glass tube, 
sealed at one end and somewhat long: 
er than 30”. He filled it brimful with 
mercury while it was in the vertical 
position with its open end up, of 
course. He put his thumb over the 
open end to seal it, turned it so that 
its open end was down, and sub- 
merged the open end in a pan of 
mercury. With the open end thus 
under the mercury in the pan, he 
took his thumb from the opening. He 
proved that atmospheric pressure at 
sea level is only enough to raise mer- 
cury to a height of 30”, as Diag. 2 
shows. 


Why only as high as 30? 


That's why the vacuum gage you 
use today in servicing oilburners has 
numbers that go up to only 30. 

Mercury is a heavy liquid. It 
weighs 13.57 times as much as water 
weighs. Mercury weighs 16.5 times 
as much as No. 2 oil of 0.822 specific 
gravity. Therefore a perfect vacuum 
or a Torricellian vacuum lifts water 
13.57 times the height it can lift 
mercury (33.94 ft.) . and lifts the 
No. 2 fueloil 16.5 times as high as 
it can lift mercury (about 41 ft.) 
That's at sea level. 

Under conditions of exceptionally 
low atmospheric pressure, or on a 
high mountain where the atmospheric 
pressure is low, the apparatus in Diag. 
2 (left side) reports less than 30” 
of atmospheric pressure. That's why 
at a high altitude an oilburner pump 
has less oil-lifting ability than it has 
at sea level . . . even though some oil- 
burner servicemen, including Sparky, 
are not content to go along with this 
principle of nature. 

Everything in this article has been 
on problems of pumping No. 2 oil. 
The subject can’t be closed without 
a warning that seemingly can't be 
given often enough. That is: For an 
outside tank job, always equip a pres- 
sure burner with a return line. Where 
you install a pressure burner that’s 
connected to an outside tank, do not 
fail to install a return line. Make 
the return line the same size as the 
suction line. 
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SHAFT PROTECTION—new gun- 
metal-like treatment of shaft 
resists rust so the blower is al- 
ways easy to remove. 


FAST ROTATION CHANGE cuts 
your inventory in half. Simply 
reverse leads (“A” to “’B’’) 
~~ 
— | 
*) 


() 
oO 


AIR-SHIELD DESIGN transmits 
heat switfly, greatly reducing 
“trip-outs” that result in time- 
consuming service calls. 


4-YEAR LUBRICATION at factory 
practically eliminates reoiling. 
Motor has doubled oil supply. 


u ‘ 


OLDSTVE G-E FORM G 
MOTOR MOTOR 


It’s that simple when you use 
General Electric oil burner motors 


General Electric’s oil burner motor will give years of 
reliable service on the oil burners you install, service, or 
build. This means a high degree of customer satisfaction 
with the furnace equipment you supply since you practically 
eliminate call-backs or emergency service calls. 


Contributing to the motor’s long life are a rust-resistant 
shaft, a special air-shield design, four-year lubrication at 
factory (see photos), a wear-resistant switch, and moisture- 
resistant Mylar* polyester film insulation. 


All these extra-value features are yours when you specify 
“G-E motors” on the oil burners you buy. They’re also ideal 
for replacement purposes. For more information, write Section 
738-06, General Electric Company, Schenectady 5, N. Y. 

* Registered Trade-mark of DuPont Co. 


Progress ls Our Most Important Product 


GENERAL @@ ELECTRIC 








Readers’ Problems 
(Begins on page 108) 


Q. That's a truly excellent article 
in the February, 1960 issue of FO& 
OH, by W. J. Hein, G-E ignition- 
transformer specialist. In it, gap spac- 
ing of .125” seems indicated in more 
than one part of the text, as proper 
for usual gun burners. I find that to 
be ¥”. Why do certain gun-burner 
manufacturers recommend the 50% 
greater gap spacing of 3/16”, or 
.1875” decimally? I've been using 


the 3/16” with no resultant trouble 


what-so-ever. I’m wondering if I 


should switch to Ye”, 
O. T. P., Knox, Idaho 
A. Extended forward by the air 
from the blower, a spark is of U- 
shape, or the shape of a hairpin. Thus 
it has “reach,”’ which enables it to 
light off the atomized fueloil, though 
the spark points are far enough from 
the oil spray to remain clean, with no 
carbon forming on them and causing 
short-circuiting with resultant igni- 

tion failure or delay. 








Thousands of Successful 


Installations over a 


Six Year Period! 


INSIST ON 
THE ORIGINAL STEEL 





Distributor Inquiries 
Invited 


of the cost of a new tank. 


with five simple bands. 
NOT an inferior copy. 


Three standard sizes. . . 


factory in Baltimore 


600 Wyndhurst Avenue 


advertising leads and direct sales help. 





ini tewk Bottom! 


Here is the only satisfactory answer to tank leaks 
Permanent STEEL Tonk Bottoms can be 
installed by one man in thirty minutes or less 
permanently. No outside contractor is needed. Bottom is secured to tank 
Only STEEL bottoms give positive seal with no 
chance of leakage or buckling. Guarantee backed by large New England 
Insurance Company. Insist on the ORIGINAL STEEL Permonent Tank Bottom 
- now being used by over 800 reputable oil and service companies. 
(Aluminum is weaker — will bend ond buckle.) 
all 10” wide 
Place a trial minimum order for three today! 


Until we have appointed a distributor in your area, order direct from the 


| oe yf , Company 


ATTENTION WHOLESALE DISTRIBUTORS! 
Many choice creas available—to serve our repeat order customers—plus all national 


Write immediately for all details and literature. 


) FIVE YEAR } 
\ GUARANTEE | 


ee oe 


The cost is a fraction 


seal absolutely ond 


in 60”; 66” and 72” lengths. 


Baltimore 10, Maryland 








Those who prefer the 3/16” gap 
declare it provides needed, extra 
“reach” over and above that pro- 
vided by a ¥@” gap. Reason for the 
V4” gap is given in the W. J. Hein 
article: It’s kind to a transformer. 


Q. On this complicated, industrial, 
heating system serving factory build- 
ings, at times the one condensate 
pump in the boiler room doesn’t pump 
fast enough. The 60-gallon condensate 
tank next to the pump fills up, and 
condensate pours out of its vent pipe 
into the boiler room. Extending the 
tank’s vent pipe outdoors was con- 
sidered. But that would waste con- 
densate. Is there any way out of this 
trouble, which occurs once every two 
weeks or so. 

M. G. I., New Haven, Conn. 

A. Install an additional condensate 
tank at the same level of the tank 
now in use, and connect them together 
top and bottom. The additional tank 
must be large enough to hold the 
condensate that now spills out of the 
present tank, Sixty or 100 gallons 
may be a good size for it. 


Q. I saw an oil customer, who is 
a chemist, remove scale and lime from 
parts of his humidifier by dipping 
them in a chemical, which worked 
like magic. He said it was dangerous. 
Can you tell me what it was? 
P. C. F., Reading, Pa. 
A. Probably muriatic acid, a com- 
merical form of hydrochloric acid. 
Plumbers use it safely, and you can 
learn to. But play safe! Ask the 
chemist or some other qualified person 
to teach you how to use it safely! 


Q. Is a kit available to rebuild 
and modernize the rotary burner and 
controls of an installation made in 
1931, using unheated fueloil. It’s in 
a large factory. I'm asked to mod- 
ernize completely and make it use 
No. 6 oil now. 

N. F. W., Buffalo, N. Y. 

A. You don’t rebuild and modern- 
ize such a set-up; you replace it com- 
pletely with 1960 equipment. This is 
as much different from the 1931 burn- 
er and controls as a 1960 automobile 
is different from the 1931 automobile. 
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Shell “Certified Comfort” 
-the profit plan for fuel oil distributors 


“Certified Comfort” is Shell’s tried and 
proved program for building year-round 
volume and profits for fuel oil distribu- 
tors. It has been skillfully designed to 
benefit both customer and dealer. Here’s 
how it works: 

1. Customer gets steady, efficient heating 
with Shell’s super-refined oil, the modern fuel. 
2. Special additives in Shell’s premium- 
quality heating oil keep fuel filters clean. 


3. Customer pays no more than for ordinary 
heating oil. 


4. Customer is assured of premium service 

. . including degree-day system deliveries, 
anti-corrosion treatment of fuel tanks and 
metered delivery receipts. 


5. For you, a full-scale cooperative advertis- 
ing program makes use of television, radio, 
billboards, newspapers and direct mail. 
Available to all distributors of Shell Heating 
Oils upon request. 


SHELL OIL COMPANY 


ieloil 
oilheag 


Now’s a good time for you to contact 
your local Shell representative. You'll 
get full details. And remember, the 
“Certified Comfort” Plan is the Profit 
Plan for Shell Fuel Oil distributors only. 





How to solve pumping problems! 


TO PREVENT FOAMING 
USE VIKING positive, smooth-flow pumps 


TO CUT HIGH SPEED NOISE 
USE VIKING low-speed, quiet pumps 


TO ELIMINATE SPASMODIC DISCHARGE 
USE VIKING non-pulsating, even-flow pumps 


TO STOP SLOW, UNCERTAIN PRIMING 
USE VIKING positive, fast and sure priming pumps 


DON'T COMPROMISE ON SIZE 
USE the VIKING pumps to fit your need. 
Our line is Complete 
QUIT TAKING CHANCES 
USE VIKING'S Underwriter type pumps when needed 


VIKING 


PUMP eee 

Cedar Falls, towa, U. S. 

In Canada, It’s ‘‘ROTO- xine’* Pumps 
Offices and Distributors In 

Principal Cities 

See Your Classified Telephone 
Directory 


Industry Groups 


(Begins on page 41) 


Long Island Ont plans many 
Activities for this Autumn 


THE LONG Island Petroleum Credit 
Manager's Association will conduct 
their Annual All-Day Credit Con- 
ference on Wednesday, September 
14 at 10:00 AM, at Knapp Hall, 
L. I. Agricultural and Technical In- 
This will be 
the fifth conference sponsored by the 
Oil Heat Institute of Long Island 
which provides an opportunity to dis- 
cuss mutual credit problems and tech 
This 
Your 


stitute in Farmingdale. 


niques. 
“Using 
gently.” 

The first fall membership dinner 
meeting will also be held on Septem- 
ber 14, at 8:00 PM, at the 
place. A rounded interesting 
program is planned with Fred Bur- 
roughs, secretary of National Fueloil 
Council, as guest speaker. 

An QOuHiL! exhibit featuring 
Heat—the Jet-Age-Fuel” 


years theme will be 


Interchange Intelli 


same 
we l l 


“Oil 
will be part 





BOSTON-APTHORP 


RE a 74 8 


. Complete and perfect atomization. 

2. Individually tested, BOSTON-APTHORP Nozzles deliver the cor- 

allonege, angle and type of spray, as marked 

. Nozzle tip made of one-piece stainless steel, 
(a) Uniform expansion and contraction. (b) Less heat conducted 

n with brass, 

build-up on inside vital parts. 


rect 


to the inside of nozzle tha 


steel is tougher 


. Fractional gallon sizes furnished standard with porous 
filter. 


. Available in hollow and solid spray and standard angles of spray 


30°, 45°, 60°, 70°, 80°, and 90°. 


HOLLOW 
SPRAY 


Everything 
You 
Expect 
of a 


Nozzle! WITHOUT 


resulting in: 


thus eliminating varnish 
(c) Long life because stainless 


DOWN TIME and with UNIT in SERVICE! 
Users’ Reports Tell How OYLTITE-Stik 


can help you 


bronze 

to make instant repairs on base- 

ment storage tanks . . . a great time 
saver." 

A New York Oil Distributor 


".. . on seams of large oil tanks where 
weld was not perfect.’ 
A Wisconsin Fuel Company 


. . » we punched a hole in the tank 
with an ice pick, then filled the tank 
and plugged the hole with the oil 
running out; it has held for months." 

A Maryland Contractor 


. .. to seal small holes of oil storage 
tanks, created through condensation.” 
An Illinois Contractor 


. has done such a good job we do 
not want a service man to be with- 
out one.” 

A Pennsylvania Heating Company 


. . to repair leaks in domestic tanks 
inaccessible for repair by other meth- 
ods . . . most satisfactory.” 

A Canadian Contractor 


OYLTITE-Stik is one of the best time-savers and trouble-stoppers you can find 
® See your suppliers for OYLTITE-Stik or write 
direct on company letterhead for free sample. 


4 LAKE CHEMICAL CO. 


3086 W. Carroll Ave. 
September 
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The hollow spray nomie is de- 
signed for burners delivering a 
hollow air pattern. All of the 
atomized spray is delivered to delivered equally throughout the 
the outside of the cone of spray. entire cone of spray. 


For details, write to: 


BOSTON MACHINE 
WORKS COMPANY 


The solid spray nozzie is cu. 
ed for burners delivering a solid 
air pattern. The atomized oi! is 








Oll Heating Supplies Div. 
7-17 WILLOW STREET 


, Chicago 12, Ill. 
LYNN, MASSACHUSETTS 





Now’s the time to buy a used truck from Mack 


There’s a trend underway among high volume truckers. . . 
toward shorter, lighter-weight trucks and truck-tractors. 
Long-haul fleets are buying them to take advantage of 
recent liberalization of length and gross weight limitations 
by many states. 

In buying these new models, many fleet operators are 
trading in their present vehicles...some of them in 
almost-new condition. This means that the selection of 
high-value used trucks on our trading lots is wider now 
than in times past. 

So, now is an unusually good time to select the used 
truck you may have been thinking about. It is possible to 
get not only dependable transportation, but first comers 
will be able to select the exact Mack they need — with 
famed Thermodyne® diesel power offered only by Mack. 

The Mack-built Thermodyne diesel is one of the major 
reasons there are twice as many diesel-powered Macks on 


the road as the next nearest make . . . more than the next 
two makes combined. It’s the reason, too, why Mack has 
been No. | in diesel truck sales for seven straight years. 

Why not call or stop in and see your nearest Mack 
branch or distributor and find out about the fine used 
Macks and other good trucks and tractors he has in stock. 
He’ll be glad to handle the financing and insurance for 
you, and your present truck may even serve as down 
payment. Mack Trucks, Inc., Plainfield, New Jersey. 
Mack Trucks of Canada, Ltd., Toronto, Ontario. 


MACK 


HEADQUARTERS FOR THE FINEST IN 


USED TRUCKS 
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. . « « Industry Groups 


of the Suffolk County Fair, to be 
AND OPE RATIO held at Islip (N. Y.) Speedway Sep- —Fully Automatic— 


tember 14-18. The exhibit will be 


For Immediate Shipment moved to Roosevelt Raceway for the aa Oo Y A L 


Long Island Fair October 8-16. The 
Check items you are interested in. ips Mia ; ata TURBOFAN 
Attach to your letterhead, mail for; October general meeting will be held =e ump 
information, prices, FREE SAMPLES: on Wednesday, Oct. 12, at Roose- 
op Magrertey Cuts velt Raceway, to coincide with the 
( Service Order | () Telephone Call ane 
Fair and with the exhibit there. 
C) Service Ticket C Inter-Office T N ; a er 
CO Service Record Correspondence he NOVemDer meeting is sc 1ed- 
i “SS a he a 
Card (] EZE Stick Pressure uled for Patchogue, N. Y. 
i ~ 
CO Daily Record of Sensitive Label 
Deliveries C) Price Charts 
(CO Service Dept. [] Weather Temp. 
Record Recording 
( Authorized Thermometer 
Receipt [) Safety Sidewalk 


C Door Knob Caution Signs 
Notice Card * | (] Sort-O-Matic Rack 


oO METERED ONE-TIME 
CARBON DELIVERY TICKETS 
(Truck—Bulk Plant—Gas Pump) 





6th South Carolina Jobbers’ 


Management Institute planned Air Power tender 


4 JOBBER Management Institute, the 


sixth, will be offered by the South 
Carolina Oil Jobbers Association at 
the University of South Carolina 
September 27 and 28. Chairman W. 


G. Willard, Jr., of the Jobber De- 

velopment Cx mmittee and Tom Jack- Pre cacplteerc gga 
son in charge of publicity and the FORCED AIR FURNACES 
other members of this working com- HIGH OUTPUT 
mittee of Scoja have planned the 

Institute which is officially named 


“Oil Jobbers’ Executive Workshop.” oe uence ae co. 


DEGREE DAY SYSTEMS This will be an executive institute ROYAL OAK, MICH. 


_ e e iid ii 
8 ST.. WOODSIDE 77, N and finances and oil heat service will REPS" Some Territories Open 


MOTOR 
HUMIDISTAT 
WIRING 
DRAIN 





FAllow 2 weeks to imprint your copy. 














WHISTLER 


Shortest routeto * 


Time saved enroute means money in your 
pocket! Save time normally used on unneces- 
sary backtracking and duplicate runs — use 
Du Mont 2-Way Radio. With 2-Way Radio you can 
have continuous contact between driver and 
headquarters for rerouting instructions, pick- 
ups, extra deliveries, etc. 2-Way Radio is the 
nearest thing to having your office phone in 
every truck — its so convenient, economical 
and useful. 


Write for details 


2-WAY | | Model E, the only whistle you can 
oe : > _ install without disturbing the 
RADIO : | present piping. Model D for 
new installations. 


by .S 
® —— ' APPLIED MECHANICS COMPANY 
Mobile Communications Division c. Peemer ee i re Ms ie 


Allen 8. Du Mont Laboratories, Inc. 750 Bloomfield Avenue, Clifton, N. J. 
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FASTEST CHAMBER 


FROM CARTON TO FIRING 


So fast .. . so easy to install because there's fewer pieces. One package 
gives you everything you need including pre-cast self-leveling base or 
engineered for 


hearth. Designed with maximum combustion area . . . 
more complete fuel combustion—Immediate delivery . . . sizes 
6/10 te 12 gallons per hour. Write for latest bulletin. 


141 West Jackson Boulevard + Chicago 4, Illinois 
SOLD ONLY THROUGH BETTER JOBBERS EVERYWHERE! 





It's Miami! ! 


A really compact unit. Heavy 
duty floor grille, cast iron in- 
spection door, over-size radi- 
ator. All welded, 14 ga. heat 
exchanger. Excellent replace- 
ment unit. 


Deluxe Fioor Furnace 


Also—Hi-Boy—Horizontal Lo-Boy—Counterflo 
WRITE DEPT F FOR FULL DETAILS 


GROSS FURNACE MFG. CO. INC. 
24 Broome St. Salem, Virginia 














Thread and Gasket Sealing aon 
Siow dry — soft set. 

Dopes more joints per dollar . . . prevents 
leaks at all pressures. Won't settle, harden, 
dry out or skin over in the open can. Write 
for Sample. 

(if fast dry—soft set compound 

is desired use Rectorseal #2) 

RECTORSEAL 


Dept. O 
ce St., Houst 





2, Texas 


RECTORSEAL*S 


THE POSITIVE LEAK PREVENTER 


SUPER-HOT 














95 STEAM HEAT 
Ry You 
CAN’T BEAT 


NIING 


NEW! el R Aeelipe: N 


CSS 


"THE SURE CURE FOR COLD RADIATORS’ 


™ 


ye) > 4 el a 


. a 


Every Radiator. 





HAY WAR 6 
Rotary Atomizing Burners 
¥%, to 12 Gph 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 
¥% to 10 Gph 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 


Write for franchise information: 


HAYWARD OIL BURNER CORP. 
125 —— — Taunton, Mass. 
inch Office: 
86 Kirtieod St, Cambridge, Mass. 











RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 


= 


Code No. $-SOS #11 


THE RAJAH CO., 35 Verona Ave., Newark, N. J. 


Code No. C/T #11 
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’ Servicing 


Oil Burners 7 
YOU NEED THIS 


andy 90 page Catalog chock-full of Popular 
cPLACEMENT PARTS and SERVICE T00Ls 
: to make your Servicing easie; 


® FUEL UNIT PARTS e© CONTROL PARTS 
@ CIRCULATOR PARTS © SHAFT SEALS 
@ STRAINERS © GASKETS 


" 
{ 
I 


¥ 


} 


val 


© IGNITION TERMINALS 


\\ Your friendly Oil Burner Jobber stocks the 


HYDROVALVE Line. 


Ask him for a copy of Catalog #60, or write direct. 


Hydro Va/VE conc 


_= : e 
: 1319 Utica Avenue, Brooklyn 3, N. Y./ BUckminster 4-1330 





be the main subjects covered. 
Speakers participating in the In- 
stitute are: L. T. White, Cities Serv- 
ice Petroleum, Inc.; J. B. Shields, 
John Wood Co.; L. L. Snyder, an 
Omaha, Neb., jobber; and A. T. 
Williams, Humble Oil Co. 


N. C. Jobbers’ Association 


plans annual fall Meeting 


THE ANNUAL Fall Convention of the 
North Carolina Oil Jobbers Associa- 
tion is scheduled for October 9-12 


UTILITY 


at the Grove Park Inn, Asheville, 
N. C. 

Speakers will include Otis H. Ellis, 
general counsel of the National Oil 
Jobbers Association and Charles Burk- 
hardt, managing director of Oil Heat 
Institute of America 


Passaic Dealers Hold annual 
Installation Dinner-Dance 


THE PASSAIC County Fuel Oil Deal- 
ers Association will hold its annual 
installation dinner and dance on Sep- 


FES SAY SR SOG NET NA BOSSE VAR SSS ye 
SEALS SE SEARS ESS 


Complete Line of 
BRUSHES & 
SCRAPERS 


SSI 


SALERS! 


ea 


pied 
\ 


Hi 
3 
4 


y 
/, 


~ 


REE AES 


i 


~~ 


is: 
f 
f 


ae 38 AUSTIN ST. WORCESTER 1, 


hs 


tember 17, at the Cedar Cliff Res- 
taurant in Haledon, N. J. 
The proceeds from the souvenir 





ad-book published in conjunction with 
the dinner are used to supplement 
funds contributed by members for 
the promotion of oilheating. 
fo 

C. W. Gupton has been named dis- 
trict manager of the territory includ- 
ing Virginia, Georgia, North and 
South Carolina for Lima Register Co., 
Lima, O. He was a sales and service 
engineer for Worthington Corp. 


SAWS ASSIS 


SPECIAL 
BRUSHES 


for 


REBUILDERS! 


Send For Special Catalog Sheet 


WORCESTER BRUSH AND 
SCRAPER CO. 


MASON-WORCESTER 
BRUSH CO. 


ei 


’ 
‘ 


¢ 
Cusany 


SPINL 44 
%, 


MASS. 


.. PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Making the most of your ability to do an ex- 
pert tune-up job will pay you big dividends 


KIT 


Satisfied Customers With 


Tester. Now, for the first time, you can adjust 


in gaining you competitive leadership and 
neighborhood recognition of your competence 
as a heating expert. The combustion-testing 
kit shown here contains precision-made qual- 
ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal. 

The kit contains the well-known FYRITE COz 
Indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 


an oil burner quickly and expertly for highest 
C02 without objectionable smoke .. . do away 
with guesswork, and “hit and miss” fumbling 
in adjusting for clean firing. The “Scale of 
Soot" which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for var- 
tous burners and types of heating systems 
This amazingly simple method of oil burner 
adjustment is the greatest advance in com- 
bustion testing since the introduction of the 
FYRITE. You will be proud to be among the 
first to own this “up-to-the-minute” combus- 
tion-testing kit. 


For complete information on this and other new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


200 N. BRADDOCK AVE. 
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© PITTSBURGH 8&8, PA. 


| 
WARM AIR MODULATION if - 


@ CONSTANT CIRCULATION @ EVEN TEMPERATURES 


@ stops DRAFTS @ SERVICE FREE @ ELIMINATES NOISE 


NATIONAL MODULATION COMPANY 
2726 NORTH HIGHWAY 61, SAINT PAUL 9, MINNESOTA 


Eliminates nuisance service calls — gives 
your customer highest quality warm air 
heating performance by automatically 


speeds. 


September 
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an GET YOUR SHARE 
Ori te | of the PROFITS! 


7 R me Ve) ye ~POWER VACUUM CLEANING 


CHOOSE —— Furnace Vac Custom 


i Deluxe Power Cleaner 
KING FILL ALARMS Mounted on I-Ton 
with NEW Improved Type “R” Whistles > ; fe Oval Wheel Truck. 
YOUR BEST BET 
With today’s accent on higher pumping 
speeds...faster deliveries, you're miles 
ahead with KING FILL ALARMS. They 
have proven superior in thousands of Suitable For Mounting 
installations from coast to coast. on %-Ton or Larger 
Here’s why: Truck. 
e Whistle signal is distinct . . . Unfail- 
ing... sounds off while tank is filling 
— stops when oil reading reaches INVESTIGATE 


capacity level. THERE IS A PLACE FOR ONE OF THESE PROFIT 


e Comes in three models: 16 sizes — 
there’s a King Fill Alarm for every MAKING CLEANERS IN YOUR ORGANIZATION 


need. WRITE - WIRE - OR PHONE FOR DESCRIPTIVE LITERATURE AND PRICES 
WRITE FOR DESCRIPTIVE LITERATURE PRODUCTS OF 


DECO MANUFACTURING CO. 
OIL EQUIPMENT MFG. CORP. | 903 22Np street - ROCKFORD, ILLINOIS 
169 DERBY AVE. _NEW HAVEN, CONNECTICUT | A DIVISION OF DELAMATER EQUIPMENT CO- 





Trailer Mounted Deco 
Vac Power Cleaner — 























YOU NEED A 


McC LARTY ee T BOOSTERS CONSTANT 
£ K-FACTOR! 


HIDY DEGREE-DAY RECORDER 

— GIVES IT TO YOU. 
Your degree day system needs the HIDY Degree- 
KEEP MOTOR Day Recorder. ‘The HIDY gives a constant, de- 
COOL pendable K-Factor for every customer even in highly 
Enough for variable spring and fall weather when weather bureau 
= figures are often misleading. The HIDY reads and 
Rubber interprets every measureable element affecting degree 


Mounting dav count. The HIDY Degree-Day Recorder is an 


, excellent advertising cool as well in ones 
Sizes 6".7".8'.9".10" ~ No Special Oil Needed guaranteed au.omatic refueiing—builds customer 


for Coot Enough Motor lations—prevents run-outs—cuts poe and Lediieaping costs. 
Write for the free booklet “‘Here’s Proof!’ its from satisfied HIDY 





Recorder users. 


SYSTEM 
S HIDY-BROWN RECORDER CO. 6988 FIVE MILE RD. 
2550 Dickman Rd., -° Battle Creek, Michigan 


READY! .| |FOR BURIED TANKS 
aH . You Can't Beat 

>1-.. ; oF FUELCUARD! 

I lOOK UP! ’ “2 3 Pe \> : The only Remote Reading 
FIRE ! * FUELGUARD ANY soe tot ANY 
7 : bate” distance away .. . WITH- 

OUT PIPES OR WIRES! 














Complete Lines 
OIL THRIFTY 


bh Oil Heating Equipment. 
H £ a»: Write for catalogs. 
H 


Herco, Lancaster, Pa. 


Write for information today 


R. S. TEESDALE CO. 


2830 Woodcliff St., S.E. Grand Rapids 6, Mich. 
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“for those with an eye for 


QUALITY” 


all brushes from one 
dependable source 
OUR FULLY ILLUSTRATED CATALOG ON REQUEST 


STM 


FOR PLUMBING AND HEATING INDUSTRY 
146 FULTON ST. * BROOKLYN 1, NEW YORK 





FIRE BOX 
fueloil & oil heat 


WANT ADS 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 


No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OIL HEAT, 2 West 45th St.. New York 36. 


ws 








TURN YOUR SURPLUS INVENTORY of stoker, oil burner or gas controls 
into cash. Mail list and price to Box 885. 

es 5 EXECUTIVE and/or Salesman, available in the Washington, Baltimore, 

Can _— field men; sell to jobbers and work with them: 

retailers. good record—knows all forms of heating and firing. 


oy employer, if ei for a field man, zone 
Excellent references. Box ‘N 1465. 


, mameplate or truck lettering es trademark decals made to 
o 2 uniform, ance economical for small or large 
og. Mathews Co., 827 S. Harvey, Oak Park, Ill. 
$ YOUR Senmraner hog "ALWAYS PERMIT MAXIMUM FILL? 
The Jy Degree-Day ya provides a constant K-Factor for every cus- 
. Assures accuracy in system—even in highly variable 
weather. y and to your Localiay.. Reads and interprets every 
affecting degree-day count, Cuts trucking and bookkeeping 
Makes it seal possible to schedule deliveries. Your degree 
“Hidy Degree-Day Recorder. Write for free details in booklet 
. Please cell us y you are now using a degree day system. 
teas se Recorder Co., 6988 Five Mile Road, Cisdeantl 30, Ohio. 


‘g- ¥ Southern New Jersey eer and Delaware territories 
— ~-F, wi man organization. Need few good specialty items. 
have warehouse available in Philadelphia _* distribution. Box 1522. 
REPAIR THAT LEAKY FUEL OIL TANK with the new miracle fiberglas 
plastic Tank — ofpPly to the outside of the tank. Put 2 new bottom in 
an old leaky tank make it just as as new! One can is enough to 
bottom of a vertical 275 gal. tank. $4.05 per can or $45.00 per 
case of 12 cans. Order from Tank Bond, 400 F St. N. E., Washington 2, D. C. 
EXCLUSIVE RIGHTS AVAILABLE unique “News Item” advertisin 
Few inches get more results than quarter pages. If you would like to do 
consistent small space newsy advertising that is diffeernt, effective and inex- 
, get details without obligation from Edward Fiske 
a, White Plains, New York. 


7 


DRAFT CONTROL 


Fully adjustable for precise accurate setting 
and instant response to draft variations: 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 
cealed solid brass bearings, and other 
features, insure lasting dependability and 
maximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 





Available in sizes from 
5 thru 12 inches. 





MANUFACTURING CO. 
45-18—i62nd St., Flushing, L.!., N.Y. 


FLOOR FURNACE 
with a FILTER 


ONLY G/A HAS THESE ADVANTAGES 


30°" HIGH . . . 162" below joist. 

INSULATED JACKET 

CIRCULATED, FILTERED AIR 

QUIET OPERATION 

RETURN AIR OPENING . 

to facilitate a return-duct if used. 
C-85-FB vay Ran or furnace service from 
OIL-FIRED top. 
85,000 Btu @ PRE-ASSEMBLED & WIRED 


Output GENERAL AUTOMATIC PRODUCTS 


age CORPORATION 


2300 Sinclair —_ 
Baltimore 13, le 
eat i” WhITe On WIRE, wire Now: 


EAstern 7-7703 


DIESEL TRACTORS. For dependability and economy in severe service con- 
tact the nearest Mack branch em distributor—ask him about good used Mack 
diesel tractors—also other make diesels or gas tractors. Bargains. Financing. 
Or write Mack Trucks, Inc., Plainfield, N. J. 

TIRED? LOOKING FOR AN “ATLAS’? I'll take weight of business from 
your shoulders, Twerty years diversified experience, light & heavy oils, mar- 
keting, bulk plant operation, refining, credit, service, office management. 
Capable full charge. Family man, 37 years old, sober, industrious, analytic 
and flexible. The unusual type who would work as hard for your business as 
if it were mine. Prefer N. J. or Eastern Penna. Resume on request. Box 1526. 


YOUNG (33) AMBITIOUS FUEL OIL EXECUTIVE with strong background 
in combustion engineering, field operations control, customer relations and 
fuel oil promotion is seeking a new challenge. Offering eleven years of fuel 
oil experience and potential to any progressive industry organization in return 
for the opportunity to grow with it. Married, with a family of five, my back- 
ground includes mine years in service, service management, sales and promo- 
tion in the midwest and two years of operations coordination with one of 
southern New England's largest distributors. Complete brochure on request. 
Personal interview if desired. Will relocate. Write Burton H. Mason, 33 
Pine St., Trumbull, Conn. Phone AM 8-6031. 

SERVICE MANAGER with wide experience in automatic heating, with both 
manufacturers and dealers, interested in making new connection. If you are a 
manufacturer or dealer in need of a first-class man with administrative and 
field experience in service management, please reply to Box No. 1513 
MONEY-MAKING FRANCHISE OPPORTUNITY for qualified Organization 
to profit in rapidly expanding residential and commercial water conditioning 
field. PERMUTIT, a leading national manufacturer, offers exclusive franchises 
in a few high-potential market areas. Check these major advantages: 1-A high 
profit item, not discounted . 2-Nominal investment . . . 3-A product loaded 
with sales features. The top line—the most complete, best-designed equip- 
ment—easy to install—trouble-free . . . 4-National advertising support—The 
Good Housekeeping Seal—Cooperative local ad program . . . 5-Complete and 
close field help for volume sales—training films—sales aids—handbooks » 
6-A manufacturer's field organization to aid in technical service . . . 7-Easy 
tie-in with your present business. This is a golden opportunity for successful 
businessmen capable of organizing and operating a strong retail operation. For 
details write: Permutit Water Conditioning, Inc., Dept. F, 50 West 44th Street, 
New York 36, New York. 

OILBURNER SERVICEMAN for Union and Essex County, N. J. area. Must 
be experienced with #4 burners. Reply Box No. 1527 

BOOKKEEPER .. . Man Friday, do bookkpg. & handle all problems con- 
nected with a fuel oil & gasoline business, Becropoliten area; not less than 
3 yrs. experience; Excellent future. Rigid investigation. Write Box FOHN, 
1845, 125 W. 41 Sereet, New York 36, New York 

Trailer No. 1005—1947 Heil Tandem, 4 Compartment, 5200 gallon capacity, 
—$1,000.00. Tractor No. 322—Tandem 1944 International KS-11—$1,- 
700.00. Trailer No. 1004—1949, 7200 gallon, 3 compartment, Fruechauf 
Tandem with Meter—$1,500.00. Tractor No. 325—1953 Model LJTG Mack 
with Semi-trailers No. 1001, 1948, 3 compartment, 4000 gallon capacity, 
Davisbilt, and 1002, 1951, 3 compartment, 4100 gallon capacity, Highway 
with dolly. This train is priced at $5,657.00. PHONE Hamilton, Ohio 
TW 3-5821, and ask for Mr. Riehemann 








_ 5 
COMPONENTS CO. 


PHONE: PILGRIM 3. 0760 





®©®iTH 


IGNITION | 7//)\\ 


P.O. BOX 423 





es BLOOMFIELD. N. J. 


5 Basic Standard Type Ignitors . . . 
Plus most complete line of 448 special designs 


© IGNITION TOOLS 
© BUSS BARS 
© IGNITION ACCESSORIES 


© IGNITION CABLE 
© RAJAH FITTINGS 
© PLASTIC “ROLL-UP” KITS 


See your jobber for new 1961 catalog 


Engineering Facilities available to OEM 
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Use “CRESCENT PARTS” Service 


Serving St. Lowis Trade Area 


“FACTORY REBUILT” Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 


Crescent Parts and 
Equipment Co., inc. 


825-831 S. Boyle Ave installations Materials 








CONTROLS 


M inneapolis-Honeywell 


OI1L—GAS—STOKER 


“ed “S'n 


Parts & Controls 
White- Rodgers 





L f T £ s of . be T proove JOINTS 
COMBUSTION CHAMBERS |MEtERd 
Sain SEAL 
MONOGRAM has... noe is 
352 Standard Designs and] . 
Refractory Combustion Cham- ° 
bers for ALL Boilers andj AIR SPACE 
.75 TO 23 GALLONS PER HOUR 
nee Perfex St. Louis 10, Mo. en 
540 Wimmer Place Heating Specialties MONOGRAM PRODUCTS C0.., i 


| __ TONGUE & 
SIDE WALLS 
QUICK HEAT LONG LIFE 
BETWEEN 
sizes of LITE-CAST Insulating} PRE-CAST FLOOR 
Furnaces. BENEATH FLOOR 
East St. Louis, Ill. a 731 


RRPR/AT “ON 


Mercoid @ General 


NORTH 35th STREET, PHILADELPHIA 4 PA 
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free catalog. 
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by Chet Cunningham 


OME OF THE GOOD MECHANICS | 

know are still confused about 
what a “hot” spark plug is and 
whether or not to use them in their 
fueloil trucks. 

Too many truck owners and me- 
chanics think that a “hot” spark plug 
is one that gives you a hotter spark. 
This just isn’t so. And this wrong 
idea, can cause you trouble, because a 
plug that has too “hot” a range, can 
cause detonation or even preignition. 
Both conditions will result in serious 
engine damage. 

On the other hand, too cold an op- 
erating plug causes premature foul- 
ing and usually results in power loss. 

When plugs are called, “hot” or 
“cold” it is a reference to the heat 
range of the plug and its ability to 
conduct heat away from its firing tip. 
On any plug the heat must travel up 
the center electrode and out through 
the insulator to the shell, and from 
there through the plug seat to the 
cylinder head. The big difference be- 
tween the hot and cold plug is the 
distance through which the heat 
travels to be dissipated. The further 
it goes, the “hotter” the plug. Most 
“hot” plugs are a little longer, physi- 
cally, than the “cold” plugs. 

Use the plugs this way. For your 
fueloil delivery rigs, you can use the 
hotter, the taller plugs. This plug 
keeps more heat at the plug tip longer, 
and even though your engine doesn’t 
run as hot as it would on a long haul, 
the hotter range of the plug helps to 
burn off carbon deposits before they 
foul the tip. 

The cold plugs—where the engine 
runs hot enough by itself to keep the 
plugs from fouling—are the ones to 
use in normal over-the-road driving, 
long hauls, or in your private car. 

Take a look at your delivery rigs, 
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could you save money by putting in 
“hot” plugs right now? 


Three times as many retreaded 
truck tires are on the road today as 
there were in 1949, according to the 
Tire Dealers and Retreaders Associa- 
tion. You probably have some on your 
trucks right now. 

Here are some tips from the tire 
experts about what to look for in re- 
caps and what to watch for when you 
check your tires for recapping. Don’t 
accept retreads if they have any of 
these faults: 

1. Poor molding, Here the tread 
looks out of focus. The tread edges 
are not sharp, defined or even, and 
some tread areas may be missing. This 
is usually due to not enough tread 
rubber being used. The rubber never 
completely fills the tire mold, so can't 
produce a good tread. The cause also 
may be dirt in the mold or moisture in 
the mold. This is a sure sign of a 
sloppy operation. 

2. Groove cracking. This may not 
show up until after inflation, Then 
cracks show at the base of the tread 
grooves. Again this is usually due to 
not enough tread rubber. The tire 
also may have been buffed insufh- 
ciently. If any of the old tread pat- 
tern remains it will cause trouble 
Insist that your recapper follow mini- 
mum undertread thickness for your 
size of tire. 

3. Tread tearing. Here the tread 
has been well formed, but has torn 
off sharp edges and corners when the 
mold was withdrawn. Opening the 
mold too fast will tear the tread, so 
will sticking of the mold due to dirt 
in it or poor lubrication of the mold 

4. Radial cracks. These are long 
cracks up from the sidewall toward 
the tread, and are almost always a sign 
of a shoddy recapping outfit. Usually 
the sidewall pattern was not com- 
pletely buffed away and this sets up 
high stresses in the new rubber where 
they should not be. The cracks allow 
moisture to enter and that results in 
eventual tread separation. 

Now, what type of used tire off 
your trucks will make a good retread? 
Tires without any bruises, cuts or 
fabric breaks, and with just a shade 
of tread left on them. 


Do not try to retread tires with 
these four faults: 

1. Old age side wall checking. This 
is caused by ‘@xidation and simple tire 
age. Cracks extending into the upper 
sidewall become almost impossible to 
buff out. Cracks allow room for mois- 
ture to seep in—and tread separation. 

2. Interior fabric failure. These 
usually show as tears in the surface 
of the tire interior where cords have 
broken because of stone breaks or 
puncture problems. This greatly weak 
ens the tire. This tire can be saved 
with a section repair, but the Tire 
Retreading Institute advises against it. 

3. Loose cords. When loose cords 
are seen on the inside walls of your 
tire, it means it has been run under- 
inflated or when flat. The casing is 
weakened because these cords have 
over-flexed and ruined the bond be- 
tween the cord and rubber. The life 
of this tire carcass is limited anyway, 
so why waste a recap on it? 

4. Bead problems. One of these is 
fabric injury bead. No 
amount of recapping can help save 
this tire. Other faults that make tires 
worthless as recaps include ply sepa- 
ration and tread separation. 

The fast growth of the recapping 
industry has left the door open to a 
few get-rich-quick artists who do. Be 
sure your recapper is reputable and 
reliable. Most are honest, hard work- 
ing businessmen. Take your business 
to them. Recapping is one of the best 
ways to reduce your tire costs. 

Be sure of your recaps. If you get 
a bad one, you might not know it 
until the tread is scattered along the 
highway, then it’s a little too late. 


near the 


Don't get excited about speeding 
up the run-in on new brake linings 
You can do more harm than good. 
Rapid or severe braking on new lin- 
ings will give a definite pull to one 
side or dangerous drum smoking or 
both. Treat new linings like an over- 
hauled engine. 

Linings need time to seat properly 
before severe stops. Otherwise, lin- 
ings may superheat and send resins to 
the surface resulting in dangerous 
brake grab. Use brakes carefully until 
they are seated, smooth down and 
cured to the surface. 


September 
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PRECISION NOZZLES 


INDIVIDUALLY OIL TESTED 


No matter how satisfactorily “test samples’ may operate in the laboratory, reliable on-the-job, 
PERFORMANCE in the field is still the most positive and final of all nozzle tests. That’s why, even 
after the most precise and carefully controlled manufacturing operations, each and every MONARCH 
nozzle is individually performance-tested on oil! Think of it! Every Monarch nozzle is individually tested 
for capacity, spray-angle, quality of spray and balance. 

Why waste time and money “trying out” several 
ordinary nozzles just to find one good one if you can be 
assured of results the first time—every time—with 100% 
tested MONARCH nozzles? 

Whether you are an Oil Burner Manufacturer, a 
Dealer or a Serviceman... You Can Be Sure—If 
it’s a MONARCH NOZZLE! 


AIR MIXING EQUIPMENT 


COMBUSTION HEADS: 
G-81-C Head is as easy to install as an ordinary Air 
Cone and Stabilizer. Produces high CO: with no 


“adjustments” to get out of order. For 37%" or 4” 
1. D. Air Tubes. 


MANUFACTURING WORKS, rie Sueded Gone thes and four blade Stabilizers for 


ordinary Air Tube replacement from 312" to 8” |. D. 
2503 —. ONTARIO ST., PHILADELPHIA 34, PA. Also special ‘“‘Anti-Pulsation” equipment. 


Aise available: Flame Mirrors, 24" ond 
“48" Nozzle Boxes, Racks, Wrenches, etc. 





. | 
DEALERS: Buy from your Monarch Jobber. Write for Catalog “0” 


REMEMBER: It costs more to clean a nozzle than to replace with a new, precision, guaranteed-uniform Monarch Nozzle. 

















It’s a story that cannot be repeated too often. A low water condition 
can happen in any boiler, at any time, for any of dozens of reasons. 
And that includes hot water boilers too, where you don’t even have 
a gauge glass to begin with. ¥¢ There are two accepted approaches 
to the problem—a boiler feeder which adds water mechanically as 
needed to maintain a safe level, or a low water cut-off which acts 
electrically to stop the burner if water level gets too low. y¢ If each 
One is a good idea, then it stands to reason that the one best answer 
is to use both together—a combined mechanical feeder and electrical 
cut-off. + No one will argue with you either if you make your 
choice from the McDonnell line of feeder cut-off combinations— 
the best-known, most widely used products of their kind. 


MCDONNELL & MILLER, /nc. 


3500 N. Spaulding Ave., Chicago 18, Illinois 
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Here are the facts 
that will enable you to tell your 
story with complete conviction. 
Step by step they show just what 
controls are needed, and where, 
and why—in simple terms even 
your customers can understand. 
There's one for Steam Boilers 
(Bulletin L-711) and a companion 
one on Hot Water Boilers (Bulle- 
tin P-30). Write for your copies. 
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